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47 years ... and no strikes! 


When the new two-year labor-management contract was signed on May 28, 


1947, it marked a continuous period of +7 years without any “labor trouble” at 
Beaver Pipe Tools, Inc. Perhaps the reason for this lack of trouble is that all of 
us here at Beaver Pipe Tools look upon the company as being “our” company .. . 
and both management and labor are in the habit of being fair to each other. 


Shown seated are J. O. Johnson, President of the union and W. A. Phillis, Presi- 
dent of the company. Standing, left to right, are C. W. Shafer, Vice President in 
charge of manufacturing, and R. M. Wenger, W. W. Mastern, C. L. Logue, John 
T. McGuan, Earl W. Ryder, F. E. Kilpatrick and James A. DeLeo, department 
stewards of the union. All of the younger men are veterans of World War II 

. one of them completed 30 missions as a parachute jumper, compared to which 
making Beaver Pipe Tools is sort of a picnic. 
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“All eyes will turn to Memphis 
when it’s completed.” That's the 
way one distributor summed up 
what the Dilworth Co. is doing 
with regard to a new building. The 
distributor’s statement, of course, 
gives you an idea that the building 
now under construction is some- 
thing very special but you'll be In- 
terested in more details. You'll find 
the complete detalls with draw- 


ings, pictures, etc., in your next 
issue of MILL SUPPLIES. And 
we'll guarantee you'll agree it’s 
extra special. 


@ Other things are on the docket, 
too. For example, you'll want to 
read all about the credit problem 
and how distributors are intensify- 
ing their vigilance over slow ac- 
counts. 


e@ For any skeptics that do not 
realize displays pay off, there’ll be 


an account, with facts and figures, 
showing what one distributor 
proved to himself. 


@ There'll be several other ar- 
ticles, of course, that you'll want 
to read and, in addition, there’ll be 
the regular features such as Talk 
of the Trade, Sales Tips, Trend of 
Supply Sales, Keeping Up With 
Business, News, and, naturally, a 
brand new To Sell, You Need the 
Answers. 
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COMPLETELY 
COLD FORGED  recseces cxcizsivery toto 


Krome that are sales creating 
factors for authorized Holo- 
Krome Distributors . . . H-K Dis- 
tributors know and appreciate 
the tangible results — constant 
flow of repeat orders and new 
business—becauseSocketScrew 
users know and appreciate the 
value of Completely Cold Forged 
Socket Screws 
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THE HOLO-KROME SCREW Corp. 
HARTFORD 10, CONN. U. S. A. 


HOLO-KROME /S SERVING ITS DISTRIBUTORS 
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] Heavy series precision-built double row self- 
aligning roller bearings. 


3 ee UU a ek 
and is prevented from loosening by serrated 
lock washer. 


5 True. flat surfaces assured for nut pressure 
surface. 





] Casting spotted for dowel hole to locate unit 
on support. Slotted holes for foundation bolts. 


g Tapped holes in cap take standard screw to 
raise cap off base without damage to finished 
surface. 


] ] Bearings can be either fixed or floated axially 
“*C’’ spacers may be removed or inserted as 
required. 





LINK-BELT 


A BALL AND ROLLER BEARINGS 
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DODGE-TIMKEN TYPE 


DODGE-TIMKEN TYPE 


Fo 


“uaa 
Unguestion’ 





CALL THE © 
TRANSMISSIONEER 


your local Dodge distributor, 
for news of latest develop- 
ments in power transmission 
equipment. Look for his name 
in your classified telephone 
book under ‘Power Trans- 
mission Equipment.” 


DODGE-TIMKEN DOUBLE INTER-LOCK 


“— 


PILLOW BLOCKS 


PILLOW BLOCKS 


PILLOW BLOCKS 


Quality - 


DODGE-TIMKEN SPECIAL DUTY BALL AND SOCKET PILLOW BLOCKS 








Superior performance at 
moderate cost. High speed 
capacity. Sizes1-3/16"to 4”. 


For general service. Normal 
radial, thrust and shock 
loads. 1-7/16" to 4-15/16". 


Triple sealed against fine 
abrasive dust. Shaft sizes 
are 1-3/16" to 4-15/16". 


Rugged, heavy duty, high 
speeds. Made in shaft sizes 


from 1-7/16" to 8”. 


DODGE-TIMKEN 


On anti-friction bearings, these two names are assurance of dependability and 
performance which enable you to cut costs and increase production. Dodge mounts, 
seals and houses the precision bearing assemblies and delivers them fully assem- 
bled, adjusted and lubricated—ready to lock on the shaft. Parts required for mount- 
ing these bearings are manufactured complete in the Dodge factory—from foundry 
through many precision operations on the latest machine tool equipment. The bear- 
ings pictured are from the famous Dodge 30,000 hour line, covering a broad range 
of industrial bearing requirements, promptly available from distributors’ stocks. 


DODGE MANUFACTURING CORPORATION 


MISHAWAKA, INDIANA 





of Mishawaka, Ind. 


Copyright, 1947, Dodge Mfg. Corp. 





IN LEADING BUSINESS 


PUBLICATIONS DODGE ADVERTISING WORKS FOR DODGE 
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PIPE JOINT COMPOUND 
Re NUMBER 5! ee 


Leaders in Chemical Research and Production since 1909 


PERMATEX PIPE JOINT COMPOUND No. 51 


is applied with a brush. It spreads evenly over threaded 
surfaces . . . and stays put! 


Does not harden or crack. Remains flexible and resistant to 
continual vibration. Assemblies can be adjusted easily... 
without breaking seal. 


PERMATEX PIPE JOINT COMPOUND No. 51 


produces unions that are leak-proof to hot or cold water, 
salt water, steam, illuminating gas, lubricating oils and 
greases, fuel oils, gasoline, kerosene, ethylene glycol and 
many other liquids and gases. 


PERMATEX COMPANY, INC. 
BROOKLYN 29, N. Y., U. S. A. 
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Crucible Steel 
extends 
service. 


Y 



















Quickly cuts off accurate lengths 
from sizes up to 25°’x 26" cross section 


The Crucible Steel Company of America with 26 branch warehouses and 

sales offices, has built a reputation for anticipating customers’ needs, not 

only in high grade and special steels, but in service requirements as well. 

They were among the first to equip several of their warehouses with 

modern high speed MARVEL Saws (No. 6 and 9A series) in order to give 

; fast service on either single lengths or large quantities of identical pieces, 

4 MARVEL giant Hy- accurately cut from bars up to 10" x 10" cross section. Now in Seon 
of new demands for larger sizes, they are the first steel company to in- 
stall a No. 24 MARVEL Hydraulic Hack Saw in order to give fast service 
on orders for steels of any type in sizes up to 25" x 26" cross section. 












: oys new ‘Roll 
Stroke” sav ion and trou- 
ble-free low prt 
control. This giant hack saw, which almost qualified as a “secret weapon” 
because it contributed so materially to our production capacity in build- 
ing naval ordnance, applies an entirely new principle of reciprocation 


Mhas made "“hacksawing” of large work practical for the first time. 
@lexer your metal sawing problems, there is a MARVEL Saw 


i LUM MFG. CO. 
pavy: fhe Hack Saw People” 
™, 5700 BLOOMINGDALE AVENUE, CHICAGO 39, U.S.A. 


sf 


No. 1,No.2 Series No.4BSeries No. 6 Series No. 9A Series No. 8 Series No. 18 Series No. 24 Series 
Copocity: pad Copacity: 6"x6" Capacity: 6°x6” Copacity: 10°x10° Capacity: 18°x187< Copocity: 24°x24° 
Capacity: 6'x6" oy 
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| HOLD A SHAFT 


RUN SMOOTH 


| HELP SHIPS SAIL 


MY TRADEMARK IS 


Sedu METALS DIVISION 


AMERICAN SMELTING AND REFINING COMPANY y 


WHILE IT ROTATES 


THOUGH BEARING HEAVY WEIGHTS 


what am 1? 


For any load at any speed, there is a 
member of my family for the particular 
service required. 


You know me. I’m a bearing alloy. 
I’m babbitt. Federated babbitt. 


Federated babbitts are engineering al- 
loys around which you can design with 
confidence. Each has an analysis spe- 
cifically tailored to perform best under 


— FANS SPIN— CARS RUN— 


THE LEADING ONE 





certain select conditions and within a 
definite economic range. 


For example, Federated Thermodyne 
babbitt has the ability to withstand 
severe service in gyratory crushers— 
and in high speed Diesels. Marine bear- 
ings babbitted with Federated XXXX 
Nickel operate unimpaired even if 
lubrication fails momentarily. 


To keep informed about bearing alloys, 
and their technical features, write for 
Federated’s new booklet, “Bearing 
Alloys Technical Manual.” 

Address Federated Metals Division, 


American Smelting and Refining Company 
120 Broadway, New York 5, New York. 
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Here They Are 
In One Handy Box... 


The 16 Most Popular Shapes and Sizes 
f Norton Mounted Points 


- 


> 


ANDY to buy, handy to use, handy to keep — 

that’s the Norton No. 16 Mounted Point Assort- 
ment. It's made up of one each of the sixteen sizes 
and shapes which Norton sales records show are 
most in demand. They’re packaged in an ingenious 
box which brings them to you safely, serves as a 
handy holder while they are in use and a sturdy 
container when they are not. . 
The points are the same Norton product that’s been 
so popular with tool makers for years. They are 
made of fast, cool cutting 38 ALUNDUM abrasive, 
vitrified bonded and strongly cemented on steel 
spindles. 
Order one or more No. 16 Mounted Point Assort- 
ments from your Norton distributor. 


NORTON COMPANY, WORCESTER 6, MASS. 


Distributors in All Principal Cities 


W-1089 
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The AY /s) fh a V-BELT 
is the ONLY Part that Su , 
Fven Touches the Pulley 


Naturally, it GE7S the WEAR! 


The moment you look at a V-belt in its sheave, you see that 
the sides are the only part that ever touch the pulley. The sides do 
all the gripping—they get all the wear against the sheave groove 
wall. The sides pick up the load. -They transmit that load to the 
belt as a whole. And then, once more, the sides—and the sides 
alone—take hold of the driven pulley and deliver the power to it. 





No wonder you have always noticed that the sidewall of the 
ordinary V-Belt is the part that wears out first. 


Now See How the Patented CONCAVE SIDE 


REDUCES Sidewall Wear— Lengthens Belt Life! 


eared 
poeet 


The 
‘Clearly, since the sidewall is the part that wears out first, any- CONCAVE SIDE 
thing that prolongs the life of the sidewall will lengthen the life ae SANTEE APONTE 
of the belt. The simple diagrams on the right show exactly why 





the ordinary, straight-sided V-Belt gets excessive wear along the Straight Sided 
middle of the sides. They show also why the Patented Concave V-Belt \F0.1/ 
Side greatly reduces sidewall wear in Gates Vulco Ropes. That is 
the simple reason why your Gates Vulco Ropes are giving you so How Straight Sided 
much longer service than any straight-sided V-Belts can possibly Whine denier end 
give. Its Pulley 
Tetons Important NOW straighi-sided V-belt by holding ‘the sides 
° etween your finger an uUmDdD an 
That Gates SUPER V-Belts are Available Sontag tee bee. Hocaraly, Cie bulging 


of the sidewall as indicated by arrows. | 
Now that Gates SPECIALIZED Research has r.sulted in 


/ 
a i i — Gates V-Belt 
Super V-Belts capable of carrying much heavier loads—up to Brag Bare 
40% higher horse-power ratings in some cases—the sidewall Concave Sidewall 
of the belt is called upon to do even more work in transmitting 
these heavier loads to the pulley. Naturally, with heavier load- Showing How Concave j 
° ° $ ° ° ° Side of Gates V-Belt 
ing on the sidewall, the life-prolonging Concave Side is more Straightens to Make Per- | 
i ? fect Fit in Sheave Groove’ ] 
important NOW than ever before! When Belt is Benaing 
Over Pulley. / 
/ 
1] 


THE GATES RUBBER COMPANY oat Seas ears wear i “4 
DENVER, U.S. A. the shenas anek longer | 
“World’s Largest Maker of V-Belts” ae 
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No matter how you look at it...design, 
construction, durability, efficiency...the 
new Cyclone Model M Heavy Duty Hoist 
outclasses all other hoists by a wide 


margin. For the Model M is fundamen- 
tally different...and better...a true 
production line tool. Today's stronger 
alloys of steel and Alcoa aluminum, 
compact design, precision ball bearings 
at all rotating points and sealed-in life- 
time lubrication combine to make the 
Cyclone Model M lighter, stronger, 
more efficient and easier operating. 
Thousands are already in service on 
a multitude of factory jobs daily dem- 
onstrating their superior performance. 
Ask your distributor to show it to you. 


96% EFFICIENCY 


conserves worker energy and 
increases productivity 


42% FEWER PARTS 


simplifies maintenance 


637% LESS WEIGHT 


yet definitely a heavy duty hoist 


Plus SEALED-IN 
LIFETIME LUBRICATION 


prolongs life...reduces wear 


Plus HERC-ALLOY 


America’s First and Safest 
Steel Load Chain 





THE 1-TON 
CYCLONE MODEL M 


...@ heavy duty hoist... 
weighs only 35 pounds 
and has a minimum 
headroom of only 13%” 
Its new type load brake 
with smooth, positive con- 
trol aids in spotting and 
assembly work. Famous 
CM “Herc-Alloy” double 
duty alloy steel load 
chain is standard equip- 
ment on all models. 





CHISHOLM-MOORE 


HOIST CORPORATION 


(Affiliated with Columbus-McKinnon Chain Corporation) 


GENERAL OFFICES AND FACTORIES: TONAWANDA, N. Y. 
SALES OFFICES: New York + Chicago + Cleveland + San Francisco + Los Angeles 
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Model ''304”’ 
POSITIVE 
on UR gen, 


@ Here they are... the new electric screw- 
drivers and nut runners you've been wait- 
ing for... and they've got everything! 
Ski. TOOL engineering throughout . . . finest 
materials ... wonderful balance and feel 
- « « top performance on wood or self- 
tapping screws up to No. 12, machine 
screws and nuts up to % in. diameter. 
The introduction of electric Sxi.Drivers is 
another step in SKILSAW's program of 
continually widening the SxiLTooL 

Line to make it still more profit- 

able for SxunToot Distributors. 


Model ''303”’ 
ADJUSTABLE 
CLUTCH 





~~ Suittoots 
OGG ES BOD 


\ SanSaws uSanoens Sui Nreacen SanOaneoces 
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SanDanis 


“Jatlored Sheed “GIVES YOU 5 “TALKING POINTS” 


For More Power-Transmission Sales ! 


ne) RA tT LO IO AE AE POLED ALLEL 


1 HIGHER PRODUCTION! American Fractional-Horse- 
power Speed-Jack Drives with Tailored Speed permit quick, 
positive speed changes while the machine is in operation. No 
more down time for pulley change-overs! And step/ess control 
of speed through a 3-to-1 ratio is s-m-o-o-t-h! 


2 GREATER MACHINE FLEXIBILITY! Machines 
whose applications have been limited by single or multiple 
fixed-speed drives can now be given greater flexibility. Instal- 
lation can be made on any machine requiring up to 1 H. P. 


3 EASY MOUNTING IN ANY POSITION! Speed- 
Jack Drives can be mounted in any position—horizontally, 
vertically or at any angle. 


4 CONVENIENT REMOTE CONTROL! Speed 
changes on machines with hard-to-get-at units can be made 
through a compact flexible shaft. Mounting on a centralized 
control panel is facilitated. 


§ STURDY, LONG-LIFE CONSTRUCTION! Rugged 
construction, steel-reinforced flanges, and lubricated-for-life 
ball bearings encased in a dust-proof hub, add up to long 
service life even under tough operating conditions. 


Give yourself these 5 ‘‘talking points’’ and cash in on a big 
market for variable-speed control, now! Send for the American 
Speed-Jack Drives Bulletin. It gives you complete engineering 
data that helps you sell these versatile variable-speed drives. 
Just drop us a line. 


How Speed-Jack Drives Give Your Customers ‘Tailored 
Speed” for Higher Output, Reduced Down Time! 


American Speed-Jack Drives enable your customers to quickly, 
easily “‘custom-fit’’ their machine speed to the individual needs of 
each job—without interrupting machine operation. Yes, Speed- 
Jack Drives enable them to actually “tailor’’ machine speed to job 
requirements for greater operating efficiency, higher product 
quality, lower unit costs. 


4252 WISSAHICKON AVE., PHILADELPHIA 29, PA. 
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BEARINGS 
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MODEL 244 


% STREAMLINED STYLING 


UNIVERSAL MOTOR 
A.C. or D.C. 


we 30-LB. CAPACITY 
CONTAINER 


we FULL LUBRICANT PRESSURE 
INSTANTLY AVAILABLE 


we = 7 FT. HIGH-PRESSURE 
HOSE ASSEMBLY 








we BALANCED EASY-TO-USE 
CONTROL VALVE 


% MAXIMUM PORTABILITY 


12 FT. ELECTRIC 
PLUG-IN CORD 


ve FINISHED IN RED BAKED 
ENAMEL with NICKEL TRIM 














Help Your Customers 
Keep Machines on the Job 


FAST...EASY...POSITIVE 
LUBRICATION 


This Compact, Portable, High-Pressure Grease Gun can 
be rolled right up to the machine to be lubricated. It 
saves a lot of time and does a fast, thorough lubrication 
job.: Equipped with a positive displacement pump, 
powered by a standard make 14 h. p. universal motor 
for 110/115 volts, A. C. or D. C., the Lincoln Electric 
Lubrigun delivers lubricant under high pressure from 
the large, 30-lb. capacity container. Save Bearings... 
Save manhours . . . Keep Machines on the job with this 
outstanding High-Pressure Grease Gun. 


Write for 
COMPLETE INFORMATION 


The Electric Lubrigun is the latest 
addition to the complete Lincoln Line 
of Industrial Lubricating Equipment. 
Remember Lincoln products are ad- 
vertised in all leading trade publica- 
tions to help you increase your 
volume. Write today for full infor- 
mation on this money-making line. 


*Trade Name Registered —U. S. Pat. Office 


B 47-10 
LINCOLN ah, 5701 NATURAL BRIDGE AVE. 
ENGINEERING — A A em — SAINT LOUIS 
enemas Prioucer Bud of one a“ ing Eguifmen caamemanen 
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“go top-flight” 
with.. 









YOU'LL MOVE INTO THE LEAD WITH OIC 


Ever responsive to industry's needs OIC leads the 
field with steel valve improvements that have 
plant engineers everywhere talking. Insure your- 
self of a profitable future with a company that 
was founded and is growing on quality. 


And with OIC you are treated as a business 
associate. You enjoy the advantages of OIC’s 
Selective Franchise policy. The business you 
build is yours to keep. Small wonder the swing 
in valves is to OIC. 


OIC PROVIDES PLENTY OF TOP-FLIGHT SALES 
PROMOTION FOR iTS DISTRIBUTORS, TOO! 


To help you increase sales, to keep you 
fully acquainted with new innovations in @ 
the valve field, OIC has prepared a sound 
slide-film packed with facts you will want 

to know. Every alert valve distributor and 
his salesmen should see it! Just mail the 
coupon for a private showing. 


0-747 
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T R i B & T o ® Ss 


For 63 years OIC has been the TOP-FLIGHT valve of industry. Thousands of plant 
Owners and managers have learned they can count on OIC’s superior depend- 
ability. Just put em in and forget 'em. The economy of OIC steel valves is verified 
by their records of amazingly low maintenance costs. Experienced buyers know 
that all OIC steel valves rated at 300 Ibs. and above have pressure parts cast from 


tough carbon molybdenum steel. 


Body and bonnet walls, yoke Gate valves feature heavy OIC stuffing boxes are extra 
deep with a new special con- 
densing chamber below the 
rugged construction. type seat rings. packing. 










































































arms and bolting are of I-beam wedges and_barrel- 


And the new OIC patented gland and gland flange which may be lifted as a unit to 
facilitate repacking of the stuffing box is another OIC exclusive. These are a few reasons 


why OIC steel valves build business year after year. Do you wonder that OIC distributors 


STEEL - IRON - BRONZE 


are leading the field? 





| 
H The Ohio Injector Co. Wadsworth, Ohio g 
§ I'd like your representative to show me the new OIC ' 
: sound slidefilm at my convenience. % 
t 2 
H Name Position H 
’ gs 
H Firm ‘ 
H Address 5 
8 
4 City State : 
. ” 
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Printing Calculator 
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— for office effici 
LAY or office efficiency 
ee BUSINESSMEN get double value on a single investment 
when they install the Automatic Printing Calculator in their office. 
- — — This machine performs all the functions of both adding machine and 


, ordinary calculator—figure production is speeded by the compact 
* THE MACHINE 


10-key keyboard, and positive proof of accuracy is provided by the 
THAT 


printed tape. Costs? Estimates? Payrolls? Inventories? Whatever the 





© divides automatically job, this complete all purpose figuring machine will handle it more 
| and prints quickly, more competently. Rely on the Automatic Printing Calculator 
eo plies ts to bring your office figure work to top efficiency. 


Ask your Remington Rand specialist, or write for additional informa- 

2 adds ond subtracts 
tion to Remington Rand Inc., Adding-Bookkeeping-Calculating Machines 
Division, Department MS, 315 Fourth Avenue, New York 10, New York. 


THE Pe re 
ON THE TAPE 





MACHINES FOR MANAGEMENT 
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BRANCHES EVERYWHERE 
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_. You get 7 Great Features ( MONTH! 
in “Super 9? Texrope V-Belts : 


. precision CURED in Pr gure molds 
ar 


d perfect pood 













R. Two layers oF tight 5 
to assure accurane section 






ale cotton fabnic and rough 
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HARPER 
fastening 

















MONEL AND STAINLESS FASTENINGS RESIST CHEMICALS 
IN EVAPORATOR SERVICE [ar7yR 


Paper Pulp, Salt, Distilling Industries 
Save Maintenance Cost 





Pulp washer and black 
liquor evaporator using 
arper monel bolts. 


Chemicals ranging from 
sulphur and alkaline solu- 
tions in paper pulp manu- 
facture to acids found in 
the production of rayon 
are handled in. suitable 
equipments made by a 
large evaporator concern. 
This manufacturer has 
found that Monel and 
Stainless steel bolts, rivets 
and other fastenings, even 
in evaporators constructed 
basically of lead, reduce 
corrosion and provide 
easy disassembly and 








Basket type evaporators in processing of salt 
use Harper monel and stainless steel fastenings. 





reassembly in maintenance and service. 
Wherever there is handling of salt, ammonium 
sulphate, sulphur, alkalies, acids, distillers by- 


products and many others Harper non-ferrous or stain- 
less steel fastenings can save cost and eliminate break- 
down due to corrosion. 





WEATHER AND SEA AIR 
BOW TO SILICON 
BRONZE 








A manufacturer 
of connectors for 
electrical conduct- 
ors and industrial 
and marine wire 
rope service specifies silicon bronze for 
resistance to ‘season cracking’’ and 
atmospheric corrosion. Harper Silicon 
Bronze nuts and bolts are used on many 
of these turn- 
buckles, tapcon- 
nectors and 
others to pro- 
mote long life 
and low cost 
maintenance. 





HARPER SPECIALIZES 
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Monel Fastenings Reduce 
Maintenance in Equipment 
for Export 





Equipment manufactured for export and 
for use remote from servicing facilities re- 
quires extra care for prevention of break- 
down and excessive maintenance. In a Top 
feed Vacuum type dryer recently shipped 
to Australia for use in the sulphate plant of 
a steel mill Harper Monel Metal fastenings 
were used to resist the chemical corrosion 
and promote trouble-free operation. 
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The H. M. HARPER COMPANY 
2622 FLETCHER STREET 
CHICAGO 18, ILLINOIS 


Branch Offices—New York City, Philadelphia, Los 
Angeles, Milwaukee, Cincinnati, Dallas, Cleveland 


HARPER 
Cisse 








IN EVERLASTING FASTENINGS 
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| ae with special, reversible universal 


electric motor...plug into any wall socket...no 
torque reaction to the operator...takes the drudgery 
out of a multitude of maintenance and production 
jobs*...here is a leading equipment line for all 


Ingersoll-Rand distributors. 


Imprinted distributor literature now available. 


=JIng ersoll-Rand 


Il BROADWAY, NEW YORK 4, N. Y. 
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— 


e Here’s how you can help your customers 
speed up plant expansion, boost production, or 
turn surplus steel inventory into cash: 


(1) If you can supply us with 12 to 24 gauge 
sheet steel, and certain sizes of band 
steel, we will supply you pound for pound 
with any selection of Lyon standard pro- 
ducts now in production. 


(2) We will manufacture to your specifica- 
tions, in Lyon production run quantities, 
assemblies, sub-assemblies or parts in 
gauges No. 8 and lighter up to No. 30.. 
Write or phone your nearest Lyon dealer 
or district office. ‘ 











a FILING CABINETS 


STANDARD LYON PRODUCTS 









f 
“s a _ — a ee ee 
CONTRACT PRODUCTION 
BENCHES OF SHEET STEEL ITEMS 
KITCHEN 
CABINETS 





_ 


LOCKERS 





ELECTRICAL HOME 
CONTROL UNITS APPLIANCE STANDS 









GRAVITY 
CONVEYORS 





aca ae awe ee Be Ee OR Se Ee 


SPECIAL PARTS 


re ee ee ee 





8 
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METAL PRODUCTS, INCORPORATED 
GENERAL OFFICES: 753 MONROE AVENUE, AURORA, ILLINOIS 
Branches and Dealers in All Principal Cities 








¢ Shelving eKitchen Cabinets Filing Cabinets Storage Cabinetse Conveyors Tool Stands Flat Drawer Files 

e Lockers ¢Display Equipment *Cabinet Benches ¢Bench Drawers eShop Boxes Service Carts ¢Tool Trays © Tool Boxes 

e Wood Working Benches «Hanging Cabinets Folding Chairs ¢Work Benches ¢Bar Racks Hopper Bins ¢ Desks Sorting Files. 

© Economy Locker Racks © Welding Benches ¢Drawing Tables ¢ Drawer Units © Bin Units Parts Cases Stools elroning Tables 


A PARTIAL LIST OF LYON PRODUCTS 
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You'll sense—instantly—a sure “feel” of 
lightweight power and bulk-free balance 
the moment you pick up this new FLEX 
HANDLE! It’s just one of the many rede- 
sigued members of this famous Line that 
has consistently brought you—Mechanics 
Hand Tools that Make Money. 


Note the remarkably slim, new OVAL 
design . . . it’s streamlined, yet strength 
has actually been increased . . . clumsy 
bulk of the old round shape has been 
scientifically eliminated and steel added 
in the direction of strain. The new oval 
grip, too, is beautifully designed to fit 
the hand more securely. 


Stronger, slimmer—amazingly effective in 
the tough spots—that’s the story on the 
whole New Britain Line today! 





Ulery 


GREATER STRENGTH © BETTER FIT | ~ PN Piel) bs 


Excess material, top and bottom, in old round shape, 
did little or no work. Removing this surplus greatly 
reduces useless bulk. Slight reinforcement added to 
each side in new Oval design—in direction of push 
and pull—develops amazing new strength. 


There’s knuckle and job insurance in these 
really modern Tools of Greater Strength 
—Better Fit .. . have your stock READY 
. order TODAY! The New Britain 
Machine Co., New Britain, Conn. 
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Want to Increase Your 
Van Dorn Volume 25%, 


Check the Condition of Customers’ ACCESSORIES Now! 


Plenty of profitable, easy-to-get business is yours 
for the asking when you push Van Dorn acces- 
sories! Spot checks we have made preve that you 
can increase your electric tool volume as much as 


25%— if you put on a concerted drive for this acces- 





ALL Your Men Can Make 
PROFITABLE Accessory Sales! 





SALESMEN! = at qt 


sory business! 


It’s not a one-man job. Salesmen, countermen brushes, hole saws, etc. 
and deskmen can all help. So start checking the 
condition of your customers’ accessories today. 
Sell them on replacing worn-out accessories. Sell 
them on filling in with accessories they do not 
have, which will increase the usefulness of their 
tools. Begin your drive for more accessory busi- 
ness right now! The Van Dorn Electric Tool Co., 


717 Joppa Road, Towson 4, Maryland. 








BOOST PROFITS 
ON THESE ITEMS! 


BR DR sTANDs 

WHOLE saws 

I SANDING DISCs AND BELTS 
We wire BRusHeEs 

BH GRINDING Wueets 

gf HAMMER TooIs 

WH SAW BLADES AND Discs 


] SCREW DRIVER BITS 





F ROTARY PLANER HEADS 
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Get accessory business on tp x 
every call. Check grinding {/ 
wheels, screw driver bits, \.7 
sanding discs, wire wheel 





COUNTERMEN! 


When a customer comes 
in, ask him about accessory 
items which he needs but 


has neglected to buy— 
like drill stands, hole saws, 
"Koolfiex" pads, etc. 


DESKMEN! 


On every phone call, check 
your customers on grinding 
wheels, wire wheel brushes, 
sanding discs, other easily re- 
membered items. 














FOR POWER SPECIFY 





(DIV. OF BLACK & DECKER MFG. CO.) 


PORTABLE ELECTRIC TOOLS 
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Photographs courtesy of the Gabriel Co., 
manufacturers of Gabriel Aerotype Shock 
Absorbers, and The Cleveland Tapping 
Machine Co. 


“Product assistance” is an essential feature of 
the hard-hitting Besly “5-Step Plan” of sales promotion. 
When tapping problems come up, factory-trained men are 
available to help distributors’ salesmen select the right tap 
for every job. 

This on-the-job assistance is supplemented by powerful 
advertising in leading trade publications, direct-mail, prac- 
tical shop manuals and other effective aids. Besly Taps 
are sold through authorized distributors on a selective 
distribution basis. 

Nationwide acceptance of Besly quality and products 
has been established solidly by more than fifty years’ 
ony experience in precision tap-making. Write today for full 
details of the profitable Besly Plan. 





BESLY TAPS e BESLY TITAN ABRASIVE WHEELS 


BESLY GRINDERS AND ACCESSORIES 
CHAS. H. BESLY & COMPANY, 118-124 N. Clinton St, Chicago 6, Illinois - Factory: Beloit, Wis. 
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PRESENTING: 


An Important Development by the 
leading name in Abrasives 


“Carborundum” is a registered trademark which indicates manufacture by The Carborundum Company 
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Setting new, higher standards of grinding while 
effecting production savings, “Series 20” is now ready 
for announcement. Of many important advantages, 
seven stand out. Briefly, they are: 


1 Faster Stock Removal 

2 Improved Tool Finishes 

3 Fewer Damaged Tools... Less Scrap 
4 Cooler Cutting Action 

5 Longer Tool Life... between grinds 
6 Increased Skill for Operators 

7 Lower Wheel Inventory 


As a development of the technical laboratories of 
The Carborundum Company, “Series 20” has ex- 
ceeded all expectations. Tests have been conducted 
under a variety of conditions in a diverse list of fac- 
tories. Especially for tool room use, “Series 20” repre- 


oe ahs . 
<tKe e 
Be YT Rows? VoeF 
POLOY gat 5 ue 


sents one of the most progressive accomplishments 
of modern abrasive engineering. 


In specifying “Series 20” for better grinding, the range 
of work classifications includes surface grinding, wet 
or dry operations, tool and cutter grinding and surface 
form grinding. A choice of standard sizes and shapes 
is available to meet the specific requirements of mod- 
ern machine applications and grinding techniques. Yet, 
because “Series 20” covers a broad range of grinding, 
the actual needed inventory stocked can be smaller. 


To be sure of the best grading for your specific grind- 
ing jobs, we suggest talking it over with one of our 
representatives. This is the best way we know to get 
started right on the use of “Series 20.” In the mean- 
time, to get a more complete story on “Series 20,” 
send at once for our new booklet “Check List for 
Better Grinding.” The Carborundum Company, 
Niagara Falls, New York. 


A Good Rule for Good Grinding... CALL IN 


CARBORY evob™ 


TRADE MARK 
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Give me HOLLOW AIR 


iie's why / 








i 


aN 


The "HOLLOW AIR” 
Atomizer Head makes 


a BIG DIFFERENCE in 


paint ‘spray results! 


Never before hes a line oF 
paint spray equipment been offered 
to jobbers only! This is a proposition worth ir 

gating. Write for complete details of Black Arrow’s 














100% jobber proposition today. 








product of 


The Black Manufacturing Company 


1416-1428 WEST BALTIMORE STREET * BALTIMORE 23, MARYLAND 
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BRICATING 
JUIPMENT 














ELECTRIC LUBRICATOR 
MODEL 2534 














MODEL 2800 


AIR OPERATED 
GREASE GUN 





























MODEL 2160 
. =r. AIR POWERED 
e——} = LUBRICATOR 


i i\! : MODEL 2130 
“Ure BUCKET TYPE 
== LUBRICATOR 






















































tence MODEL 2202 
MODEL 2691 
MODEL 51-S 
TRANSFER PUMP HEAVY DUTY 
DRUM COVER 


DRUM PUMP 
TYPE 














——— 


lads eF 


; GREASE FITTINGS 




















Big plants—small plants—ALL plants will find exactly the right lube equipment 
for their needs in the complete ARO line! 

Easy to sell ARO—with so wide a range of equipment plus Aro-built depend- 
ability! Each Aro unit expertly engineered for specialized lubrication—any type 
of plant machinery or equipment. Does the job with top-speed and efficiency . . 
less maintenance time and expense. A few of the items im the Ato 
line are shown here. Write for full profit-details. The Aro Equipment 
Corporation, Bryan, Ohio. 


LUBE EQUIPMENT AND AIR TOOLS 
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ROAD MAP 








FOR BEARING BUSINESS 




















What is Your 


Business Potential? 


There is a vast difference between the sales volume and profits 
of distributors who make accurate surveys of their markets and 
the sales and profits of those who don’t. 





An accurate survey shows how much business is available in 
your territory, where it can be secured, and what part of the 
total you can expect to get. You no longer operate in the dark, 
but can organize sales operations efficiently to secure volume 
business and profits on an economical basis. 


Today, alert distributors are making surveys that enable them 
to keep on selling effectively even under keen competition. 
Now is the time to work out your own road map for better 
bearing business. A complete, accurate survey of your territory, 
now, will pay big dividends for you. 6340 


fF INDUSTRIES, INC., PHILADELPHIA 32, PA. 
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zee yoarket for ball ond roller 
ri replacements has in- 
pce | enormously in the last 
decade. Hundreds of new 
industrial plants, additions to 
old plants, new machines by 
tens of thousands and dozens 
of new applications for bear- 
ings have expanded replace- 
ment demand in every area 
of the country. A market 
analysis will Clarify your ter- 
ritorial picture, and produce 
inc sales and profits 
for you. 


oakF 


BALL AND ROLLER BEARINGS. 














ATKIN 
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cutting time 


MUM La 


ATKINS BLADES 









“Ourted Chit’ 
POWERSAWS 










“LIFT-and-CURL” 
Cutting Action 


oth hits tough 
Metal 


Makes Selling Time More Profitable 


Show your customers and pros- 
pects how the natural lift-and-curl 
action of this Atkins Powersaw 
Blade—due to the curled-chip tooth 
form— makes possible cutting per- 
formances like the above. Where 
the conventional angular tooth 
wastes power and dulls its edge 
pushing the chip against a vertical 
face, the inward-curved cutting face 
on the Atkins Curled-Chip Tooth lifts 
the chip with a smooth continuous 
curling motion. The chip following its 


—e. Cc. ATKINS 









Brench Offices: Atlenta * Chicege * Memphis + New 
©1947, €.C. A. & Co. 


TAKE rae WACK out OF HACKSAWING 
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AND 
Home Office and Factory: 402 S. Illinois Street, indianapolis 9, indiana 
Branch Factory: Portland, Oregon 

Orleans 


natural form as it generates, ex 
plodes from the gullet like a clock 
spring released. Heavier feeds pe 
tooth can be employed —there’s nq 
danger of tooth breakage fro 

clogged gullets. The blades cu 
cleaner, truer — there's less machin 
ing. And the famous Atkins “Silve 
Steel” assures long life to the blade 
Push up your sales with demonstra 
tions of Atkins Curled-Chip Power 
saw Blades —they can save you 


customers’ dollars. 
COMPANY h 
© New Yerk ¢ San Francisco » eon oF 
ATKINS 






1000 belts. 


d 

Ran tests on #60 ani 
brass fixtures- Sold 
_ 4" x 148" on 
t two more Porter Cable fl00 


on 
two 16" x 4® soft rolls, for use 


these idlers- 


BUSINESS 


COMPLETE DETAILS:- 











Sales reports like these show why the 
3M BACKSTAND METHOD of grinding is PROFITABLE fo sell 


When you install a 3M Backstand Method in a 
customer’s plant, you pave the way for months and 
years of profitable repeat business. Sales reports from 
our distributors and our own sales engineers show that 
the first installation frequently leads to more and 
bigger sales of abrasive belt grinding equipment. Each 
new sale of equipment means increased purchases of 
3M Abrasive Cloth Belts, for those are the “heart” of 
the grinding and finishing method developed and 
pioneered by the 3M Company. In plant after plant 
these abrasive belts, combined with the correct contact 
wheel, have doubled and tripled grinding production 
..» have reduced finishing costs as much as 50 per 
cent. They have made it possible to produce better 
finishes on a wider variety of products than any other 
production grinding method available. Because of 
these features they have brought bigger sales and 


easier sales to distributors who put concerted selling 
effort behind them. If you aren’t already capitalizing 
upon the popularity of the 3M Method .. . if you aren’t 
taking full advantage of the advertising and selling 
program directed at the metal working trade, it will 
pay you well to investigate the profit possibilities of 
this popular grinding method. Ask your 3M repre- 


sentative about it. 


BACKSTAND BELTS 


*Name on request 





Mede in U.S.A. by MINBESOTA MinminG & MFG. CO. Soint Paul.6, Minn. 
: Neem 1H 3M COMPANY 
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HIELD BRAND VALUES 


1. DESIGN ~~ 
Every proven principle of successful tool engineering is applied in the design 
is to permit maximum speeds and feeds in production. 


of Shield Brand Too 






2, CONSTRUCTION - 


The most moderna facilities for machining, heat-treating, and testing, plus 
the use of finest steels in each class of Shield Brand Tools, results in unexcell 


uniform quality. 


3. cost 


cost of a tool is ar 
t time due to W 


d Tools thus measu 

















mula (first cost 
tion) = useful 


de the ultimate 


rived at by the for 
ork interrup 


The true measure of the 
red provi 


+ maintenance cost + cost of los 
production of the tool. Shield Bran 


in tool economy. 


a. AVAILABILITY 2 


Distributors in all manufacturing centers, coast 
ls. Our factory stock of over 10,000 items permits the 


ce to users. 










Leading Mill Supply 
supply Shield Brand Too 


most complete and rapid servi 















5, KNOW HOW 


Our 66 years of experience in supplying Drills, 
Reamers, Taps, Dies, Milling Cutters and Spe- 
ial Tools to America’s leading industries gives 


us a wealth of information on metal working 
roblems. This is available to all users of 


Shield Brand Tools, on request. 





/ Send us your tough jobs. We will provide the 
é the problem. 


proper Shield Brand Tool to solv 


THE STAN DARD [OL (0. 


CLEVELAND 


Warehouses: New York ° Detroit Chicago 






A specific suggestion 
results in economy 


]HE STANDARD JOOL (0. 


CLEVELAND 


Warehouses: New York + Detroit + Chicago 








FROM THE HOME OF 
NEW PROCESSES FOR 
AMERICAN INDUSTRY 


FLOW-MASTERS are the precision stain- 
less PUMPS that... 






















LAST LONGER because the rotors are hy- 
draulically balanced to eliminate severe 
metal-to-metal contact. The design also in- 
corporates a unique automatic wear control 
feature, so that FLOW-MASTERS maintain, 
volumetric efficiency longer against normal 
wear which must inevitably occur. 


METER with EXTREME ACCURACY. 
They are precision pumps of an entirely new 
design. 





HAVE NO GLANDS OR STUFFING 
BOXES, so that ordinary packing troubles 
are eliminated. 










7 ARE SANITARY and EASY TO CLEAN 
fea —_ peo a so that changeover from product to product 


MASTERS the finest can be accomplished quickly and easily. 
stainless pumps available to 
American Industry. For more 
information, and for details 
on the Marco Dealer Fran- 
chise, write Marco Com- 

pany, Inc., 22 Third 
Street, Wilmington 
50, Del. 





















FLOW-MASTER Pumps—Homogenizers 
Kom-Bi-Nators 

Equipment For The Process Industries 

MARCO COMPANY Inc. Wilmington 50, Del. 
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DOUBLE YOUR PROFITS... 


FOLLOW HAMMER SALES 


Thor Star Drills 
(Straight shank, 5, 9, 12, 18, 24” drilling depths) 


F Sas S> 
¢ Thor Star Drills 
HAMMER ACCESSORIES (Taper shank, 5, 9, 12, 18, 24" drilling depths) 
4 


¢ 


f LS 














; ; : ; Thor Standard Chisels 
There’s a big market for star drills, bull points, (5, 9, 12” lengths) 
gouges, chisels and other Thor Hammer Accessories. SS LT 
Thor Bull Points 


Sales add up fast to large volume and worthwhile 


profits! Sell Thor accessories as replacements . . . sell 





Thor Mortar Chisel 
them for new uses and widen your market for the hor Mortar Chisels 


sale of Thor Electric Hammers. All Thor Hammer 





Thor Bush Hammers 
Accessories are designed specially to deliver the full 





wer of the hammer—in Thor Hammers it’s the 
po 

Thor Web Cutting Tools 
“extra power.” Order your stock now! 


INDEPENDENT PNEUMATIC TOOL CO. Thor Wood Gouges 


600 W. Jackson Bivd., Chicago 6, Ill. 
Export Division. 330 West 42nd Street, New York 18, N.Y. a 
Birmingham Boston Buffalo Cincinnati Cleveland Denver Detroit. Houston oe Thor Flat Wood Chisels 
Los Angeles Milwavkee NewYork Philadelphia Pittsburgh St.Louis St. Paul 


Salt Lake City San Francisco Toronto, Canada Sao Paulo, Brazil London, England ™ 
’ Tho 


r Scaling Chisels 








PORTABLE POWER 


wore 


ONLY THOR DISTRIBUTORS SELL TOOLS FOR EVERY CUSTOMER'S EVERY JOB} 
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@ A copy of this new Aloyco catalog should be in 
the hands of every man in the process industries 
who purchases, specifies or maintains valves 
and fittings handling corrosive solutions. In the 
52 pages of this publication there is complete 
information on all standard Aloyco Valves and 
Pipe Fittings, including concise descriptions, 
illustrations, dimensional data and materials of 
construction in which they are regularly stocked. 


Two sections of this catalog, particularly, are ex- 
tremely important to plant men concerned with 
corrosive fluid-line problems. One is a special 
section on alloys and their analyses. Another 
gives specific recommendations of valve materials 
for use with nearly four hundred different cor- 
rosive media. Several pages of photographs are 
also included showing Aloyco Valves in actual 


I: 
t 














service in chemical, petroleum refining, paper 
making and other industries. 


Write today on your company letterhead for 
your personal copy of this new Aloyco catalog. 





STAINLESS STEEL 
VALVES AND FITTINGS 







ALLOY STEEL PropucTS COMPANY, INC. 
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SEE THIS POWERFUL 
MECHANICAL LOAD 
RAKE 
The powerful automatic disc 
and helix type mechanical 
load brake in the Northern 
Hi-Lift Hoist controls the low- 
ering load, and can stop it 
independently of the electric 
brake. All wearing parts 
accessible—particularly brake 





| 


1 


ROLLER BEARINGS— 
HARDENED STEEL GEARS 
Machine cut hardened steel 
gears, ample size roller 


| bearings, turned and ground 


shafts, press fits—one piece 
welded frame. 


Gears operate in oil bath, 
and distribute lubricant to 
bearings. 


New information on elec- 
tric hoists, dimensions, engi- 
neering data, etc., is ready in 
this complete bulletin. Write 
today for Bulletin H-110. 


This 5-ton capacity Northern Hi-Lift Elec- 
tric Hoist provides 2 feet more lift for the 


die shop in which it is installed. 


And it’s easy to see the extra lift is needed. 
Without it, the upper part of the die could 
not be lifted over the lower. 


Northern Hi-Lift Hoists provide 12” to 
36” extra lift, according to the capacity 
hoist—providing that much extra effec- 
tive height in your present buildings—or 


saving that much in new buildings. 


TYPES OF NORTHERN HI-LIFT HOISTS AVAILABLE | 


Floor controlled hoists @ Motor traveled hoists 
Cab controlled hoists @ Base mounted hoists 


See our Catalogs in Sweet's Files of Mechanical, 
Process and Engineering Industries. 
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|, HELP your customers save production money - . .. 
2. BUILD business for the future................ 


3. INCREASE your list of customers. ............. 


[orose roots fom] Do it all with MILWAUKEE 
—— POWER DRIVEN WIRE BRUSHES 


Wheel Brushes 
"Mono-Bilt” 
“Steel-Clad” 
“Dura-Bilt” 
“Di-Bilt” 
“Peerless” 


“Twis-Tult” 
Fine Wire Polishing 


Wheel Brushes 
“Sturdi-Bilt” Wire Cup 

Brushes 
Fibre Wheel Brushes 
Wire Scratch Brushes 
Boiler & Furnace Brushes 
Foundry Brushes 
Platers Brushes 
Bench Brushes 

Floor Sweeping Brushes 
Push Brooms—wire 

fibre 

Maneianeous Maintenance 


Brushes 


MILWAUKEE 


INDUSTRIAL BRUSHES 
for All Industrial Needs 


















































@ Your customers, like others throughout the country. have 
a problem to meet in rising costs. One sure way for them 
to get help in saving production money is through the use 
of MILWAUKEE POWER DRIVEN WIRE BRUSHES. Their 
need becomes your opportunity. 


These “TOOLS” continue to demonstrate their exceptional 
fitness for jobs to which they have been applied. These jobs 
are many and varied. 


The reason these “TOOLS” help cut costs is that they have 
the quality so necessary for quality results even for the 
toughest applications. They too help the operators to produce 
at a good and maintained pace. 


The numerous types of these “TOOLS” enable you to do the 
broadest and most profitable selling job. 


THE MILWAUKEE BRUSH MANUFACTURING CO. 
MILWAUKEE 8, WISCONSIN 





E WIRE WHEEL BRUSHES - WIRE CUP BRUSHES - WIRE SCRATCH BRUSHES 


/ 


The Key to Industrial Brush Problems 


FLUE BRUSHES - FLOOR BRUSHES - PUSH BROOMS - BENCH BRUSHES - FOUNDRY BRUSHES 
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@ In all Lunkenheimer Advertising, attention 
is focused on the importance of Distributor 
Service in the marketing of our products. No 
other valve manufacturer gives more consis- 
tent backing to its Distributor Organization— 
another reason why the Lunkenheimer Distribu- 


torship is a valuable asset. 











LUNKENHEIMER 
VALVES 


At left is one of the ads 
appearing in publications with 
a combined fotal circulation 
of over 380,000 readers. 


POWER 
PURCHASING , SUGAR 


FACTORY MANAGEMENT 
& MAINTENANCE 
POWER PLANT ENGINEERING 
MILL & FACTORY 
SOUTHERN POWER 
& INDUSTRY 
MECHANICAL ENGINEERING 
PAPER INDUSTRY 
& PAPER WORLD 
TEXTILE WORLD 
CHEMICAL & METALLURGICAL 
ENGINEERING 
INDUSTRY & POWER 
NATIONAL ENGINEER 
FOOD INDUSTRIES 
OlL & GAS JOURNAL 
PETROLEUM REFINER 





i nt. 
eded producti taken its toll of plant equipme 
ps sam cad weiner foilures ore “78 pani 
2 Sadeed h will pay dividends. An 
as your nee ar, and air lines. A sodden vere 
piv dye 3 Pent loss of valuable power and pro 
jure 








_. from your near-by 


lished in the community, he Lar prs facill- Ss Poe 


personnal and ote for sctving your valve : erent PETROLEUM ENGINEER 

pero tom amacgancy cw tan a CALIFORNIA OIL WORLD 
Oe eaeignone your Lunkenheimer Distribvter ~ PETROLEUM WORLD 
ee eer rT , COTTON 


HEATING PIPING 
& AIR CONDITIONING 








ESTABLISHED 1662 


LUNKENHEIM THE LUNKENHEIMER SS 
Va gt AND CORRONGS CINCINNATI 14, OHIO. U. S.A. 


NEW YORK 13 
BOSTON 10) =—- PHILADELPHIA 7 


ERPORT OLFT, 318.322 HUDSON ST. NEW YORK 12.6, 9, 


h 
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HELLER 


Good Tools Since 1836 


WAVY TOOTH 





If you are carrying some of the tools 
in the Heller line—Nucut “Wavy 
Teeth” Files, for example—you al- 
ready know how wide an accept- 
ance these fine tools enjoy. Your 
customers prefer Nucuts because 
they meet exacting requirements— 
work faster, easier! 

By recommending other tools in 
the Heller line, you can cash in still 
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FILES 


CASH IN ON THE COMPLETE HELLER TOOL LINE 


more on this established preference 
for the Heller brand. Files, ham- 
mers, Masterenches, chisels, punches 
—they all come up to equally high 
quality standards. Your customers 
will appreciate this more complete 
service you give them. 

Expand the profit possibilities of 
these fast-selling tools to the fullest. 
Sell the complete Heller Tool Line. 





Rotary Files 
y both 
ond ground-trom-sonant ad 
















BROTHER 
COMPAN 


Newark. N J 


Newcomerstown, Ohio 






















HERE’S YOUR MARKET for 


Manufacturers of: Engines Printing Machinery Foundries 
Aircraft Hydraulic Equip- Farming Equipment Refrigeration Machinery Garages 

ment Files & Rasps Rubber Glass Works 
Automatic Water Heaters _— Filing Equipment Rubber Mountings Hospitals 
Automobiles — Greenhouses Separators Industrial Designers 
Aviation Equipment Hardware Specialties Slide Fasteners lron Works 
Bakery Machinery Knitting Machinery Steel Auto Bodies Laboratories 
Ball Bearings Machinery Testing Machines Machine Shops 
Brass Parts Metal Fabrics . Textile Machinery Oil Refineries 
Cans Mining Equipment Textiles Packing Houses 
Coin Telephones Molds Tools & Dies Penitentiaries 
Confectionery Machinery Oil Well Equipment Vacuum Cleaners Railroads 
Diesel Railway Equipment Outboard Motors Welding Equipment Repair Shops 
Electric Alorms '  . Poper Wire Steel Mills 
Electric Lamps Paper Bag Machinery Wood Products Transportation Co’s. 
Electric Motors Paper Boxes Chemists Universities 
Electric Tools Pipe Lines Electric Power Co's. Vocational Schools 
Elevators Piastics Engineering Schools Water Systems 


where to buy ’em. 


du MONT Wiaute lan KEYWAY BROACH KITS 


Every one of these listed industries has been 
after us for information on Minute Man Kits and 


Every customer and prospect in your territory 


needs and wants this Kit — for hand cutting of 
any size keyway in any gear, milling cutter, 
pulley hub, collar, coupling or part in one minute. 

It’s a big time and money saver for them — a 
big money maker for you — and there’s steady 
repeat business on the broaches. 

Get there first and get the gravy on this fast- 
selling, big profit line while desirable territories 
are still open. Write, wire or phone for the sales 
and profit story. 















The du Mont Arbor 
Press makes an ideal 
companion item for 
use with Minute Man 
Keyway Broaches and 
many other purposes 
‘round the shop. It 
comes in three sizes. 
You can sell a lot of 
them. Write for prices 
and discounts. 








The du MONT 
omen a Om a: mam men, | 





GREENFIELD, MASSACHUSETTS 
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ST Al Sharpeners 





The place where customers can really make sav- 
ings is in assembling their products. 

Any economies in purchase price resulting 
from “sharpening the pencil” are infinitesimal 
compared with what is saved by using a brand 
of fasteners that delivers True Fastener Economy 
(see RB&W ad opposite). 

The distributor of RB&W products offers 





Russell, Burdsall & Ward Bolt and Nut Company. Fac- 
tories at Port Chester, N. Y., Coraopolis, Pa., Rock Falls, 
Ill., Los Angeles, Calif. Additional sales offices in Phila- 
delphia, Detroit, Chicago, Chattanooga, Portland, Seattle. 


RUSSELL, 





such savings. The uniformly high quality of the 
RB&W complete line saves assembly time by 
giving the operator fasteners that are accurate, 
rugged. 

To get and hold good customers . . . to make 
a good profit on an important volume item... 


to avoid the cost and nuisance of returned 


goods — sell “T.F.E.” along with “RB&W”. 


PICTURE OF DEPENDABILITY 


These two identical bolts — the same clean- 
cut heads, accurate well-finished barrels, perfect 
threads, high physical properties — illustrate 
the uniform quality of RB&W fasteners. These 
bolts were selected at random from two dis- 
tributors’ stocks — one in Cleveland, one in 
Kansas City. Such dependability means True 


Fastener Economy. 


The Complete Quality Line 


BURDSALL & WARD BOLT & NUT COMPANY 
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WHEN YOU SAVE PRODUCTION TIME BY 
USING FEWER TYPES AND SIZES...THAT’S 











& i & 
It’s the cost of using a fastener that counts 
And an important part of the cost of using a fastener is You Get T. F. E. When You 
the cost of maintaining Inventories, requisitioning from 1. Reduce assembly time to a minimum by savings through 
stock, handling many different styles and sizes. Careful use of accurate and uniform fasteners 
analysis of fastening requirements and standardization on - penn ok men happier by giving them fasteners that make 
few nd sizes will hel r i (heer wore caster 
pon | be p to speed ad product = 3. Reduce need for thorough plant inspection, due to confi- 
0 osts. P 2 dence in supplier's quality control 
RB&W Machine and Carriage Bolts : Reduce the number and size of fasteners by proper design 
Offer You Unlimited Variety + Purchase maximum holding power per dollar of initial cost, 
by specifying correct type and size of fasteners 
RB&W engineers are available to help you determine the 6. Simplify inventories by standardizing on fewer types and 
minimum variety of types and sizes of bolts and nuts ~ ne gored EO 
which will meet your needs. And RB&W offers the maxi- quasiiey's enemies tne Fa eee een, See Oem 
mum range of product, a choice of many special metals, 8. Contribute to sales value of final product by using fasteners 
and the facilities of a versatile finishing department — with a reputation for dependability and finish 








from a single source of supply. 


RUSSELL, BURDSALL & WARD BOLT AND NUT COMPANY 





102 years making slong the things 





thal make whmerica shhong 








RB&W bolts, nuts, screws, rivets 
and allied sana ted nan are 
manufactured in a broad range of 
cytes, Gines ene © “wee 


ae at: Port * Chester, N. 
Rock Falls, Ill., Los 


Spear Md Additional sales 
oithces at: Philadelphia, Detroit, 
Chicago, Chattanooga, Portland, 
Seattle. Distributors from coast to 
coast. By ordering through your dis- 
tributor, you can get prompt ser- 
vice from his stocks for your normal! 
needs. Also—the industry's most 
complete, easiest-to-use catalog. 








Appearing currently in Modern Industry, Factory, Mill & Factory, Purchasing, 
Machine Design, Product Engineering, Iron Age, Steel, Engineering News Record. 


102 YEARS MAKING STRONG THE DISTRIBUTORS THAT MAKE AMERICA STRONG 
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Check There Aduantages of 
GEEBEAND “Sorio COUNTERBORES — 
AND SPOT FACERS 


Y RIGID AND STRONG 


The counterbore and spot facer being integral 
with the shank and the shank being a standard 
taper, permits the tool to be used directly in 
the machine spindle, eliminating all holders 
and adapters. 


9/ SIMPLE IN DESIGN 


Made of the best grade of High Speed Steel, 
with no unnecessary or easily mislaid parts. 


Y EXTRA LONG FLUTES 


The flutes are extra long, which gives extended 

life for regrinding and permits the counter- 

boring and spot facing of parts which cannot 
"be reached with a short tool. 


vy TOOL STEEL PILOTS 


Pilots are made of the best grade of Carbon 
Tool Steel, properly heat-treated and ground. 
They are simple in design, having a straight 
shank with a flat for the set screw. 


as 
CLEVELAND’ 
DISTRIBUTORS EVERYWHERE 


\\ ARE READY TO SERVE 7 


\) 


This advertisement reaches your customers who read the leading magazines in the metal-working field. 
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“We Make Screw Machine Parts 


.with 30% Production Increase 
























be 


Charles Marti, manufacturer of precision screw machine products, has 
combined screw machine techniques with Walker-Turner 15” Drill Presses 
with remarkable results. 


*‘We have 58 Walker-Turner Drill Presses in our plant, all used in the 
manufacture of small screw machine parts ordinarily made on Swiss 
Automatics. These parts range in size from 1/32” to 3/8” in diameter, 
3/4” to 5” long and are held within .002 limits. 


“Each machine performs a single operation. All machines are equipped 
with special turning fixtures which are adjustable to any size; twelve 
installations have two heads mounted on each column and do the work 
of threading machines. All tools and bushings are submerged in oil. 


“With this method, we showed a 30% increase in production in the 
manufacture of needles for lettering pens as compared with the former 
screw machine method. All work is done by unskilled operators. 


‘We intend to continue using this method because it assures flexibility 
of operation, and is particularly economical in making short runs. New 
jobs do not require sets of cams, only resetting of tools.” 


CHARLES MARTI, President _ Threading witl 
Charles Marti Precision Screw Machine Product — hint 
TWENTY-FIFTH YEAR ee tg ecision Screw Machine Products 





1922 








SOLD ONLY BY AUTHORIZED INDUSTRIAL MACHINERY DISTRIBUTORS 
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SERVICE RECORDS TELL THE STORY 


OF THE AMAZING SUCCESS OF 





Trade Marks Reg. U. S. Pat. Off. 


SPECIALIZED LUBRICANTS 





Reports are frequently received from users of 
Keystone Specialized Lubricants telling of 
greatly improved results, increased life of bearings, 
savings in amount of lubricants used and the 
consequent savings in lubrication costs. They also 


tell of the ability of Keystone Lubricants to meet 
extremes of temperature, moisture, pressure and 
other severe operating conditions. Below are a 
few case histories taken from many that have 
been received. 








CASE HISTORIES FROM THE KEYSTONE FILES 


QUARRY 


Keystone Condensed Oil No. 50 replaced an SAE 30 Motor Oil for the 
lubrication of motors, air compressors and general squirt can service. 
After three years’ experience, customer states that one keg (15 gallons) 
goes as far as seven 55-gailon drums (385 gallons) of the motor oil. 


MINING COMPANY 


The wire rope compound previously used caked and flew off the cables. 
Examination showed internal corrosion. After using Keystone Wire Cable 
Grease for same length of time, inspection showed neither corrosion nor 
wear. The rope is still in service after long, continued use. 


MACHINE COMPANY 


With the hydraulic oil they had been using, it was necessary to replace 
the packing every 3 months. After this time the oil began to leak. Since 
Keystone No. 2K5X Light was applied more than a year ago, no leakage 
has occurred and the packing is still intact.! 


HYDRO-ELECTRIC PLANT 

After five years of continuous service of Keystone No. 3 Velox Grease in 
Guide Vane bearings, an examination showed no more than .005 wear; 
and the lubricant, which was subjected to water and silt under high pres- 
sure, appeared to be in as good condition as when taken from the drum. 


WOODWORKING PLANT 


The Treasurer of the company, with an eye to economy as well as per- 
formance, stated that Keystone Specialized Pressure Grease, which they 


. are using for general service, is much cheaper to use than other greases they 
“have tried, even some selling for only one-third as much as Keystone. 
-- 


‘ e 
** The Keystone Distributor near you will be glad to cooperate in 
+ making Keystone Specialized Lubricants available to your customers. 











KEYSTONE CONDENSED Oi 
A liquid grease which retains 
its body over a wide tempera- 
ture range. 





KEYSTONE WIRE CABLE GREASE 
A high quality, non-gumming 
lubricant which really penetrates 
and protects. 





Made in several types to meet 
all operating conditions. 





KEYSTONE VELOX GREASE 
Provides positive seal against 
water, sand and silt. Absolute 
Protection against corrosion. 





Has a higher melting point than 
cup grease and a very strong 
film structure. : 


% 
KEYSTONE LUBRICATING COMPANY - Es?. 1884 + 21st, Clearfield & Lippincott Streets, Philadelphia 32, Pa. 
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UPSON-WALTON 
LANG LAY ROPE 


U-W Lang Lay (in which, un- 
like other types of wire rope, 
the wires and strands are twist- 
ed in the same direction) offers 
many advantages to many users. 


For dragline excavators... shovels... slope haulages 
and inclines; for backfillers, slushers, carryall scrapers, 
and traction ropes on aerial tramways—wherever there 
are severe abrasion conditions and wherever excep- 
tionally good flexibility and maximum resistance to 
bending fatigue are necessary, U-W Lang Lay rope can 
be counted upon to do the best job. 


Lang Lay provides the greatest resistance to abrasion 
because the outer wires have a much greater wearing 
surface—almost three times as much as regular lay! This, 
in turn, provides greater metallic bearing which re- 
duces wear on sheaves and drums as well as on the rope 
itself. It should, however, in almost all cases be Pre- 
Jormed to prevent untwisting and provide longer serv- 
ice at lower operating cost. 


U-W Lang Lay ropes are available with hemp center 
or IWRC (Independent Wire Rope Center). 

For best service where wear is hardest, specify U-W 
Lang Lay, Perfection Grade, Layrite Preformed. 


{All Upson-Walton Products Available 
Through Your Local Uoson-Walton Distributor 


Established 1871 


Copyright 1946—The Upson- Walton Company 


THE UPSON-WALTON COMPANY 


WManufacturers of Wire Rope, Wire Rope Fittings, Tackle Glocke 


MAIN OFFICES AND FACTORY: CLEVELAND 13, OHIO 


114 Broad Street 
New York 4 


737 W. Van Buren Street 
Chicago 7 


241 Oliver Building 


Pittsburgh 22 


MILL SUPPLIES © JULY, 1947 








Champion Incandescent and Fluorescent 
Lamps help you get more new lamp 
business and replacement business. With 
Champions you have the right lamps at the 
right price. 

Champion Lamps earn you maximum re- 


turn on this fast-moving, big-volume item 


Lynn, Massachusetts 


ELECTRIC 


iSTON OF CONSOLIDATEDO 


CHAMPIONS 


Shed New Light on 
Lamp Volume and Profit 






Possibilities for you. Here’s why— 


because Champion production and distribu- 
tion is geared to your needs—lowest cost 
and overhead—no red tape, regulations or 
restrictions. 

You can get the lamp business of accounts 
you've never had before, with CHAMPIONS. 


Why not prove it to yourself. 


CHAMPION LAMP WORKS 




















LAMP 
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A FEW OF THE MANY DISSTON CUTTING TOOLS 
THAT ARE EFFECTING IMPORTANT ECONOMIES 


DISSTON SOLID-TOOTH 
METAL-CUTTING CIRCULAR SAWS 


For cutting ferrous, and non-ferrous 
metals and other materials. 


DISSTON METAL-CUTTING BAND SAWS 


Two types: (1) Hardened 
Throughout, for cutting non- 
ferrous metals, plastics, etc., at 
speeds up to 5000 f.p.m., and 
friction cutting of ferrous metals 
at 12,000 f.p.m. (2) Hard Edge 
Flexible Back for low speeds 
which is packed in handy Disston Safety Reel. 


DISSTON PHILBRICK 
CUTTER HEADS AND KNIVES 


One pair of heads permits many 
pattern changes in cutting 
flooring, shiplap and many other shapes. 


DISSTON CARBOLOY FILING TOOL 

For lathe-filing of case-hard- 

ened steel, brass and bronze. arsine 8 
Speeds work and leaves a finish 


as fine as that made by emery cloth. 


DISSTON CHAIN SAW 
with Mercury Gasoline Engine 
Cuts costs and speeds up felling, bucking and the cutting 
of large timbers. A sturdily built, light weight, two-man 
saw that is easy and economical to operate. Has many 
exclusive features. 


THIS ADVERTISEMENT with adaptations will be seen 


DISSTON INSERTED TOOTH 
METAL-CUTTING CIRCULAR SAWS 


High speed steel teeth inserted in 
tough Disston alloy steel plate. Teeth 
easily replaced. Made in three patterns 
for every metal-cutting job. 


DISSTON DI-MOL MOLYBDENUM HIGH 

SPEED STEEL HACK SAW BLADES 

For cutting tool and Mm B 
machine steels, cast iron 0 Diet D | 


tubing, and for general machine shop production, 


DISSTON BITE-RITE FILES 


Teeth are extra strong 
and sharp, and staggered 
for straighter, faster and 
smoother cutting. In all 


standard cuts, shapes and sizes . . . and for all materials. 


DISSTON CARBOLOY-FITTED KNIVES 


ca 


DISSTON BUTTRESS TOOTH HARD EDGE, 
FLEXIBLE-BACK SAWS ' 


Wide tooth spacing permits 
faster feed. For magnesium, 
aluminum, corrugated 
board, dry ice, etc. 


For surfacing hard woods and 
woods of an abrasive nature. 
Ground, lapped and accurately 
balanced in sets. 


ASTARLISHED O40 


by your customers in the July 15th issue of Modern Industry 


and the July issues of Mill and Factory, and Purchasing. 
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YOUR SALESMEN SHOULD KNOW 


THIS ‘im 
























WRITE FOR FREE 
CATALOG SHEETS 
All you need to put Commercial 


Credit’s Machinery & Equipment 
Financing Plan to work for you 





We will be glad to furnish these. 
Naturally, there’s no obligation. 
Just write or phone the nearest 
Commercial Credit office listed 


catalog sheets you require. 





36-Month Terms ...- 122.50 








COMMERCIAL CREDIT 


COMPANY 


Capital and Surplus 


BALTIMORE 2. gi ~ 






FINANCING PLAN... 


because your customers 
use it! 


You pay only 25% dow 


M: then toke up to 2 . 
'0 pay off the balance a ees 


in. monthly instollnents 


Here are 


COMMERCIAL CREDITS 


low rates 


FOR 12 MONTHS 
SIMPLE INTEREST 
compered on monthly unpaid balance 

+. , plas am ininal charge of $9 per 
OD $1,000 troanced. 
en mE 


1F YOU Age INTERESTED 
oa se eenuTet ve aie 


No Credit Risk—No Cost— 
is a supply of Catalog Sheets. No Contingent Liability j 


Buyers throughout the country know the advantage of Commercial 
Credit’s Machinery and Equipment Financing Plan from reading 
advertisements in business publications. Thousands of buyers have 
below, and tell us how many sent for detailed information and are using our plan to pay for 
machinery and equipment to a total of millions of dollars. Some 
of them are probably your customers or prospects. 


Under our plan we finance the purchase of the machinery your 
Here’s Your Customer’s customer needs . . . on liberal terms at low cost. You get your full 
Total Cost selling price in cash. We purchase your customer's paper from you- 
2 without recourse, and you are in no way liable if your customer 
per $1,000 Financed fails to complete his payments under the financing agreement. 
12-Month Terms ....$ 37.50 


77.50 Your salesmen should know about our plan . . . so they can use 
24-Month Terms ...- , 


it effectively as a sales tool... and so they will have the facts when 


prospects ask about it. The catalog sheets give 
the full story. Send for your supply today. . 


COMMERCIAL FINANCING DIVISIONS: 


0 \ BALTIMORE 2, NEW YORK 17, 
$80,000.00 


CHICAGO 6, LOS ANGELES 14, 
SAN FRANCISCO 6, PORTLAND 5, ORE. 


OFFICES IN MORE THAN 300 CITIES OF THE UNITED STATES AND CANADA 
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Kennedy Bronze Gate 
Valves are available in 
non-rising stem, inside 
rising st¢™ outside- 
screw" - yoke, 

lever operated types, 
in all standard sizes 
for pressures up % 
300-Ib. steam - 
lb. water, oil or 845 


See the large 


of heavily proportioned stem 
_.. the simple, strong, accurately 


flanges» an 
Write for your co 


puy FROM your LOC 
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KENNEDY vlves-tie fitings- fire rats 


THE KENNEDY VALVE wre. CO.. ELMIRA, wew YORK Offices and Warehouses 
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NICHOLSON file brands enjoy a wide margin of user 
preference. This fact is indicated by the millions of 
files the Nicholson factories turn out annually. It is 
supported by the many industrial distributors’ cus- 
tomer accounts which include these famous brands as 
items. It is substantiated by specific surveys conducted 
by impartial agencies. . .. They show Nicholson brands 
leading the field by more than two to one. 


The big reason, of course, is that these files have 
everything which the user has every right to expect: 


wOls 
Y's< 0 
20.s.a.% 


NICHOLSON FILE CO. © 42 ACORN STREET * PROVIDENCE 1, RHODE ISLAND 
(In Canada, Port Hope, Ont.) 


ak 


fhe & Sate 


QUALITY — in steel, design, sharpness and long serviceable 
life —that through man-hour savings can readily cut file 
costs to the vanishing point. 


UNIFORMITY —in shape, balance, cut and hardness — that 
under the sweeping Nicholson guarantee assures you 
Twelve perfect files in every dozen. 


The best distributors in every industrial area sell 
Nicholson or Black Diamond file brands . . . because 
they find it to the best interests of both their customers 
and themselves. 





= 
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It costs you real money when valuable machines stand 
idle while skilled workers wrestle with heavy loads or 
slow-lifting hand hoists. Speed up your materials han- 
dling and eliminate back breaking lifting with Whiting 
electric hoists. These powerful little hoists will handle 
loads up to one ton, with speed and safety. To install 
a Whiting hoist, simply hang it up, plug the cord into 
the nearest electrical outlet, and it’s ready for use. This 
hoist is so light in weight that one man can easily in- 
stall it or move it without assistance. 


Distributorships are Still Open in Many Territories 


Write for Bulletin H-100 
WHITING CORPORATION 
15652 Lathrop Ave., Harvey, Ill. 


possible lighter weight, greater compact: 
and trouble free operation, 

ONE-HAND, BAR-GRIP CONTROL 
" The single-bar grip provides easy one-hand 


, WEIGHS ONLY 87 POUNDS 


If they save One Man 
a Day... they Pay their Way! 


JgJ/ 








ELECTRIC HOISTS 


















SMOOTH, FAST 
ASSEMBLY 


---plus lasting holding power, too, wherever 
Republic UPSON Quality Headed and Threaded 
Products are used. Throughout more than 20,000 
different sizes and shapes, UPSON Quality 
means Top Quality—from strong, full-formed 
heads to clean, accurate threads—and backed 


by 93 years of bolt-making experience. 





REPUBLIC STEEL CORPORATION 
BOLT AND NUT DIVISION «+ CLEVELAND 13, OHIO 
Export Department: Chrysler Building, New York 17, N. Y. 


ene . 4 Mh : Es 
(REPUBLIC. 


SMOOTHING THE WAY... 
for your salesmen's calls—ihis and similar advertise- 


Other Republic Preducts include Pipe, Sheets, Tubing, Hot Rolled and Cold Drawn Bars—Carben, Ailey and Endure Stuinless Steels 
56 
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They Look Just The Same, BUT... 








The “Greenfield” Gage Will Outwear Gage “X” Many Times. 
And Here’s The Reason Why! 
















If these gages could be magnified sufficiently this is how the 
profiles of their threads would appear ss 





Many points of surface 
contact insure.long wear 


before losing accuracy 


Few points of surface 
faolsicelammiilclelsmeyilelam.actel i 


early loss of accuracy ead Aes yay crt nS at, i 


A comparison of ground and lapped, and ground only surfaces is indicated fe 
in the following Microphotographs. 














sereseeazera: cares] 
a FE et a SOT 
RHEE HR HER REE aa Ea tia i 
Fee Sa RA a it 

pe yy eRe SASSER ae 


GROUND and LAPPED SURFACE GROUND ‘ONLY "SURFACE 














Both gages will pass all measurement requirements. 
But the “Greenfield” Gage, because of its finely lapped surface, 
will outwear the other many times. All “Greenfield” Gages are 
lapped to an extremely high degree of finish. This “inbuilt” 
extra wear which gives long and accurate service and better 
value to users, is one reason for “Greenfield’s” reputation in 
the gage field. For better gaging, recommend “Greenfieid” 
Gages to your customers. 


TAP and DIE CORPORATION «< Greenfield - Massachusetts 
GREENFIELD ond its New Haven Division The GEOMETRIC. TOOL COMPANY 
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STYLE NO. 375 


R/M BRAIDED ASBESTOS ROPE 


The doors on furnaces, gas generators, and many other 
types of equipment require a dense, strong packing that will resist 
temperatures up to 600° F. and furnish a tight seal. 


To meet these conditions, and as a variant from ordinary braided asbestos 
packing, R/M engineers designed the asbestos rope shown above. 

It is furnished either in solid braided construction without a center 

core, Style No. 375; or with a single or double braided asbestos jacket 
over a twisted asbestos rope center, Styles No. 371 and 372 respectively. 
All types are available either treated or dry, ready for oiling and 
graphiting in the engine room to the user's specifications. 





These different types of braided asbestos ropes are just a few 

of the hundreds of R/M packings which you can offer your customers. 
For every type of equipment, for every service, R/M has a specially 
engineered packing of selected materials and of proved performance. 


RAYBESTOS-MANHATTAN, INC. 


ASBESTOS TEXTILE & PACKING DIVISION 
Manheim, Pa. * Bridgeport, Conn. 
Nerth Charleston, S.C. ° Passaic, N. J. 












| MANMATIAN | 





It’s “Packed with Satisfaction” when you use R/M 
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This is one of a series of Spang ads 
which are appearing regularly in: 
Domestic Engineering; Factory Man- 
agement; Heating, Piping and Air 
Conditioning; Mill and Factory. 



































YANG ATG 


ARE BUILDING AN ACTIVE FUTURE MARKET 
FORYOU:----- 


Today there is no problem in moving 








and your services, an active, future 
market is insured. An important factor 
that will help you in the days ahead. 


pipe because the demand is greater Spang will continue to build for the 


than the supply. This condition won't last. 
That’s why Spang CW Pipe Advertising 
appears regularly in leading trade 
journals read by your customers and 
prospects. By constantly reminding buyers 
of the advantages of Spang CW Pipe 





future. It will maintain the fine reputation 
earned through more than a century of 
pipe making. And Spang will do every- 
thing possible to produce bigger and 
bigger quantities of pipe so that you 
can meet your customers’ demands. 








SPANG - CHALFANT 


DIVISION OF THE NATIONAL SUPPLY COMPANY 


EXECUTIVE OFFICES: PITTSBURGH, PA. 


District Sales Offices: Atlanta; Boston; Chicago; Denver; Detroit; Houston; Los Angeles; 
New York; Philadelphia; Pittsburgh; St. Louis; San Francisco; Tulsa 
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ae eawsies © o makers of appliances» cars, radios and other products who ar 
~ advantages (Production and Promotion), provided by American Phillips Screws: 
AMERICAN SCREW COMPANY, PROVIDENCE 1 RHODE ISLAND 
Chicoge ni: 589 E- Iinols St- Detroit 2: 502 Stephenson Buildi 






Performance — 
ric Production savings! 


American Phillips Screws sive you “ st, famble-proof, 
slip-proof, reject-proot- Both the wo i 


automatically straight. 
i Phillips Screw 
100, that they're 
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HELPING TO SOLVE YOUR MOST DIFFICULT 



























Gornam High Speed Steel Tool 
Bits are helping management to realize good profits 
because of the efficient production they make pos- 
sible. They cut costs—they speed output. * * * 
There’s a backlog of many years experience and 
“know-how” behind this quality performance. 
Our skill in the selection and heat treating of metals 
helps us to produce bits that meet the most exact- 
ing requirements of Industry. No matter what type 
of product your customers manufacture, GORHAM 
will give better results. These superior 
Tool Bits have proved their superiority on 
many unusual kinds of work. Every day, 
new and different applications are being 
found. * * * For good business with good 

profits, selling a good product, 

choose GORHAM High Speed Steel 


HIGH SPEED STEEL 


TOOL 
O 





8 
GORHAM STANDARD 


FOR THE COMMERCIAL 
FIELD 


° 
GORHAM M-40-B 


FOR HEAVY CUTS IN HARD 
MATERIAL 


* 
GORHAM GORMET 


FOR MORE ABRASIVE 
MATERIALS 
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How you can cut brush 
Costs as much as 807 — 


They may look alike... 
“feel” alike ... paint alike 
- - - but there’s one big dif- 
ference! Nylon bristles 
last up to 5 times as long as 
ordinary bristles—can save 
you up to 4 times the price 
you pay per brush! 





E best paintbrushes have Du Pont nylon bristles. 

If you don’t believe it—try one and see. The per- 

formance of nylon-bristled brushes improves with 

wear. And they last up to 5 times as long as ordinary 

brushes ...can save you up to 80% of your brush 
costs. 


But in nylon-bristled brushes you get more than 
savings. You get brushes that need little or no break- 
ing in . . . have the “snap” you want to feel . . . have 
good pickup and paint-holding properties. You get 
brushes that paint smoothly and evenly . . . good for 
rough work, good for fine work! 


Demand is big—and growing BIGGER! Have 
your dealer reserve your nylon-bristled brush NOW. 
But remember . . . make sure you get genuine nylon. 
If the word “‘nylon’”’ is not stamped plainly on the han- 
dle, the brush is not made with nylon! So look for this 
stamp—it’s your protection. Nylon-bristled brushes 
are made by your regular brush manufacturer. E. I. 
du Pont de Nemours & Co. (Inc.), Plastics Depart- 
ment, Room 317, Arlington, N. J. 


KNOW THESE 5 FACTS ABOUT 
NYLON-BRISTLED PAINTBRUSHES 


1. You can break them in with ease. 


2. You'll find they paint quickly and 
easily. 


3. You'll find they give top-notch 
results. 


4. You'll find they last far longer than 
any animal-bristied brushes. 


5. You'll be surprised at the money 
they save. 





DU PONT NYLON BRISTLES | 


BETTER THINGS FOR BETTER LIVING 


Dine ha asa oe 2. Sta ea ESSN ci 





USES ONE BRUSH 2,000 HOURS— 
WHILE PARTNER WEARS OUT 5 


After using a nylon-bristled paintbrush for more than 
2,000 hours, Herbert Hoover, painting contractor of 9509 
N.E. Irving St., Portland, Oregon, reported recently: 
“*. .. With flat undercoats it spread more evenly than an 
ordinary brush and did not tend to leave ‘shadows’ in 
corners or places hard to cover... When I started on out- 
side work, the first job was on rough, scaly siding and a 
good place to save brushes, so I used the nylon. It proved 
faster and covered better than an ordinary brush and 
after fourteen days, showed no signs of wear and the bris- 
tles were not cut . . . I have kept a fairly accurate record 
of the brush. Allowing six hours per day of actual use, my 
books show over 2,000 hours. During that time, my part- 
ner, C. F. Adams, has worn out five ordinary brushes 
and is starting on his sixth. Meanwhile, the nylon is still 
spreading paint on exteriors, and I would not venture to 
say how long it will continue to do so. The brush is still in 
good condition and doing excellent work...I would like to 
say that in the course of its use, I have painted six split- 
shingle houses with cement paint, and it did not injure the 
bristles . . . Even with the return of ordinary bristles, 
for general work, I would choose a nylon.” 











In value and in service... 
the best paintbrushes have Du Pont nylon bristles 


GU POND 


REG. U. $. PAT OFF 


ee 


«++ THROUGH CHEMISTRY 
a 3 ei Soils disse ree eau “4 
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with these 
Brown & Sharpe Side Mills 


re foi. scp: 
ag x ae, 2 . Io ate 


| ale any one of thesé Brown & Sharpe Side Milling Cutters to 

work on a piece of metal and that metal will take shape 
quickly and accurately. In actual operation, the inherent quali- 
ties of Brown & Sharpe design and craftsmanship set the pace 
for all types of cutters. 


These side mills have clean-cutting qualities . . . ample chip 
space, carefully calculated angle rake, selected steels, scientific 
heat treatments individualized for each type ef cutter, and expert 
sharpening. These are qualities that users have learned to expect Used for side cuts, aff 


* ’ in cutting slots, whereum 
in Brown & Sharpe Cutters. They’re money-savers and produc- ide eal 


isn’t required. Spire 


‘ ' ide give teeth 4 
tion boosters because they combine to give unexcelled perform- a 


ance in speed, accuracy and more pieces per sharpening. Brown 
& Sharpe Mfg. Co., Providence 1, R. I., U. S. A. 


We wrge buying through the Distributor 





BROWN & SHARPF CHITTERSC IBS 
| UMI | 


DISTRIBUTORS 


LINE 


.. 1S A PROFITABLE LINE 


that SELLS FAST and STAYS SOLD 


Every product in the line gives dependable, 
trouble-free service . . . makes profitable 
friends . . . assures a steady, repeat 
business. 


Our engineering facilities, sales promotion 
activities and consistent business paper ad- 
vertising eases your sales efforts. 


Investigate this Long Life Line . . . it's a 
Quality Line developed through more than 
88 years’ experience in the design, manu- 
facture and application of Power Transmis- 
sion Equipment. Some profitable terri- 
tories are still open. Write for details, 
today. 
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SPECIFICATIONS 
Maximum length 


that can be ground............ 13%” 
| Maximum width 


that can be ground................. 6” 


~ Maximum space under 


7” wheel to table.......... Be 
Maximum-space under 7” wheel 

to Browne & Sharpe No. 510 

Magnetic Chuckt...................... 8” 
Maximum diameter cup wheel with 

standard guard in place......32” 
Maximum diameter of wheel........ v dey 
Required diameter wheel hole..1/4” 
Table surface.................. 5%" x 13” 
Traverse feed, one graduation...001” 
Maximum vertical adjustment of 

wheel by means of micrometer..34” 


Graduations, 













oe pre Seowne & ers rete ae 


vertical adjustment............. 0005” 


Catalog No. 24-105 — Toolmaker 
Surface Grinder (for 1425 and 1725 
RPM motors) with cast iron legs, 
wheel adapter, holder for wheel 
dresser, one V-belt and two-step mo- 
tor pulley (for 50 or 60-cycle service) 
with Y2” bore. Without wheel, mo- 
ter, or switch. Shipping weight 670 


~ $354 





@s original equ 
} 








| 
| 
| 





Drill Presses 


sive Finishing Machines 


TO ep 
Gow 


fo you. 


are you all set 
to cash in on this Delta ad? 


This Delta ad — one of a 
series currently appearing in 
leading business journals: — 
refers prospects for Delta Tool- 
maker Surface Grinders direct 


Do you have one of these 
popular Delta machines out in 
the open on your floor—where 
it can help you close more 








Sp uatntbuton 


sales? That's what aggressive 
dealers who know how to make 
money are doing! 

Don't limit yourself to just 
one or two machines — display 
all the Delta Machine Tools, so 
that you can expose all your 
prospects to all the machines 

and sell more of themi 





000 


from your Delta distributors stock 


Now you can get your 


Delta Toolmaker’® 


You add to the life of your tools, at 
lower cost — with this husky, big-capac- 
ity Delta Toolmaker Surface Grinder. 
You make a big saving on initial cost, 
and enjoy ease and speed of operation 
on surface grinding, tool sharpening, etc. 


The Delta Toolmaker Surface Grinder 
is on your distributor’s sales-floor now. 
Inspect it there, to learn of the man 
famous Delta Toolmaker operating ad- 
vantages, They include: Convenient con- 


Surface Grinder! 


trols . . . Wide micrometer graduations, 
for close settings . . . Unique wheel 
adapter that saves time and redressing. 

Have your distributor also show you 
how — with simple attachments — this 
versatile machine becomes an efficient 
tool and cutter grinder or a chip-break- 
er grinder. 

Your nearby Delta distributor is listed 
under “Tools” in the classified section of 
your telephone directory, See him soon. 


DELTA MANUFACTURING DIVISION 


ELTA 
ma ce 
” 


General Soles Office * 


*Trade Mark Reg. U.S. Pat Off. 


Your Delta distributor is now showing Delta Cut-Off Machine. . 
Delta Multiple-Spindle Drill Presses. . 
Delta Metal-Cutting Bond Saw 


.Delta 17° Drill Presses 
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ROCKWELL MANUFACTURING COMPANY 
MILWAUKEE 1, 
6 NORTH MICHIGAN AVENUE, CHICAGO 2, ILLINOIS 


WISCONSIN 






. Delta Super-Hi*-Speed 
Delta Abra- 
. Delta Toolmoker* Grinders. 
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CARBIDE ALLOYS,/DIVISION, Ferndale (Detroit) Michigan 
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? 
in profitable multiple-unit 


sales for production applications 


It pays to concentrate your main selling 
effort on your biggest profit opportunity — 
Dumore production applications. In this new 
and growing market, the Dumore has a 
strong appeal. Its versatility and economy 
are real attention-getters for production 
men. Their main interest is in improving 
methods and cutting costs, Use the convinc- 
ing Dumore case-study book, Here’s How, 
to show them how successfully Dumore has 
been used by other companies to avoid ex- 
pensive investments in special grinders, and 
to hold down production-grinding costs. 
The Dumore Grinder is the accepted 
standard in toolroom and maintenance shops, 
where its adaptability and set-up speed make 
it indispensable. You can count on this 


Distributors: 


A few Dumore Industrial 
[7 +7 liek, 





are 

If you are interested in 
handling Dumore Indus- 
trial Tools in your area, 
please write us for com- 
plete information, The 
Dumere Company, Soles 
Dept., Racine, Wisconsin. 


sow * 


established market for your basic volume — 
but it pays to devote your major selling 
effort to multiple-unit sales. One produc- 
tion prospect may give you an order for a 
dozen Dumores — or more — for the same 
time and effort you'd spend selling one 
Dumore for toolroom or maintenance work. 

Dumore advertising supports your selling 
by presenting the complete Dumore line (as 
shown on the following page) to your pros- 
pects every month, in a strong business- 
paper campaign. Maintain a complete stock 
of the Dumore line, (Lathe Grinders, Quills, 
and Handgrinders) to enable you to dem- 
onstrate the right size and type for every 
job. Sell your production prospects, and 
cash in on Dumore multiple-unit sales! 










ATMIORR 


oot 




























Turn the page to see 
how the Dumore line 
is presented to your 
prospects every month 























7 Different 
sizes and types 
of Precision 


Dumore . No. 12 
G r d — 1 HP; speeds ag * to <4 
«3 wheel si — 3” t zx) 
rin ers yp Pre: ie aad somned to 
24” depths. 


— VY, HP; speeds 3400 to 13,800 
rpm.; wheel sizes — 1” to 6”; 
for external work and internal to 





No. 7 


— ¥% HP; speeds 4200 to 29,300 
rpm; wheel sizes — Ye" to 5”; 
for external work and internal to 
18” depths. 








No. 5 No. 44 
} —Y, HP; speeds 4600 to 42,500 —¥Y, HP; speeds 6600 to 38,500 
to 3”. 


rpm.; wheel sizes — Vg" to 5 "; rpm.; wheel sizes — Ye” 


for external work ond internal to 
18” depth. 


Dumore distributors stock this 
complete line to supply you the 
Dumore for every grinding job 





— and a Dumore is the right tool to 
reduce grinding costs in production, 
teolroom, and maintenance work... 


Every grinder in the complete Dumore line — from the rugged 1 HP 
No. 12 to the midget, 1/14 HP. No. 14 — is designed and built to deliver 
the same high degree of accuracy (+ .0001"). A Dumore’s set-up speed, 
and adaptability to a variety of different jobs in a single work day, are 
indispensable in toolroom and maintenance work. Its versatility, accuracy, 
and sturdy dependability are cost-cutting advantages for production grinding. 

Your nearby Dumore Distributor maintains a stock of this complete line. 
Let him recommend the size and type for your particular requirements. 

Send in the coupon below, for your free copy of Here’s How—Dumore’s 
new 76-page case-study book, showing how 75 different companies have 
used Dumore tools and grinders to cut their production, toolroom, and 
maintenance costs, 





See preceding page 
for cost-cutting Dumore 
grinder applications. 





FREE! 76-page Grinding 
Manual of cost-cutting 
case studies 


Tear out and mail this coupon today! 


THE DUMORE COMPANY, Dept. G-31. Racine, Wisconsin 


Please send me, without obligation, my copy of Here’s 
How, your manual of the newest techniques in grinding. 


Name........... Position 











— Ys HP; speeds 6900 to 30,000 
rpm.; wheel sizes — Ye" to 3”. 

















No. 14 


—1/14 HP; speeds 10,000 and 
22,500 rpm.; wheel sizes /g" to 2” 





4 Different 
Dumore 
Handgrinders 


No. 8 HG 


— 1/20 HP; speed — 18,000 
rpm.; Ye" capacity chuck or 










Jacobs No. 0 Chuck, 0 to Ve" 
capocity. 


No. 10 HG 


— 1/10 HP; speed—22,000 rpm.; 
Ye" capacity chuck or Jacobs No. 
O Chuck, 0 to Ye" capacity. 


No. 9 HG 


— Ye HP; speed — 15,500 rpm.; 
YW," capacity chuck ond extension 
orbor. 


Duplex 


— 1/14 HP; speed—17,000 rpm.; 
Y%,” capacity chuck with Ye" and 
3/32” adapters; flexible shoft 
attachment. 


Plus 





Sensitive No. 2 Flexible 
Drill Shaft Tool 


— 1/16 HP; speeds 2000 to — 1/15 HP; speeds 500 to 











15,000 rpm.; Jacobs No. 0 
Chuck, 0 to Ye" capacity. 
With foot rheostat to con- 


10,000 rpm.; Jocobs No. 0 
Chuck, 0 to Ye" capacity. 
With foot rheostat to con- 





os 
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SERVING THE COUNTRY’S 
INDUSTRIES — Great and Small 


HALL()WELL 


Stools 


















It's about 30 years since “Hallowell” 
Shop Equipment of Steel began to serve 
the great industries of this country. Work- 
benches, stools, chairs, desks, trucks— 
for shop and factory are covered by the 





“Hallowell” line. Sturdily welded or hy- 
draulically riveted all-steel construction “ so 
makes this fine ready-made equipment <a 
practically indestructible and, therefore, 
immensely popular. It is designed for 
comfort and convenience as well as util- 
ity, and there are hundreds of styles from 
which to choose, making it possible to 
meet the most exacting needs of your 
customers, 

Write today for the “Hallowell” Cat- 
alogs and keep them handy for ready 
reference, 

“Unbrako" and ‘‘Hallowell'’ 
products are sold entirely through 
distributors. 


Tool 
Stands 














Work Benches Trucks 


STANDARD PRESSED STEEL CO. 


JENKINTOWN, PENNA., BOX 519, BRANCHES: BOSTON * CHICAGO * DETROIT - INDIANAPOLIS - ST. LOUIS - SAN FRANCISCO 
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BOICE-CRANE BOICE-CRANE 
BAND SAW DRILL PRESS 


BOICE-CRANE | BOICE-CRANE 
THICKNESS PLANER |). TILTING-ARBOR SAW 


in a BOICE-CRANE 
POWER TOOL 
FRANCHISE | 
BOICE-CRANE BOICE-CRANE 








efi : W, SPINDLE SANDER | SAW-JOINTER 
ere 5 y— ee pe ame —_ _ 


@ The steady, tremendous demand 





© The terrific number of leads from 
national advertising. 


@ As the world's largest manufacturers 
of certain equipment, Boice-Crane 
offers the lowest prices on a quality 
line. | BOICE-CRANE [© BOICE-CRANE 

fas SPINDLE SHAPER | SIX-INCH JOINTER 
© The complete line includes many SAR BRaanioart re sy ise. 
items not available in others. : : 


© The recognized flexibility and sturdi- 
ness of Boice-Crane equipment. 





A few territories open. 
Write, phone or wire 


6 


BOICE-CR A ied E BOICE-CRANE = BOICE-CRANE 


COMPANY a ek ’ 


939 CENTRAL AVENUE, TOLEDO 6, OHIO 
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WELLS No. 12_ 


Automatic Cutting Cycle 


y 


or 
7 


Pi 
Controlled Blade Pressure 


“ao 
¥ er 


Here it is—the new Wells No. 12 Metal Cutting 
Band Saw with controlled, automatic cutting that 
reduces operator fatigue, makes better cuts and 
lengthens blade life. With the new Wells No. 12, just 
place the stock—bars, rounds, sections or pipe—in 
the quick-acting vise and push the starting buttons 
—the machine does the rest. The head comes down 
automatically, feeding the blade into the stock at a 
controlled pressure. At the completion of the cut, 
the head is raised hydraulically to a predetermined 
position and the motors shut off. Write for complete 
details and literature. 





DESIGN DETAILS 


® Heavy duty—suitable for produc- 
tion or general utility. 


© Blade is in horizontal position at 
all times. 


@ Hydraulic controls forhead motion. 


© Blade pressure controlled by sensi- 
tive micro-switch and solenoid. 


© Capacity: rectangular 12” x 16”; 
rounds, 12” Dia. 


® Blade: 1” x .035” x 13’ 7” 


© Speeds: selective, 50, 90 or 150 ft. 
per min. 


@ Motors: 34 H.P. blade motor, 14 H.P. 
hydraulic system motor, 


® Weight: approximately 1750 Ibs. 


Products by Wells are Practical 


METAL CUTTING 
BAND SAWS 


WELLS MANUFACTURING CORPORATION 
606 ADAMS STREET, THREE RIVERS, MICH. 
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Your Prospects Are Better - Profits Greater 





SELLING SCHRADER AIR CONTROL PRODUCTS 


It’s a fact, that Schrader Air Control Products are 
easier and more profitable to sell. But a big share of the 
credit for Schrader success belongs tothe Schrader family 
of distributors. With them, Schrader helped to pioneer the 
use of Compressed Air Power. Today as a result, nearly 
every industry recognizes Compressed Air Power as an 
effective means of: 1—Increasing production. 2—Cutting 
operating costs. 3—Reducing industrial accidents. 

Is there any, wonder distributors want the Schrader 


franchise on the rare occasions when a territory is available? 





Sure I can afford it! Business has been booming 
since we've been distributing Schrader Products. 










Quick-acting Air Couplers tha 
plug in for air supply 


+ = 


1001 INDUSTRIAL PRODUCTS cae : Lwaives—f, 2, 





Blow Guns —Stainh 


FOR EFFICIENT AIR CONTROL 






nd more informa- 


No 
FREE BULLET! les below. 
S chrader wae aerial 1 have checked in circle 

. tien ie eee 


REG. U.S. PAT. OFF 





Air Line Couplers 


© aie Cylinders Ae Hove & Ping® 
air Valves CD iat 
C) press Controls C) Hydraulic 


eguiators 
7) Air Ejection Set 7) Air Pressure & 


‘e Blow Guns 
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8-POINT BLUEPRINT 
FOR SALES SUCCESS 


Goodyear Industrial Rubber Products 


Reputation of the greatest name 
in rubber 


Proved quality that brings re 


peat business 


Aggressive nationol advertising 


thot boosts distributors, too 


. Liberal franchise that creates 


profit opportunities 


5. Technical sales assistance of the 


G.T.M.— Goodyear Technical 
ale a] 

Hard-hitting, business-getting di- 
rect mail campaign 

Leadership in new-product devel- 
opments pioneered by Goodyear 
Research Laboratory 

Substantial profit margin on 
each sale 


GOOD*YEAR 


THE GREATEST NAME IN RUBBER 
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Distributors everywhere are 
agreed—the new Goodyear direct 
mail campaign is a winner. And 
it’s only one of the eight sales- 
making advantages that come 
with a Goodyear franchise. These 
advantages are the reasons why, 
year after year, Goodyear In- 
dustrial Rubber Products rank 
among the topthree profit-makers 
— according to carefully kept rec- 
ords of leading distributors. If 
your franchise isn’t giving you 
all these helps, why not see if 
there’s a Goodyear distributor- 
ship open in your territory? 
Write: Goodyear, Akron 16, Ohio 
or Los Angeles 54, California. 
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TELL YOUR CUSTOMERS WHAT 










Brightboy 


REG. U.S. PAT. OFF, 


Will Do In Their 
CONVENTIONAL and 
SPECIAL FINISHING 


LOWERS COSTS 


IN CONVENTIONAL FINISHING, 
Brightboy combines BURRING, FINISH- 
ING and POLISHING into one 
precision operation; bridges the 
gap between the grind and the 
buff. 


WIDENS APPLICATIONS 


Brightboy also provides wide 
opportunities to achieve 


UNUSUAL FINISHING EFFECTS 


(damaskeening, for example), because of innumerable techniques 


made possible by the abrasive and resilient rubber in Brightboy’s 


formula. 


INVITING DISTRIBUTOR- 
FRANCHISE OPPORTUNITES 


No distributor’s stocks are complete without 
versatile Brightboy, to round out a full abrasives 
service. Sell Brightboy in conjunction with 
grinding abrasives and buffing materials. Cash 
in on its reputation as the proved soft rubber 
bonded abrasive. Write mow for details of 
Brightboy’s selected distributor plan, information 
on open territories, and the Brightboy Catalog 
Manual and Price List. 


ROBERTS 


WELDON — 


Brishtboy 








* to 
3S ghee 


DAMASKEENING Brightboy rod chucked in drill 
press for spotting design on flat 
surface of cigarette cases, compacts, machine parts, clock 
faces, etc. 


BRIGHTBOY INDUSTRIAL DIVISION 
Weldon Roberts Rubber Co. 
Newark 7, N. J. 
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There is no substitute 
for availability or for quality. The Bunting 
Distributor in your community gives 
you Bunting Quality and Bunting 
availability—quality bearing bronze 
available from his stock. Write or 
ask for the new Bunting Catalog. The 
Bunting Brass & Bronze Company, Toledo 9, 
Ohio. Branches in Principal Cities 


BUSHINGS 


BRONZE BEARINGS 


PRECISION BRONZE BARS 
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Manvfacturers of Wire Rope and Strand «+ Fittings «+ Slings © Screen, Hardware and Industricl Wire Cloth «¢ Aerial Wire Rope Systems 
Herd, Annecled or Tempered High and Low Carbon Fine and Specialty Wire, Flat Wire, Cold Rolled Strip and Cold Rolled Spring Steel ’ Ski Lifts 





N 1844, three years before Alexander Graham 
Bell was born, and long before the first Prairie- 
ee A = Schooner crossed the Mississippi River, John August 
SOU ; Roebling’s confidence in the suspension principle of 
construction so impressed the engineers of the State 
of Pennsylvania, that they authorized him to build 
the world’s first suspension aqueduct. 
How much is his confidence worth to all the 
thousands of engineers who followéd and to hu- 
manity in general that have benefited from his pioneering venture? 
And how much is the confidence of the John A. Roebling’s Sons Company in the future of American 
industry worth to you, that keeps Roebling development and Roebling products in the lead? 
Roebling’s greatest asset is your confidence in Roebling and its confidence in your future. That is why 
Roebling’s every effort is dedicated to the preservation of this confidence—your’s and Roebling’s. 


3 “EXTRAS” TO HELP YOU SELL WIRE ROPE 


7 
OEBLING WIRE ROPE sells more easily because your cus- 
tomers are convinced it gives them the most in dependa- 
bility, service and long-run economy. But Roebling also gives 
additional push to this established preference with 3 big 
“extras”: 


Extra! ADVERTISING — Leading business publications 
reaching over half a million wire rope buyers are featuring a 
dominating series of double-page color ads, constantly re- 
minding readers of their own confidence in Roebling wire rope. 


Extra! ENGINEERING—Experienced Roebling field men 
are always on call to crack your customers’ technical rope 
problems. It’s a sales-boosting service that attracts rope users 
. .. brings them back to you again and again for more business. 


Extra! WAREHOUSING—You can often change a “no 
sale” into a profitable deal if you promise rush delivery in 
emergencies. Roebling warehouses, well stocked and conveni- 
ently located in key spots throughout the country, are geared 
to back up your promises with efficient service, prompt deliv- 
eries. There’s one near you. 


JOHN A ROEBLING'’S SONS COMPANY 
TRENTON 2, NEW JERSEY 


Branches and Warehouses in Principal Cities 





Electrical Wire and Cable ° Suspension Bridges and Cables 
Aircord, Aircord Terminals and Air Controls «+ lawn Mowers 





A CENTURY OF CONFIDENCE a 








. 





e 
ji Fe IT enhance the value of your product—specify 
justifiably famous Shinyheads. They give that finishing 
touch, that extra sales appeal, along with extra quality. 
Shinyheads are hexagon head cap screws—Full Fin- 
ished—of high carbon C-1038 steel, with bright, shiny 
heads—completely machined top and bottom .. . bear- 
ing surface washer faced. Top of head chamfered ... 
sides parallel and smooth, mirror finish. Threads uni- 
form and accurate to close tolerance dimensions for 
perfect fit to standard gauges. 


Special Note—Very Important—In addition, Ferry Cap 
SHINYHEADS include a// points machine turned and 
chamfered. 





The FERRY CAP & SET SCREW Co. 


2153 SCRANTON ROAD + © © «© «© CLEVELAND 13, OHIO 


Pioneers and Recognized Specialists Cold Upset Screw Products since 1907 


CAP AND SET SCREWS © CONNECTING ROD BOLTS © MAIN BEARING BOLTS ¢ SPRING BOLTS AND SHACKLE BOLTS e HARDENED AND GROUND BOLTS 
SPECIAL ALLOY STEEL SCREWS e VALVE TAPPET ADJUSTING SCREWS e AIRCRAFT ENGINE STUDS © ALLOY STEEL AND COMMERCIAL STUDS © FERRY PATENTED ACORN NUTS 
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“Her silver plates simply radiate,” 
say the dinner guests of 

Mrs. Sylvester S. Snootyworth. 
Clever Jeeves! He alone knows 
the secret of their dazzling glow. 


Sterling Sanders for polishing? Abso- fora number of varied applications. For 
lutely! Maybe polishing silver is alittle | example, in building orconstruction work 
far-fetched. But they are being used for there are over 3/ uses. Furniture manu- 
many polishing jobs—on wood, metaland facturing has many uses —so has auto- 
plastics. Of course, the majority of appli- motive refinishing, boat building and re- 
cations are for sanding (coarse or fine) pair. Everywhere you go—there are good 
and rubbing. Sterling Sanders are used possibilities for Sterling Sander sales! 


Sterling Tool Products Co., 384 East Ohio St., Chicago 11, Illinois 






STERLING portasie exectaic 
‘AND AIR-DRIVEN SANDERS 
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Monthly trade paper publicity . . . tech- 
nical direct mail bulletins . . . envelope 
stuffers . . . educational motion pic- 
tures . . . greatly increased stock of 
commonly used grinding wheels and 
abrasive specialties . . . competent, 
technically trained field abrasive engi- 
neers . . . a cooperative plan to train 
distributor salesmen . . . an easy-to 
order-from stock list. ...... all of 
these aids, plus many others are avail- 
able to our distributors to make the 
sale of Bay State’s high quality grind- 
ing wheels easier and more profitable. 
If you do not already carry an abra- 
sive line, or if you are contemplating 
a change, be sure to investigate the 
advantages offered by BAY STATE. 


Branch Offices & Worehouses—Detroit—Chicago 
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Talk of the Trade 


DOUBLE TROUBLE: Although he has traveled to all sections of the country, 
the newly elected president of the Southern Association, Ted Kenny (S. B. 
Hubbard Co., Jacksonville, Fla.) admits he began to feel like a country cousin 
visiting the big city when he journeyed to Atlantic City for the recent con- 
vention. . . Ted and Mrs. Kenny got off the train to stretch their legs in 
Baltimore. . . As they tried to reboard the train, an attendant slammed the 
door with the remark “No passengers are taken on here”. . . Ted tried to 
explain but he was drowned out by the chugging of the engine. . . An explana- 
tion to the stationmaster brought tickets for the next train but Ted and Mrs. 
Kenny arrived in North Philadelphia just in time to see Charley Bush (Chas. A. 
Strellinger, Detroit) wave to them from the Atlantic City bound express. . 
Ted took all the convention kidding in stride but it must have had an effect 
because when he went to New York after the convention, he left his brief case in 
a taxi—It never rains but... 


ON TOUR: Gordon Schutzendorf (Bunting Brass) and Norm Good (Clipper 
Belt Lacer) went on a tour of New Jersey the other night when returning 


from an outing they followed a fellow who was supposed to know the way 
but didn’t. 


ALMOST: While playing golf with her husband, M. M. Smith (Penn General 
Supply, Pittsburgh), Mrs. Smith missed an ace on a 110-yard hole by just 
two inches. 


BACK HOME: “Buck” Buchanan (Black & Decker) spent his vacation on a 
farm he recently purchased in Concord, N. C., his birthplace. . . Speaking of 
farms reminds us that Frank Green (Delta File Works) is the proud owner of 
an estate he has named “Green Acres”. 


PRIZE MOVE: There was quite a crash when an attendant moved a bridge 
table loaded with prizes, many of them crystal ware, at the New York Hard- 
ware Trade Association outing. .. Hal Usher (Oliver Iron & Steel) solved the 
problem, after consulting with the club management, by issuing gift certifi- 
cates. 


ADDED ATTRACTION: What with the Yankees being right up in the race for 
the American League pennant (are they still there? ), Ed Hirshon (W. S. Wil- 
son, New York) has his hands full keeping track of salesmen’s requests for 
tickets to the box his company has at the Stadium. 


BELL RINGER: We got quite a boot out of T. Harry Thompson's story in Sales 
Management about the visitor to New Orleans who ordered a Ramos Gin Fizz 
and then started to complain that the French Quarter was smelly and dirty, 
and the women ugly. Downing the last drop, he admitted that he had seen 
some pretty girls. His next drink was a Sazerac, which caused him to observe 
that the Vieux Carre had a sort of old-world charm. From this he proceeded to 
an absinthe frappe and, when it was finished, he pulled out a $100 bill, tossed 
it on the bar and said: “Give me my change in confederate money”. R.W.B. 
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WHAT is the best- 


known, most versatile valve 
in industry? 


It is the Jenkins Fig. 106-A, because it is 
the most expertly designed and constructed 
150-pound bronze disc type globe valve avail- 
able — and because it is the key valve in the 
famous 106-A “family”, which meets 90% of 
all industrial piping needs. Introduced by 
Jenkins in 1864, it has an 83 year record of 
long service and low maintenance under the 
toughest conditions, 





WHY does it fit 


90% of normal industrial 
piping needs? 


With a handful of interchangeable parts, 
and only 4 bodies, 18 different valves of the 
106-A “family” can be assembled. In every in- 
dustry, for all types of service conditions where 
pressures do not exceed 150 pounds steam, the 
106-A Series assures drop-tight closure and 
topmost valve economy. 
















H OW do Jenkins 


Distributors cash in? . 


Jenkins Distributors cash in because, in the 
106-A Series they offer valves unmatched in 
quality, versatility, and popularity — valves 
that cover a maximum of needs with a mini- 
mum inventory. With Jenkins industry-wide 
advertising and constant sales support, it’s an 
unbeatable combination! 


Jenkins Bros., 80 White Street, New Yu © 13; Bridge- 
port, Conn.; Atlanta; Boston; Philadelpi .: Chicago; 
San Francisco. Jenkins Bros., Ltd., Montreal. 










NEW! 


+ @ Immediately available to 
&* Jenkins Distributors is this new, 
; 12 page folder, describing the 
=. many easily-assembled combina- 
© tions of the 106-A “family”, and 

including a Disc Guide. Full of 
up-to-the-minute information, — 
= an excellent aid to extra sales of 
.. valves and parts, 








GLOBE OR ANGLE BODY 


Screwed or 


wed (/\ cm ( 
hi | 






Start- with standard 
106-A trimming. This 
is exactly the same 
for Globe or Angle 
body, screwed or 
flanged. 





for THROTTLING SERVICE 
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For close control, 
simply remove the 
nut which holds the 
dise in the dise holder 
and replace with this 
throttling nut Fig. 
344. 106-A to 109-A 
inclusive. 
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For quicker opening 
and closing, sub- 
stitute this bonnet 
and spindle from Fig. 
942, Quick-opening 
Globe, in which the 
threads are pitched 
more sharply. 








for LIFT CHECKS 


i 


Globe and Angle 
bodies can be fitted 
with this one set of 
trimming for lift 
check service. Trim 
consists of Cap, Dise 
Holder and Guide 
Dise Nut from Fig. 
117-A, Horizontal 
Lift Check. 





for SPRING 
LOADED CHECKS 


im 


For Spring-loaded 
Check Valve services 

-simply add 
Spring from Fig. 
655-A_ Spring-loaded 
Check to regular Lift 
Check valve. 








for STOP AND CHECK 
TLS 





For Stop and Check 
service, use 106-A 
trim but substitute 
this Spindle from Fig. 
630-A and replace 
regular dise nut with 
the Check Valve 
Guide Dise Nut. 





LOOK FOR THIS 











SINCE 


JENKINS VALVES 





JENKINS > DIAMOND MARK 


\ahene roy 1064 


For every Industrial, Engineering, Marine, and Plumbing- 


Heating Service . 
Corrosion-resisting Alloys . . 


Sold Through Reliable Industrial Distributors Everywhere 


In Bronze, Iron, Cast Steel and 
« 125 to 600 lbs. pressure 
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REPUBLIC’S 
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LINE 


A line of rubber items sufficiently com- 
plete to permit effectively supplying the 
requirements of the trade solicited. 


QUALITY 


A quality of product uniformly good 
and capable of delivering service results 
that should reasonably be expected. 


PRICE 


A price basis inducing and making pos- 
sible aggressive competition with reason- 
able profit return. 


FREEDOM 


Freedom from competition from his 
source of supply, either direct or indirect, 
among the trade covered by his day to day 
solicitations. 


SELLING 


Selling helps of reasonable amounts so 
that his sales force may be given the ad- 
vantage of specialized training and a knowl- 
edge of the product sold. 








THE MAGAZINE OF INDUSTRIAL DISTRIBUTION 








W. F. CROWDER, Editor JULY, 1947 R. W. BARNETT, Managing Editor 


acations 


“Everyone needs a vacation’ 


HAT ONE SENTENCE in the middle of a page surrounded by white 
T space made up the editorial page of a leading business publication 
a few years ago. Come to think of it, that editorial must have been run 
before the war because no one has had time for vacations lately. 

It is the type of thing that one wishes he had thought of and had done 
himself. That editorial carried a punch for several reasons. 

In the first place, everyone does need a vacation. We get stale. We 
lose our punch and enthusiasm and only a change of scene can restore 
them. The research findings of our psychologist friends confirm this 
observation. And, just as we tire of doing the same type of thing over 
and over, so must our customers and contacts tire of having us always 
around. 

The editorial also had an appeal because the readers of the magazine 
probably sensed that with that one line editorial, the editor himself was 
taking a vacation. Yes, editors need a vacation, too. One of America’s 
newspapermen and humorous poets, E. M. Robinson, reflected the dead 
end even writers frequently come to when he wrote: 

“Write me a verse, my old machine— 
I lack for an inspiration; 

The skies are blue and the trees are green 
And I long for a long vacation.” 


We have a big selling job ahead of us in the months to come. Interest, 


enthusiasm and initiative will be required as never before. A vaca- 
tion now will help us attack the job with renewed vigor. 
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Small Orders Studied 


PURCHASING AGENTS throughout the country are realizing 
more acutely than ever before the costs to their companies 
of processing small orders. The National Industrial Confer- 
ence Board has recently made a study of the small order 
problem as it affects manufacturers in their capacity as 
vendors and also as buyers. More recently the Purchasing 
Agents Association of New York devoted its annual meet- 
ing to the problems of reducing the “costs of buying”. 


In the course of this meeting, Richard M. Morrison, pur- 
chasing agent for The Texas Company stressed the “costs 
of small orders” from the buyer’s point of view. He pointed 
out that studies of the problem had revealed that in some 
cases as much as 40 percent of the total volume of orders 
issued by a purchasing department represented only 2 to 5 
percent of the dollar volume of purchasing. Under these 
conditions, he went on to say, purchasing executives are 
anxious to find practical ways to reduce the excessive paper 
costs of transactions since many of the purchases were 
repetitive. It was pointed out that excessive costs for 
both vendor and buying companies can be redtced by using 
a new form of “blanket authorization” for approved main- 
tenance supply products with a monthly consolidated invoice 
replacing individual order invoices. 


Some distributors have been talking with their customers 
along these and similar lines. More work both on an indi- 
vidual and on a group basis should be undertaken by dis- 
tributors. It isn’t going to be very convincing for the dis- 
tributor to point out to the buyer how small orders boost the 
distributor’s own costs. But, if the distributor can demon- 
strate and “sell” the buyer on the fact that small and un- 
bunched orders are extremely costly to the buyer himself, 
some progress may be made. At least that appears to be one 
of the necessary first steps. 





IMPORTANT 


Employment Rises 


ONE OF THE MOST comprehensive measures of the economic 
health of a country is the volume of employment. For the 
third successive month, the total of wage and salary workers 
in non-farm jobs stood at the record level of 42,000,000. 
Unemployment is currently less than 2,000,000, a minimum 
number largely accounted for by workers in the process of 
changing jobs or shifting from one community to another. 
With employment at this record figure one may well ask, 
what has happened to the time schedule of the widely adver- 
tised recession that was due to arrive by mid-1947. 

In earlier issues of Mitt Suppiies, we pointed out that 
any dip in business in 1947 probably would be caused by 
the necessity for adjusting output downward in some seg- 
ments of the economy as the pipe lines became filled and 
supply caught up with demand. These adjustments have 
been and are taking place in certain foreseen lines and indus- 
tries, namely, textiles, apparel, jewelry, furs, and some 
luxury or semi-luxury lines. The point, however, seems 
to be that as output in some lines has slackened the loss has 
been more than offset by gains in other areas. 

In April, for example, a seasonal decline set in in 
manufacturing employment and was extended in May. But 
this loss was more than offset by gains in employment in 
construction, mining, and in the trades and service industries. 
Employment in manufacturing dropped about 150,000 be- 
tween April and May with about 60,000 of this total occurring 
in the durable goods industries. The largest drop—nearly 
40,000—was in the automobile and parts manufacturing in- 
dustry. This dip reflected primarily a shortage of materials 
and not any underlying weakness in demand. 

It may be that the necessary adjustments in our economic 
picture can continue to be made in sequence rather than 
simultaneously. In which case, their effect on the economy 
will be diffused and absorbed rather than cumulative and 
self-feeding. At least we can all hope that that pattern 
will be followed. 
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Displays Create Sales } 


their business say there are two or 

three fundamental features that 
combine naturally in all attractive dis- 
plays. They are the eye-catching devices 
a customer notices when he stands out- 
side a front door. What is more im- 
portant, they are the same devices that 
impress an industrial buyer on a visit to 
a supply house. It is not necessary to 
be an artist or a genius at copywriting 
to recognize these ingredients that go 
to make up the display that sells. 


]) ies and layout men who know 


Many distributors contend that no 
sales campaign intended to promote 
industrial supplies can afford to ignore 
the “pulling power” of attractive win- 
dow displays. Arrange window items 
attractively, with prices shown on all 
merchandise, they say, and passers-by 
are bound to stop in for a closer Jook. 





Arnold G. Andersen, president and 
generai manager of Lakeshore Ma- 
chinery & Supply Co. is more than 
pleased with the results of the com- 
pany’s employee relations program. 





good displays 





Elements of interest enumerated by Geor- 
gia distributor; California supply man 
advocates “letting air" into displays; 
need good 


salesmen 








After that it’s up to the store salesmen. 

One distributor, H. G. Teaford, retail 
manager of the Sheffield Co., Americus, 
Ga., doesn’t wait for a sales season 
to catch the attention of the sidewalk 
trade. His window displays are t- 
tractive the year round. Mr. Teaford 
was in the five-and-ten-cent store busi- 
ness for a number of years and has 
capitalized on the experience gained in 
that field to promote his mill supply 
items in what might be called “a per- 
petual window showcase.” It’s his be- 
lief that once a customer has been 
caught by the items in the window 
and enters to purchase one or two, it’s 
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a simple thing to suggest other items 
and make quick sales. 

Another important factor in effec- 
tive window display selling, Mr. Tea- 
ford believes, is that it aids a wavering 
customer to make decisions and sug- 
gests other items he may need, but 
which must wait for later purchase. 
In all window designs, says Mr. Tea- 
ford, certain elements of interest should 
be present. Among these elements he 
lists: 


1. Items of different types of mer- 
chandise should be chosen which are 
harmonious and blend together. 








Long, ceiling-high windows light the attractive display room at Lakeshore 
Machinery & Supply Co., Muskegon, Mich. 
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2. Merchandise should be kept on 
eye level. 

3. Merchandise should be placed to 
take full advantage of color and form. 

4. Window displays should be 
changed frequently. 

5. Rearrange the same merchandise 
every now and then. It will give cus- 
tomers the impression that it’s all new. 

6. Feature seasonal items before the 
season opens. It lets the customer 
know you carry what he will need later. 

7. Feature the unusual as an eye- 
catcher. 

In the last category Mr. Teaford 
includes “moving machinery.” Move- 
ment of any sort, if it is only a gadget 
swinging from a screw, will often stop 
the prospect in mid-stride. Better still, 
show your tools at work and your cus- 
tomer will be fairly hooked. Your 
window display, Mr. Teaford concludes, 
is half your sales story, a story told 
silently and without effort. 

The other half of the story is told by 
floor layout and inside salesmen when 
the customer opens the door. What 
he should learn from your floor layout 
already has been suggested in the re- 
marks above on what makes an effective 
window display. The same rules apply, 
except that in floor layout, because 
more space is available, your display 
man can arrange his effects in sharper 
focus. 

For one thing, the designer can “let 
some air into it,” that is, arrange for 
open spaces in the display through 
which certain features or groups stand 
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Looks at first glance as though Bob Seaton, of the Colson Co., had borrowed 


some of his wife’s china. 
heavier than hors d’oeuvres. 


out in relief to the buyer as he enters 
the store. Another essential, once the 
display has been planned and set up, 
is to keep it that way. Items may be 
sold from the floor, or things may be 
moved out of place now and then, bui 
they shouldn’t stay out of place for 
long. | 

The display of the Colson Equip- 
ment & Supply Co. branch in Oakland, 
Calif., is one example of the fulfillment 
of both these requirements, and R. W. 
Osgood, manager, gives the credit for 
the display and its maintenance to Bob 
Seaton. Let's 


follow a_ prospective 


buyer as he enters the Colson store. 





Pine panels line the walls of the recreation and conference room at the Lake- 


shore company. 


86 


Note the ping-pong table in the right foreground. 
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But those casters were built to carry something 


Upon opening the front door he finds 
himself in an L-shaped room. His 
destination is the city counter, so he 
must make his way to the far end of 
the store through a wide, unobstructed 
aisle. As he passes down, glancing 
right and left, his eye meets just three 
main points of interest. On the left, 
on the far side of the room, are cabinets 
seven feet high. They contain numer- 
ous shelves on which are displayed all 
types of casters and wheels distributed 
by the company. It’s a well-kept dis- 
play, dustless and polished. 

In front of the main cabinet and 
facing the front window are both plat- 
form and hand trucks, all different 
in design. There is only one secondary 
point of interest; the triangular-shaped 
window platform in the front corner. 
Here is displayed the various items that 
go with cable hoists. 

The over-all purpose of Colson’s lay- 
out and display is to point up two 
functions of the efficient supply house: 
its distribution service, and its engi- 
neering “know-how.” Incidentally, it 
also backs up a pet company idea: a 
display can have dignity and at the 
same time convey the impression of un- 
limited types and sizes of tools avail- 
able to the buyer. 

The final and certainly the most im- 
portant ingredient in effective display 
selling is the sales force. An attractive 
window display and a well-lighted, well- 
spated floor layout mean little unless 
they are backed up with a strong, 
well-trained, loyal sales force continu- 
ally on the job. 

















Arnold G. Andersen, president and 
general manager of the Lake Shore 
Machinery & Supply Co., Muskegon, 
Mich., recognized long ago that no 
business can succeed without the in- 
terest and loyalty of its employees. 
C. G. Vanderwier, manager of Mr. 
Andersen’s supply department and 


buyer of industrial supplies, was of the . 


same mind, so together they set out to 
lay a solid foundation for the organiza- 
tion and establish working conditions 
as close to the ideal as they could 
achieve. 

What was unusual about their ap- 
proach was that under their definition 
of “working conditions” they included 
employee morale. Keep morale at the 
highest possible level, they decided, and 
before long you could measure its bene- 
ficial effects in your weekly sales index. 
With that in mind, Messrs. Andersen 
and Vanderwier had an attractive, well- 
lighted room fixed up with knotty pine 
walls, curtains, and furniture that in- 
cluded a ping-pong table, couches, 
chairs and tables, and a bar equipped 
with a sink and a refrigerator. 

The 100m is used primarily for sales 
conferences, sales meetings and recrea- 
tion, but around lunchtime every day 
meals are served, cafeteria style. A 
typical luncheon for the employee is 
pork chops, mashed potatoes, gravy, 





vegetable, milk or coffee and a dessert, 
all for only twenty-five cents. 

Every other Monday, at Lake Shore 
Machinery & Supply, it’s become the 
custom to hold a sales meeting in the 
conference room. A dinner precedes 
the business end of the meeting, the 
tables are cleared, and the sales force 
settle back in their chairs to hear their 
guest for the day, who might be a fac- 
tory specialist, or the representative of 
some manufacturer. 

“For some meetings,” Mr. Vander- 
wier explains, “we assign a topic to one 
of our gwn salesmen and have him con- 
duct the session. And by the way, we 
always make a point of tying in our 
direct-mail advertising with these sales 
meetings. In this way we continually 
back up and supplement the work done 
by our salesmen.” 

To sum up the elements that go into 
the building of effective store salesman- 
ship, the distributor’s first consideration 
will be to “get off on the right foot” 
with his display set-up. The customer 
first meets the company in its window 
displays, then in its floor layouts, then 
in its salesmen. A sales-conscious dis- 
tributor makes certain, therefore, that 


C. G. Vanderwier takes time out at the 
Lakeshore company’s club bar to drink 


a glass of milk. 





this natural channel of communication 
is kept free of road blocks that might 
divert the customer’s initial interest in 
the products displayed. His second ob- 
jective is to take full advantage of his 
display and layout by expanding and 
directing the customer’s interest toward 
the items he wants to sell. To that end, 
the sales force must always be available 
and constantly alert to a customer’s 
every requirement. And finally, through 
intelligent, organized research and de- 
velopment the distributor can arrive at 
some accurate conclusions about the 
set-up that will best serve the particular 
requirements of his organization. 





























Stepping Stones To Successful Selling 


Reflections of a veteran sales- 
manager, culled from bulletins 
to his salesmen 


THERE ARE two kinds of confidence, the 
confidence that we have in ourselves, 
and the confidence that other people 
have in us. Confidence in oneself is 
necessary for success, so long as it 
doesn’t develop into over-confidence. 

The confidence that is most important 
in selling is that of our customers in 
us. Without it there is no possible 
chance of success as far as the sales- 
man is concerned. 

The salesman who misrepresents his 
product in order to make a sale is only 
fooling himself for it will, in all prob- 
ability, be the last sale. If he promises 
anything without the backing of his 
company and takes a chance that every- 
thing will work out all right, he’s a very 
foolish salesman. 

Practices of this type of selling are 








most frequently followed by the unfortu- 
nate man who is employed by a com- 
pany that expects unreasonable results, 
or who has to sell then and there—or 
starve. There are such companies. 
High powered salesinen are becoming 
a thing of the past. A reputable com- 
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pany doesn’t want that type of represen- 
tation, for a company is sized up largely 
by its sales representatives. He is usu- 
ally the only picture of the company 
that the buyer can photograph. 

It’s of vital importance that the photo- 
graph inspires complete confidence. 
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When questions are specific, telephone salesmen like E. C. Downer operate most efficiently. 


Outside salesman finds he and others in distributing 


company can aid telephone salesmen by making all 


requests for information exact in detail 


By JOHN R. CAMPBELL, Jr., 


Salesman, Abrasive Machine Supply Co. 
Newark, N. J. 


make a request, the speedier it 
will be understood and the more 
readily complied with!” 

The job of our distributors of today 
is, undoubtedly, one of complying with 
requests and it goes, as should be ex- 
pected, that the greater the ability to 
handle requests, the more successful the 
business. 

The one man who has distinguished 
himself and, consequently, his house 
in the mill supply field, that outstanding 
individual who seems to have mellowed 
with age and carved deeper and deeper 
into sound business relationships, is our 
Good Man on the Telephone! This 
man’s task has always been a point of 
particular interest to me. I have always 
considered it a privilege and a pleasure 
to talk to and listen to group discussions 
among many of those most prominent. 

The many comments made to me by 
these men have led to the opinion that 
there is a common obstacle which seems 
to be continually hindering their every 
effort to carry out an efficient perform- 
ance. I believe the best description of 
this common obstacle is that of lack of 


“T= MORE EXACT in detail you can 


exactness in detail which, strangely 
enough, arises from within their own 
organization. 

The ability of these men to cope with 
numerous odd requests, which arise 
from the customer, is meritorious in 
itself. The patience, tact, and sticktui- 
tiveness employed by these men is un- 
limited when they know that the many 
off-standard requests made by the cus- 
tomer are wholly excusable. However, 
when the performance of these men is 
continually hampered or _ retarded, 
through a display of lack of exactness 
in detail, from a member of their own 
organization, regardless of the cause, an 
aggravation can be built up which not 
only endangers whole-hearted enthu- 
siasm but jeopardizes the very position 
of the house itself. 

In order to illustrate different 
hindrances, in various forms, I would 
like to digress, for a moment, to the 
use of a few parallelograms displaying 
requests. 

At one time or another, you have all 
witnessed youngsters entering the candy 
store, to make their purchase of a sweet 
to satisfy their fancy. In the majority of 
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Telephone 


such cases, these tots, through no fault 
of their own, have not yet reached the 
age whereby they have at their command 
the correct procedure of naming, to the 
letter, exactly what they wish to pur- 
chase. Nevertheless, in making the most 
of the means at hand, they approach 
the showcase and eagerly scan the entire 
contents. The candy-storekeeper will, 
undoubtedly shuffle through many dishes 
before striking that particular item 
which satisfies his little friends. These 
youngsters have made a request and, al- 
though not exact in detail, the task in- 
volved in complying with the request 
was considered an indispensable factor, 
which was wholly excusable, and ac- 
cepted by the storekeeper without com- 
plaint in carrying out the sale. 

On another occasion, perhaps you, 
yourself, have entered a haberdashery 
to select some definite item. Let’s say, 
for example, a shirt. Now, of course, as 
an adult, you have at your command the 
means of conveying to the vendor your 
intention of purchase. But, perhaps, 
you are not up to date on the many 
styles and designs produced by the 
manufacturers of the items you are seek- 
ing. Consequently, you cannot, offhand, 
tell the clerk exactly what you desire. 
However, the clerk accepts this condi- 
tion as an indispensable factor in sell- 
ing, wholly excusable, and, without com- 











Although they know better, outside salesmen too often 
ask ambiguous questions, Mr. Campbell says. 


[ficiency Goes Up... 





WHEN THE AUTHOR of the accompanying article returned to his com- 
pany after being in service, he reoriented himself by working inside. Dur- 
ing this period he was in an ideal position to observe the trials and 
tribulations of telephone salesmen. The experience increased his already 
high respect for the job being done -by telephone-salesmen ‘and: also gave 
him some very definite ideas on how mill supply firms could help tele- 
ph ] become more efficient. He expressed his thoughts to 
James Lindsay, sales manager of Abrasive Machine & Supply, who liked 
them so much he asked Mr. Campbell to speak before the New Jersey 
Mill Supply Club. We, too, thought Mr. Campbell’s observations were 
pertinent and asked him to put his thoughts on paper. Here’s the result. 








—The Editors 





plaint, proceeds to show you style upon 
style, through his entire stock if neces- 
sary, until he finds something to your 
liking and the sale is completed to 
mutual satisfaction. 

AND NOW —Let’s take an illustra- 
tion of a different nature but only too 
well known to all. It’s Sunday afternoon 
and, in the few hours which usually pre- 
cede dinner, the “Little Woman” (we'll 
call her ‘Min’) is busily hitting it off at 
a fast pace in preparation for the coming 
meal, Wisdom tells you to make your- 
self scarce and your exit leads you to 
that periodic scanning of the basement. 
In a matter of a few moments, you dis- 
cover that a screw is loose in the handle 
of the lawnmower. Now, you just can’t 
allow a condition like this to go un- 
noticed. So, without any hesitation, you 
approach the foot of the stairs and call 


to the busy little woman “Hey, Min, 
throw us down a screwdriver”. 

In your mind, you have a definitely 
formed picture of the six-inch black- 
handled screwdriver in the middle com- 
partment of the center drawer in the 
kitchen table but you have been far 
from explicit in expressing your re- 
quest. Now, let’s see what happens’. 
Faithful Min, despite her fast pace of 
the hour, makes a hasty attempt to com- 
ply. And, down come the small screw- 
driver she keeps in her sewing machine. 
“Shucks, now that’s not what you 
wanted, is it?” So, once again, with- 
out giving the matter sufficient con- 
sideration, you send up another request. 
“Say, Min, this is no good; throw down 
the one in the kitchen.” 

Brother, be careful! In your lack of 
consideration, you are failing to realize 
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Customers may be vague but for fellow workers, like 
R. H. Hancock, exactness is a “must.” 


that Min, in her rapid pace to cope 
with the numerous and necessary house- 
hold duties, is not too far away from the 
combustion point which your interfer- 
ence may be the cause of setting off. 
For unknown to you, before your in- 
terference with Min started, she had 
taken her situation under study and had 
concluded that, with careful timing, 
she might be able to squeeze in a little 
something extra, especially for you,— 
an apple pie! 

However, once more you’re lucky and 
Min, despite her over-taxation, once 
again makes a futile attempt to comply. 
Down comes that old combination—gas 
pliers and screwdriver—a relic from the 
days of Grampa! Now, you’re hot! And, 
in a mixture of indignation and hot- 
headedness, you bellow up to Min an 
exact and detailed request for the “six- 
inch black handled screwdriver in the 
middle compartment of the center 
drawer in the kitchen table”. 

The repercussions expelled between 
you and Min, in the scene that follows, 
are well known to all of us. Neverthe- 
less, I am sure you will agree that the 
outcome will find the final speaker say- 
ing, almost verbatim, these words: 

“Why didn’t you ask for that in the 
first place and, as long as you knew 
where it was, why didn’t you get it your- 

(Continued on page 144) 








Go All-Out For Distributors 


Buyers in southwest oil fields enumerate advantages of 


buying from supply companies; “being near a supply 
house gives you comfortable feeling," buyers report. 


be added to the long list of ac- 

knowledgements for the advan- 
tages of buying through distributors. 
The applause, this time, is heard from 
the oil fields of the great southwest, 
in the April, 1947 issue of The South- 
western Purchaser. The article, 
“P.A.’s Cite Advantages Of Buying 
Through Distributors,” introduces opin- 
ion by five top-flight purchasing agents, 
and all of them agree that “living near a 
supply house gives you that comfortable 
feeling.” 

The five were in agreement, too, on 
the whys and wherefores behind that 
opinion. H. R. Hansen, purchasing 
agent for the Superior Oil Co. in Hous- 
ton, thought supply companies simpli- 
fied buying problems and in the oil 
field areas, he admitted, such prob- 
lems were many. The major problem 
with oil deposits has always been that 
they are most often discovered in out- 
of-the-way places. Yet modern methods 
of drilling and production require 
many supply items, and if it were not 
for the fact that supply companies 
make it a practice to erect stores in the 
general vicinity of most oil fields, espe- 
cially during the development stage, 
drilling contractors and producing 
companies would be out on a long, thin 
limb. 

But convenience is the least of the 
distributors’ services, said Mr. Hansen. 
In addition, they provide engineering 
advice during the installation of new 
equipment; they can, if required, make 
rush deliveries out to the drilling rig; 
they purchase special materials and, in 
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general, they render services that would 
be greatly missed if removed. 

“From the standpoint of a purchasing 
agent,” Mr. Hansen confessed, “it is 
dificult to arrive at any conclusion 
other than that the procurement prob- 
lem is greatly simplified by the existence 
of supply companies with their con- 
veniently located field stores.” 


Field Stores 


The keynote of the distributor func- 
tion is “service.” That’s how A. T. 
Johnson, Jr., purchasing agent for the 
United Gas Corp., Houston, feels about 
the importance of the supply house. 
Distributors are earnestly interested in 
their customers’ business, and the 
closer the tie between the supply house 
and the customer, the better the service, 
he said. 

Mr. Johnson goes along with Mr. 
Hansen in his opinion that field store 
locations are one of the important ele- 
ments in distributor service. Quite 
often, he recalled, emergencies had oc- 
curred where many precious hours were 
saved because repair equipment had 
been secured from a field store located 
adjacent to the customer’s operation. 
Quite often, too, it resulted in lower 
costs to the customer due to the elimi- 
nation of individual item purchases. 
“From all angles,” Mr. Johnson con- 
cluded, “the part played by a supply 
house is one of vital importance to our 
area.” 

D. F. Colbath, purchasing agent for 
the General Electric Supply Corp., 
Dallas, has definite ideas about the 
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distributor’s significance to the south- 
west. From the manufacturer’s point 
of view, Mr. Colbath observed, the dis- 
tributor is the knob on the telescope 
that brings the wants and needs of the 
buyers into sharper focus. From the 
point of view of the buyer, the supply 
man functions as an advisor, a source 
of information always available and al- 
ways to be relied on for aid in meeting 
production and operation problems, par- 
ticularly on the smaller business level. 
Successful and profitable operation of 
small businesses often depends on the 
immediate and ready supply of a variety 
of smaller items at low unit cost, and 
small businesses find that supply in 
their distributor. 

Distributors in the southwest proved 
their value long ago, according to E. E. 
Graham, purchasing agent for Reed 
Roller Bit Co., Houston. “If it had not 
been for our friends, the supply compa- 
nies,” Mr. Graham confesses, “I do not 
know, frankly, how most of us buyers 
would have made the grade during war- 
time. And it still is quite convenient 
to pick up the phone and place an order 
with local people who have contacts all 
over the country.” 

“A good buyer,” Mr. Graham con- 
tinued, “is interested in obtaining qual- 
ity goods at a competitive price with a 
satisfactory delivery and with satisfac- 
tory service. In my opinion, a good 
supply company offers all these things.” 

When asked to give his opinion re- 
garding distributors, J. D. Brown, for 
the past twelve years purchasing agent 
for the General American Oil Co., of 
Texas, expressed himself simply and 
to the point: “What if we didn’t have 
them!” was his first thought. “That 
is the best way I know of bringing out 
the fact that the oil field distributor is 
a godsend to the oil business.” 














Typical pumice brick yard plant serviced by Bearings Supply Co., Fresno, Calif., to aid growing industry. 


Making Friends of New Industries 


could sell five times as much as it 

is selling currently if all supplies 
were available, according to Ed Par- 
rott, assistant manager of the Bearings 
Supply Co., Fresno, Calif. Under such 
conditions, the temptation to sidetrack 
development of new customers is great. 
Mr. Parrott, however, believes it is an 
excellent time to bend every effort to 
serve any new industry and help it 
get on its feet. Such service will be 
remembered by the new customers, Mr. 
Parrott pointed out, when conditions 
change and competition grows keener. 

A sample of Bearings Supply’s enter- 
prize in developing customers in new 
industries, is its activity among manu- 
facturers of pumice brick and tile for 
building purposes. When it was learned 
that pumice can be mixed with cement 
to make a concrete building brick, 
scores of such plants sprang up in Cen- 
tral California where there are large 
deposits of pumice. Pumice brick are 
only half the weight of those made of 
sand and concrete. Being light, the 
pumice bricks are handled easily with 
low transportation and laying cost. They 
also possess good heat insulation char- 
acteristics. 

The plants range from small to very 
large. There are others already financed 
and ready to enter the field as soon as 
materials and equipment are available. 
Such plans require a variety of equip- 
ment and supplies handled by the in- 
dustrial distributor. This includes ball 
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Mixer and molder units need belts, pulleys, motors, chain and sprockets, 
lubricants, bearings and other industrial supplies. 


and roller bearings of all types, chains 
and sprockets, belts and pulleys, motor- 
ized gear reducers, roller conveyors of 
considerable length as well as hand 
tools, grinders, lubricants, portable elec- 
tric tools and general maintenance sup- 
plies. 

A typical Bearings Supply customer 
is the Grey-Stone Pumice Tile Co., 
Fresno. It is regarded as a small to 
medium plant with a capacity of 3,000 
large size (4-in. by 8-in. by 12-in.) tiles 
per day. The pumice is obtained at 
Friant, Calif. where it is ground and 
processed at the mine. The pumice is 
dumped at the brickyard and elevated 
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by a cup belt elevator to the mixer plat- 
form above the molds. It is mixed with 
cement and water and the mixture is 
fed to the molding platform by a steel 
funnel. After the tiles are formed, they 
are laid on pallets and transported to 
all parts of the yard by roller conveyors, 
the longest haul being about five min- 
utes. 

The tiles are then piled in tiers five 
feet high, and allowed to stand 24 hours 
for the initial set. They are then cured 
under water spray for five days, and 
four weeks without water. At this time 
they have taken 90 percent of the total 
set and are ready for the market. 
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G. R. Semans, manager of industrial sales, places card 


listing back orders, on empty shelf. 


All back orders for these bushings are listed chronologic- 
ally on this card showing sequence to be followed in 
filling orders upon receipt of merchandise. 


Cards on stock shelves or bins inform 






order clerks of proper disposal of back- 


order merchandise and where surpluses 


are kept to save time and motion 


be sure, when he receives a ship- 
ment of an item for which he 
has a stack of accumlated back orders, 
that these orders will be filled first 
and in proper sequence? Ordinarily, 
the solution to the problem has been 
worked out through perpetual inven- 
tory records. A list of back orders 
is maintained for each item in the in- 
ventory record. The receiving slip of 
goods received must be posted in the 
inventory record. At this point of 
processing the invoice or receiving slip 
—the point of posting the shipment re- 
ceived to the inventory record—many 
distributors check the card to see how 
many and whose back orders are wait- 
ing for the item. Steps are then taken 
to fill as many of the back orders as 
possible from the merchandise re- 
ceived. This takes time, from one to 
three days between the time that the 
goods are received and the time that a 
back order is filled. 
Wherever a firm does not have a 
perpetual inventory record, the meth- 
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ods by which the back order demand 
is checked, are more complicated and 
time consuming. A list of items called 
for in back orders is used as a check 
against coming invoices or in some 
instances, a check of the back order 
file is made upon each receipt of mer- 
chandise from suppliers. 

Although Chandler-Boyd Co., Pitts- 
burgh, Pa., distributor of stainless steel 
and industrial supplies, employs a per- 
petual inventory system, officials have 
learned through experience that a 
check of inventory cards for back or- 
ders was not always productive of the 
best results. According to G. R. Se- 
mans, manager of industrial sales, 
many new orders for an item in great 
demand were being filled before the 
back order list in the inventory record 
could be checked. This was possible 
for several reasons. A salesman pass- 
ing by a recently filled bin would recall 
that several of his customers were wait- 
ing for the item and would take steps 
to have them delivered immediately. An 
order clerk, anxious to display initia- 
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STEPPING UP 


tive, would fill some orders he knew 
about. Call orders might deplete the 
bins also. 

Moreover, an analysis of the situation 
revealed that checking for back orders 
through the inventory record involved 
considerable waste motion. Upon re- 
ceipt of merchandise, employees would 
fill the stock bins and store the surplus. 
When the item was checked for back 
orders and the orders were released, 
the employees would have to reassemble 
the distributed items to fill the back 
orders. In short, Mr. Semans said, some 
improvement on the system was needed. 
The problem was: (1) to cut down the 
time lag between the receipt of mer- 
chandise and the filling of the back 
order; (2) to guard against new orders 
taking precedence over back orders in 
filling, and (3) to minimize time and 
manpower expended in distributing 
and shipping. 

The solution was found in a short- 
cutting of the inventory record check on 
back orders each time a new shipment 
was received. The short-cut was not 
designed to eliminate the check of back 
orders in the perpetual inventory rec- 
ord but to facilitate the filling of back 
orders and insure their disposition in 
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This is the type of tag used by Chandler-Boyd Co. to 
indicate where surplus stocks of item are stored. 


Mr. Semans points out how surplus card is tacked to 
side of shelf where it can be seen readily by order clerk, 
Although the shelf is empty, the order clerk or stock- 
room attendant can read the tags to find out if there 
are surplus stocks and where he can find them. 












BACK ORDER FILLING 


proper sequence—oldest orders first. 
The customary check is made in the 
inventory record but this serves mainly 
as a double-check to insure back orders 
being filled properly. Under the new 
system, several back orders may be 
filled and shipments sent on their way 
to the customer before the double- 
check is made in the inventory record. 
The new method is relatively simple, 
involving a little additional work in 
listing back orders on separate cards 
and then keeping these cards up-to- 
date. This is compensated for by the 
speeding up of deliveries to back order 
customers, the filling of back orders 
in proper sequence, and savings in 
time and manpower in distributing and 
shipping merchandise on back order. 
Chandler-Boyd lists all back orders 
for a given item on a 4 by 7-in. card 
which was designed and printed spe- 
cially for the new system. A card is 
made out for each item for which there 
is one or more back orders on file. The 
title and description of the item is 
copied on the top of the card from the 
inventory record card. As an example, 
certain bushings would be listed on the 
inventory record card as “44 by % Blk. 
M. S. Bushings.” The card would be 


titled similarly to keep the identifica- 
tion of that particular item uniform. 

Under this title, are printed instruc- 
tions to the order clerk or anyone look- 
ing for this particular item in the bin 
or on the shelf: “When this stock is 
replenished the following orders should 
be filled first.” Then the order num- 
bers, dates of orders, customers’ names 
and amounts are listed in four col- 
umns underneath. There is room to 
list 20 back orders on each side of the 
card which is printed on both sides. In 
the event that more than 40 back orders 
for a single item are on file, two cards 
are used. When all the back orders 
are listed on the card, it is placed in 
the bin or on the shelf where the item 
is stored normally. There is a hole 
punched in the top center of the card 
to permit it to be hung on a nail in a 
conspicuous place. 

During normal operations, when a 
shipment of any item is received the 
bins or shelves, on which this item is 
stored, are checked to see if a sufficient 
quantity is on hand in the stock room. 
If the shelf or bin is not full, it is re- 
plenished by additional units taken 
from the shipment. The surplus is then 
stored in the room allotted to surplus 
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storage. If the shelf or bin is full, the 
shipment is transferred immediately to 
the surplus room. 

Meanwhile receiving 
voices are sent to the inventory clerk to 
enter the quantity received into the 
inventory record. When back orders 
first became a problem, the practice of 
keeping a list of back orders for each 
item in the inventory card was adopted 
by Chandler-Boyd. By the time the 
merchandise receipt was processed 
through the inventory record and a 
check of back orders made, the ship- 
ment would been distributed 
either on the shelves or in the bins or 
placed in the surplus room. Filling the 
back orders then would require the 
undoing of the stock clerk’s work in 
distributing the items. Call orders or 
salesmen, in the meantime, might de- 
plete the stocks. 

By placing a list of the back orders 
on the shelves or bins, Chandler-Boyd 
is assured that these orders are filled 
in their proper sequence as soon as a 
shipment of a delayed item is received. 
Before distributing any newly arrived 
goods, the stock clerk checks the bins 
or shelves for the back order list, and 

(Continued on page 136) 
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The house that good will built, on the western edge 
of Hartford. Personnel and executive offices are on 


Everyone shares In the annual bonus, Including Claire 
Valente, Connie Tordonato, Gertrude O’Grady, Cecile Eddy, 
Arline Bergendahl, Betty Langan, Priscilla Pike. 


“Employee Relations” 


sounding phrase that has come 

to mean different things to many 
people. To Gilbert Silliter and Harold 
Holden, distributors in Hartford, Conn., 
“Employee Relations” means only one 
thing—friendliness. 

They admit it isn’t the school-book 
definition. But the people of Silliter & 
Holden never did go by the book, nor 
by a long list of company rules and 
regulations. 

Both Gil Silliter and Hal Holden were 
determined from the first to provide the 
best working atmosphere they could 
achieve for their employees. They had 
both been through the mill themselves. 
They had seen, first hand, the condi- 
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tions under which some of their fellow 
workers had had to do their job. When 
they combined their business talents 
and distribution “know-how” and 
opened their own place, they had defi- 
nite ideas about how to foster employee 
morale. 

One of the measures of their success 
can be found in their small employee 
turnover. Since 1935, only four of the 
staff have left the company, and one of 
them was a girl who married. Absentee- 
ism? It’s never been a problem, and 
in the war years, when others com- 
plained about war plant raids on per- 
sonnel, not a single employee left Silli- 
ter & Holden for the greener pastures of 
war work. 
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the left side of the building; display room and the stock 
area are on the right. 





Learn more to sell more. Bob McClure 
and Al Messenger “boned up” on that 
grinder to learn what it can do. 


Another pleasant tradition that has 
contributed to the company’s success 
with employee relations is the fact that 
employees are kept fully informed of 
the company’s financial condition and 
of its progress. They are advised be- 
forehand of monthly sales goals, so 
that each has the feeling of individual 
responsibility for attaining that goal. 
Suggestions for improving operating 
methods are always in order, and Sil- 
liter & Holden’s people produce many 
original, aggressive ideas about the ways 
and means of getting around corners. 
Their suggestions take the form of new 
methods for handling and storing stock, 
or a simplified order schedule, or an 
improvement on office procedure. But 
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Harold Holden and Gilbert Silliter found the key to 
successful employee relations in friendliness. 


Simplified jobs mean efficiency. Wheels be- 
hind p. a. W. J. McElroy lie flat to preserve 
edges, ease inventory count. 
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New employees like Ross Holt find it easy to 
get acquainted among amiable people. 





No time out for beefing sessions, no reason for them, 
say Vince Stigliano, Harry Tully, Alec Fawcett and 


Wm. Arseneaux, warehouse manager. 


Mieans “Friendliness” 


a walk through the plant, from one end 
of the L-shaped building to the other, 
won't turn up a single “Suggestion 
Box.” To Messrs. Silliter and Holden 
“Suggestion Boxes” are just another 
unnecessary gimmick, cold and imper- 
sonal, a poor substitute for the good 
will of daily contact. 

They believe implicitly in that idea. 
They live it every hour of their work- 
ing day. Their office doors are seldom 
closed, and signs of an unusual friend- 
liness are in evidence throughout their 
modern, well-appointed supply house. 

They built their present place in 1942, 
a one story brick and glass-brick build- 
ing with wide windows and a wide front 
door. They built it from their own de- 


sign, out of the same sense of obliga- 
tion to their employees and customers 
that marks their daily relations with 
them. Sunlight streams into the build- 
ing, and fresh air. Fluorescent lighting 
overhead burns brightly for the few 
people who may have to stay after 
hours now and then, which happens 
only rarely. The atmosphere is cheer- 
ful; the young girls at their separate 
desks smile often, and with good reason. 
encouraged to 
bring their business and personal prob- 


For employees are 


lems to management, and they have 
When members 
of the staff fall ill they are paid until 


not hestiated to do so. 


they recover. In one case a girl was out 
three months, yet every weekend some- 
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one called at her home with her full 
salary check. And, of course, there are 
the usual traditional business practices; 
two weeks vacation with pay, a 
Christmas bonus, etc. 

The Christmas bonus takes the form 
of a profit-sharing plan in which all em- 
ployees participate, even salesmen. The 
annual Christmas party is featured by a 
dance in the display room and to insure 
that no one need play host, caterers are 
engaged to serve dinner and refresh- 
ments. 

The men of the company have a 
bowling team in the municipal league. 
Twice during each year the men gather 
for a weekend picnic at Mr. Silliter’s 

(Continued on page 213) 
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Customer Knowledge 
Is Ace Selling Aid 





Study customer operations if you 
want to sell industrial supplies is 
the advice of Beta Coker, veteran 
Jacksonville, Fla. salesman. 


ONE OF THE BEST points in selling, in 
the experience of Beta Coker, who has 
been with J. G. Christopher Co., Jack- 
sonville, Fla., for 25 years, is to learn 
something about your customer, his op- 
erations and the condition of his equip- 
ment. “With this information as a 
background, and full knowledge of the 
equipment and products you are sell- 
ing, you can render real service and win 
a permanent customer,” Mr. Coker said. 
“T never miss the opportunity to sell 
the service policy of the firm and I 
always follow up inquiries and special 
situations to insure good service.” 

Mr. Coker was price clerk for his 
firm for a number of years, and his 
experience as such has been invaluable 
in his sales work. The fact that he 
can give spot prices on a large number 
of items always impresses customers. 

“T generally take some particular 
item from stock with me on the road 
so that I can give a demonstration to 
customers,” Mr. Coker declared. Such 
a demonstration wins customer confi- 
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SALES TIPS oom SALES MEN 


dence and gets him interested in your 
line, he added. 

One sure way to a sale, in Mr. Coker’s 
opinion, is to follow up any hint from a 
customer as to a particular product he 
may want. He says once he gets a hint, 
he searches the stock and, if not avail- 
able, he writes the manufacturer and 
then informs the customer as to its 
availability, shipment and price. Gen- 
erally, Mr. Coker stated, this one favor 
for the customer will lead to continuing 
orders. 


Regularity of Calls 
Assures Service 





The valve held by Ed Garvin, Som- 
ers, Fitler & Todd salesman, will 
be a subject of discussion with one 
of his customers. 


ONE OF THE MORE RECENT additions to 
the sales staff of Somers, Fitler & Todd 
Co., Pittsburgh, Pa., is Ed Garvin. Mr. 
Garvin is 29 years old. He spent 22 
months during the war with the Air 
Transport Command as a navigator. 


_ Prior to his war experience, Mr. Garvin 


was associated with the Gates Rubber 
Co. for four years, as a factory repre- 
sentative calling on distributors of in- 
dustrial supplies. Before joining the 


Gates Rubber Co., he had worked on 


MILL SUPPLIES @ JULY, 1947 


different engineering jobs for five years. 
He is a graduate in mechanical engi- 
neering of the University of Pittsburgh. 

There is no magic formula for suc- 
cessful industrial supply selling, accord- 
ing to Mr. Garvin. It requires a com- 
bination of talents and capabilities de- 
veloped by the individual salesman from 
his experience and by his thinking. 
There are any number of methods used 
by salesmen to build up good accounts 
and to keep them by proper service. 
One of the best, Mr. Garvin has learned, 
is regularity of calls. By calling on 
an account regularly, the salesman de- 
velops familiarity with customers, pur- 
chasing habits, plant personnel, plant 
requirements, plant potential and plant 
developments—all valuable data in mak- 
ing sales. 

Mr. Garvin’s method of insuring reg- 
ular calls is simple and flexible. He 
uses a notebook to plot out a Week’s 
calls by days. From his own knowledge 
of his territory and accounts, he is able 
to determine the order of calls and the 
approximate duration of each. The 
number of calls per day depends on the 
nature of the calls for the day. He 
reviews the accounts he plans to call 
upon and assigns an objective to each 


.call—product discussion, resumption of 


previously initiated discussions, informa- 
tion, samples, etc. Mere visiting with 
customers doesn’t pay off. Mr. Garvin 
follows the schedule of calls as closely 
as possible but not too rigidly. If sev- 
eral productive calls use up more time 
than he had estimated, he makes no 
attempt to hurry the remaining calls in 
order to finish a day’s schedule. These 
calls are made at the first favorable op- 
portunity during the rest of the week 
when he can devote the proper amount 
of time and attention to them. He finds 
that it is rarely that he does not com- 
plete a week’s calls during the week he 
assigns the calls. The system insures 
the proper allotment of time and sales 
effort to each account. If productive, 
the call is long; if unproductive, it is 
short. 























Designed by Roy Oleson, the heavy pallets 
are made of 60-in. H-beams with 42-in. 
planks bolted in the channels. 
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Pallets Add Storage Space 


From HIs ARMY EXPERIENCE, Roy E. 
Oleson, warehouse foreman, drew an 
idea that has developed into fully 
palletizing the Thomson-Diggs Co., 
warehouse in Sacramento, Calif. 
Virtually all of the heavy packaged 
merchandise is now handled by crane 
on pallets designed by Mr. Oleson. 

The pallets are made in two sizes. 
The heavier ones are made of 60-in. 
H-beams for side pieces with 10 x 2 
x 60-in. planks fitted into the chan- 
nels of the beams and bolted from 
beam to beam. A lighter form of 
pallet is made for handling coils of 
wire netting, etc. Much lighter H- 


beams are used with hoards for bot- 
toms. 

For loading the smaller pallets 
with rolls of netting, a layer of rolls 
is placed on the bottom and then a 
strip of board with a short T piece 
on each end is placed across the rolls. 
The same principle is employed in 
the pipe department. 

Galvanized wire coils being slip- 
pery, Mr. Oleson resorted to making 
right angle triangles of 2 by 4’s. 
Four of the triangles are set on a 
flat and the coils thrown over them. 
As much as two tons of wire have 
been piled on one pallet. 





To store rolls of wire mesh, single strips of wood with 


T bars on the ends are used. 
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Even slippery coils of wires can be palletized by using 
right angle triangles of two by fours. 
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Delegates of Squire Schilling and Skiff, Newark, R. 


Th that refreshes; (left to right) D 
> ee ee Sereeee Se sd 0 Magy dhe sonar Laitiner, W. F. Petervary, and C. Waldie watch for 


(Worthington Pump), Lon Shaw, Walter Kemphert 


(Worthington Pump), Cliff Fleet (New Departure). dubs at the tenth tee. 





J. Knox Menelly was taken by surprise when Hugh No “customer’s game” was played by this foursome: 
Hirshon, president of W. S. Wilson, presented him with Thos. Bryan & Robert Dunn (Dunn & Bryan) and L. 
a watch as a birthday gift. E. Kaler & T. C. Christianson (Wilson). 





B. F. McCreary (left) takes Hardware Trade Associa- Oliver Lachantin (J. K. Larkin), M. T. Townley (Gil- 


tion cup from Bob Mueller as Hal Usher, club presi- bert & Bennett), and Peter Igoe (Igoe Bros.) watch 
dent, and Jack Hansen, ex-champ, look on. the field from the porch. 
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W. N. Dixson (right) was crowned champion at the Among the veteran golfers at Shawnee were Ed Welty 
Eastern Hardware Golf Association tourney. He won (Oliver Iron & Steel); M. R. Peck (McKay Co.) and 
by defeating E. A. Neal. Frank Campbell (Fayette R. Plumb). 
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J. C. “Connie” Smith (Sumnar Belting) and J. S. Van 
Arsdale former president of the New York chapter keep 


cool in the grill room. 





E. A. Hirshon (center), as official greeter, was right 
on hand when M. L. Langel (Osborn) and William 
Green (Starret) arrived. 





Tice Woodcock (Okonite), Jim Bosted (H. W. Mills), 
and Fay Edgerly (National Twist) watch Jack Meehan 
take the first of 116 blows. 
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F, J. Carr (Anderson & Ireland) was on hand to see 
R. W. “Rod” Chamberlain (Stanley Works) tee off in 
the Eastern Hardware outing. 









Outings 


A POWER TRANSMISSION OUTING was staged jointly by 
the New York and New Jersey chapters of the Power Trans- 
mission Council. After golf, baseball and other athletic activi- 
ties were suspended the 161 members and guests attended a 
dinner at which the new officers were announced. 

New officers of the New Jersey chapter are; Louis E. Shaw, 
president; George H. Bower (Meier Andries) vice-president; 
M. J. Bail (Seither-Ellis) secretary and A. J. Schilling 
(Squire, Schilling and Skiff) treasurer. 

New officers of the New York chapter include: John S. 
Young (Quaker Rubber) president; Alexander Haddon 
(Thermoid) vice-president; H. A. Talbot (Bunting Bronze) 
secretary and Wm. J. Browne (Manufacturers Agent) 
Treasurer. 





W. S. WILSON CORP., NEW YORK, was host to 65 “ped- 
dlers” at its annual Joe Zilch outing. The “peddlers,” 
all representatives of manufacturers whose lines the 
distributing firm handles, played golf and cards. After a 
steak dinner, Hugh Hirshon, president of W. S. Wilson, made 
a surprise presentation of a watch to J. Knox Menelly, newly 
appointed marine specialist for the firm. Mr. Menelly, a few 
days before the outing had celebrated a birthday anniversary. 
In addition to the manufacturers’ men, the affair was attended 
by all the executives of W. S. Wilson and all of the firm’s 
salesmen. Additional Wilson pictures are on page 221. 





THE HARDWARE TRADE ASSOCIATION OF NEW YORK 
staged its annual June golf tournament at the Upper Mont- 


clair, C. C., N. J., with a field of 28 competing. B. F. 
McCreary (Carroll McCreary Co.) won the title with a card 
of 87-16—71 after a playoff with Bob Mueller (Minnesota 
Mining). Jack Hansen (Hansen & Yorke), was last year’s 
winner. Other prizes went to Fay Edgerly, low gross for 
members; Dave Stagg, (Patterson Bros.), second low gross 
members; Ed Neal, (Nicholson), low gross guests; A. H. 
Townley, low net guests; Art Van Delft (Holo-Krome), high 
gross members and Jack Meehan, high gross for guests. 
Joe Walker (Buffalo Bolt) was chairman of the golf ccer.- 
mittee, and Hal Usher (Oliver Iron & Steel) served as + ust- 
master at dinner. 


THE EASTERN HARDWARE GOLF ASSOCIATION staged its 
annual tournament at Shawnee Country Club, Shawnee On 
Delaware. Pa. W. N. Dixson, Jr., (Brown-Rogers-Dixon) 
captured the championship flight with E. A. Neal (Nicholson 
File) as runner-up. A feature of the outing was a Calcutta 
pool. In the evening bridge and gin rummy tournaments were 
conducted. The newly elected officers are Stuart A. Russell 
(J. Russell & Co.) president; E. H. Talman (Imperial Knife 
Co.) and J. M. Kennedy (Bigelow & Downe Co.) vice- 
presidents; and H. L. Gilliam, secretary-treasurer. In addi- 
tion to the championship flight, there were ten other flights. 
The winners are listed, along with other pictures of associa- 
tion members, on page 216. 
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Norman H. Balaam, the Kaiser Co., Inc., Los Angeles, Chicago. They are Fred C. Flosi, John L. Robertson, 


gets together with a group from A. M. Castle & Co., 


Management's Responsibilities 


Steel warehousemen, meeting in Los Angeles, urged to 


back American way of living and doing things; Doxsey, 


reelected president, stresses importance of local 


chapters 


try and industry were discussed 

when the American Steel Ware- 
house Association held its 38th annual 
meeting in Los Angeles. Coupled with 
an unusually thought-provoking pro- 
gram was a large and attentive audi- 
ence to receive it. As compared with 
six years ago when the Association last 
met on the Pacific Coast, and when 
there were 257 in attendance, this year 
there were 500 registered. This, of 
course, is explained in part by the 
growth of the A.S.W.A. which has ex- 
panded 60 percent since 1941. 

Walter S. Doxsey, president, in his 
address on the state of the Association 
emphasized that the local chapters now 
face greater responsibility. There are 
various activities for the good of the 
individual members that can be handled 
more effectively by local chapters, Mr. 
Doxsey said, citing as an example cred- 
its, where the members are in a posi- 
tion to exchange information and watch 
the C.0.D.’s. 

He also asked for continued coopera- 
tion in the matter of returns on Associ- 
ation requests for information on ware- 


T: BROAD PROBLEMS facing the coun- 
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house costs. If a company has such 
figures they should be released for the 
good of all, he declared. If a company 
does not have a costing system that will 
enable it to do so, something is wrong, 
he added, and the company will find 
that it is in its own interest to set one 
up. 

Small-order cost was another point he 
emphasized. These costs are mounting, 
and while it is recognized that small or- 
ders cannot be entirely divorced from 
the business, being a factor in good pub- 
lic relations, the ratio is getting out of 
proportion and should be reduced, Mr. 
Doxsey said. 


Labor Relations 


William B. Seymour, Jr., assistant 
vice-president of Joseph T. Ryerson & 
Son, Inc., Chicago, led the program on 
“Labor Relations in the Steel Ware- 
house Industry”. The employer, he 
said, is no longer muzzled so long as 
he does not seek to intimidate. A group 
of members can retain expert counsel, 
where the burden is too much for one 
to carry, he explained, but the group 
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L. W. Westerbeck, George W. Boole. 


should stay away from industry bar- 
gaining. In securing counsel, he ad- 
vised against simply turning matters 
over to some company lawyer. It is 
better to employ a labor lawyer expert 
in the field of labor relations. 

He also said he feels that each indi- 
vidual company should begin at once 
doing something about meeting labor 
union organizers on their own grounds 
in telling the company’s side of the 
story. Union organizers are permitted 
and do talk to the men, saying what 
they wish and influencing them in every 
way possible to advance the union 
cause, Mr. Seymour declared. The 
company should do likewise, in its own 
behalf, except for threats and intimida- 
tion, by talking to groups of employees 
on every possible occasion. In doing 
this, Mr. Seymour declared, the job 
should not be left to men in the lower 
brackets; to be effective, the talking 
must be done by top-flight executives— 
they are the ones that the men want to 
meet and hear. 

Mr. Seymour said his company holds 
small group meetings on safety, work- 
ing conditions, etc., where the highest 
executives do the talking. As such meet- 
ings, he continued, the broader problem 
of the men’s very existence as free men 
is discussed, and they are told simply 
and truthfully what such things as gov- 
ernment ownership, communism, social- 
ism, fascism and all the other isms 














All from the New York area are: Peter Cappio, Bushwick 
O. Grammer and James 


Iron & Steel, Brooklyn; Paul 


ncreasing 


would mean to the laboring men if 
carried out, as affecting their standard 
of living and the ordering of their 
lives. 

Usually, Mr. Seymour pointed out, 
they do not understand what certain 
ones are trying to do to the American 
system of private enterprise; mostly, 
they are anxious to learn both sides 
from someone high in their organiza- 
tion, who, deep down in their hearts, 
they feel they can trust as well as they 
can trust organizers and politicians. 

Therefore, Mr. Seymour suggested 
that all in the audience get back of 
such a movement in their own indi- 
vidual companies, and get their men to 
join a drive to maintain the American 
system. 


American Way Defended 


Reese H. Taylor, president of the 
Union Oil Co. of California, explained 
the motives that prompted his company 
to explain to the people at large why 
American business functions and how, 
the campaign having been conceived as 
the result of experiences in Washing- 
ton during the early part of the war. 

“A lot of people prominent in the 
government had no conception of just 
why the steel industry, the automotive 
industry, the oil industry and many 
others were able to achieve the results 
that awed the rest of the world”, he 


Hudson, Grammer 


A group of Easterners get together. 
Larkin Co., New York; Edward J. Smith, Thomas W. Kiley & Co., Brooklyn; 
Ethel B. Purdy, A. R. Purdy Co., Lyndhurst, N. J., and James M. Mead, 
Joseph T. Ryerson & Son, Inc., Jersey City, N. J. 


said. “Furthermore, many of them did 
not believe, and vocally so, that our 
economic system was any good. 

“In the steel industry, 62 million tons 
of pig iron were produced in 1943; 
almost 89 million tons of ingots and 
castings—more than two and one-half 
times the total production of all our 
allies and more than twice that of our 
enemies. 

“And still a lot of people in Wash- 
ington spent much of their time selling 
the idea that free enterprise was the 
bunk and that the state should take 
things over. The consistency and vol- 
ume of these urgings, which ranged 
from demands for extension of govern- 
ment controls to outright confiscation, 
might have seemed amusing on the 
surface. But the wholly unbelievable 
size and value of the job being done 
by industry under the American system 
should have precluded any serious con- 
sideration of these issues. 

“But these advocates were getting a 
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Dempsey & Hudson, Newark, and 


W. G. Carter, Faitoute Iron & Steel, Newark. 





They are O. A. Lanchantin, J. K. 


hearing, they were being believed by a 
great many people. And they still are. 

“This selling job wasn’t and isn’t be- 
ing carried on by any amateur propa- 
gandists. I think all of us here today 
can name several first rate professionals 
in that field who don’t subscribe to our 
American way and who are doing their 
utmost to sell us a ‘package’ that will 
cure all.” 

In summing up his remarks, Mr. Tay- 
lor said: “Corporations, in the aggre- 
gate, are an enigma to the people. The 
only answers they receive to the puzzles 
of industry and finance are the answers 
given by those who wish to destroy our 
free economy. It is pretty obvious that 
the fault lies right in our laps. 

“Our Constitution specifically states: 
Congress shall make no law abridging 
the freedom of speech or of the press. 
The fact that we have the right to 
champion the system that made this 
country great, makes it our duty to do 
so. We all know that free enterprise 





and freedom of the individual are a 
part of the same system of government 
—that one cannot exist long without the 
other. 

“And yet, so many of us sit silently 
by while the eager opposition builds a 
coffin in which to bury our American 
way of life. The patient is far from 
dead, but only because he has a funda- 
mentally healthy system. He inherited 
this from his forefathers and we of 
industry must see that he keeps it. 

“The Union Oil’s campaign is an al- 
most insignificant fraction of the therapy 
needed—and there are others adding 
their fractions. Little by little, industry 
is seeing and understanding the need 
for this treatment. 

“A public relations effort of this na- 
ture is more than the preparation of a 
few advertisements and their insertion 
in publications. No amount of talking 
is going to sell the people on policies 
and programs that are contrary to the 
public interest. 

“To make any company’s campaign 
effective, it is essential that everything 
that company does will stand the most 
careful scrutiny of the public. Every 
policy established by a company must 
be considered in the light of public in- 
terest. A company cannot have policies 
not in the public interest and simul- 
taneously enjoy good relations with the 
public. 

“This isn’t a job that can be done 
by various business and industrial as- 
sociations alone. However, there is no 
limit to the assistance they can offer. 
They should be the sparkplug. They 
should provide ideas and spur the com- 
panies into telling their stories. 


“Every company has employees and 





F. Ducommun, Ducommun Metals & Supply Co., Los Angeles, is flanked 
by H. P. Shupp and T. S. Ferrell of the American Wholesale Hardware Co., 
Long Beach. 


customers. Most have stockholders, 
suppliers, dealers, transporters, etc. 
These are the people most interested in 
that organization. They form the best 
audience for the story of an individual 
company’s contribution to our economy; 
for they already are familiar with the 
company. 

“In formulating the advertising phase 
of our public relations program, there- 
fore, we decided to talk strictly in the 
terms of the Union Oil Co. When we 
mention profits or wages or the effect 
of capital investment on working con- 
ditions, it means something to our 
employees, customers and others I men- 
tioned. For these people are interested, 
willing to listen. 

“And given the honest facts, I have 
no doubt that the vast majority of the 
American public will react logically and 
intelligently. But they are to be given 
these facts in a form they can under- 
stand and evaluate. 


“There are two fundamental steps 
that must be taken to get our story 
across to the public. 

“First, top management throughout 
the country must realize the vital im- 
portance of this job. 

“Second, the same skill and industry 
that goes into product selling must be 
used to sell the company and the sys- 
tem under which the company operates. 

“Telling our side of the story is one 
of the most important tasks confront- 
ing us today. It isn’t an easy job and 
there are still a lot of business men 
who haven’t awakened to the need. 

“You can’t compromise a principle. 
Either one is for American ideals and 
the American way of doing things or he 
is against them.” So said William A. 
Jeffers, vice-chairman, Union Pacific 
Railroad. “Opportunity is what we want, 
not security,” he added. 

First and foremost, to give a gen- 

(Continued on page 140) 





Walter S. Doxsey (left) was reelected president of the 
A.S.W.A. He’s with Guy P. Bible, Horace T. Potts Co., 


Philadelphia. 
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Southern and Western problems were discussed when 
Frank Pidgeon, Memphis, and E. “Mannib” Jungquist, 


Los Angeles, got together. 
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Three stage set-up fills wire rope orders in double-quick 
time at the Charlotte, N. C. branch of Henry Walke Co. 













































Filling Wire Rope Order in 3 Steps FILLING A WIRE ROPE order at the Charlotte, N. C. 
branch of the Henry Walke Co., Norfolk, Va. 


requires three operations involving unreeling, 
measuring and coiling. Once set up, all three 
operations are conducted. as one with the equip- 
ment used by this distributor. The equipment con- 
sists of a pair of jacks, an axle made of 2-in. steel 
pipe, a measuring machine and a coiler. 

All wire rope reels are stored in the rear of the 
Charlotte branch building near the truck unloading 
area to facilitate unloading. The reels are stood on 
ends to permit ready rolling into position in line 
with the measuring and coiling devices. The reel 
containing the size and type of wire rope called for 
in an order is rolled out and an axle placed in the 
spindle hole. The jacks are placed at the pipe 
ends and are jacked up just enough to permit the 
reel to revolve on the pipe axle. 

The free end of the wire rope is then passed 
through a measuring machine. This device con- 
sists of a metal table on which are two sets of 





rollers. The wire rope passes between these two 
Sylvester Wolbin and Kara Harrs jack up a spool of wire rope sets of rollers which press against the rope. The 
preparatory to filling an order. friction of the wire rope passing between the 
rollers causes the rollers to turn and measure. 
Therefore, measuring begins as soon as the end 
passes between the rollers. 

The end of the rope is then attached to a metal 
coiler. As the coiler is turned, unreeling, measur- 
ing and coiling take place at once. As soon as the 
measuring device indicates the required length has 
been reached, the rope is marked. More length is 
coiled until the mark reaches halfway between the 
measuring machine and coiler. It is then cut and 
the remainder coiled. The coil is freed from the 
coiling device by removing four-guide bars. The 
coiler core is tapered toward the side freed when 
the guide bars are removed. This permits the coil 


of wire rope to be slipped off easily. 





The second step requires threading wire rope between rollers 
on measuring machine which is lined up with reel and coiler. 
The device on the floor at right of machine is a hammer cutoff 
used to cut wire rope. 


George H. Glenn works the coiler on which the ordered length of wire 
rope is wound. When coil is wound, the four guide bars on the tapered 
core are removed and coil is slipped off. 








NEW PRODUCTS 


With sales possibilities 
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Impact Tool 


A NEW UNIVERSAL electric, all-purpose 
impact tool will apply and remove nuts, 
drill, ream, tap, drive and remove 
screws, drive and remove studs, extract 
broken cap screws and studs, run wire 
brushes, do hole saw work, drill brick 
and masonry and drive wood augers. 
Weighing only 6% lbs., the new tool 
has an over-all length of 10% in., a 
free speed of 2000 rpm, and delivers 
1900 rotary impacts per minute under 
load. It runs like any conventional 
electric tool until the resistance to 
spindle rotation reaches a_ certain 
amount. Then a patented mechanism 
converts the power of the motor into 
“rotary impacts” which exert a power- 
ful turning effect. The mechanism also 
eliminates torque reaction to the opera- 
tor, and there is no kick nor twist un- 
der any condition —/ngersoll-Rand Co., 
New York 4.—Mut Supputs, July 
1947. 


Spin Drill 


A new spin drill, with genuine car- 
boloy tip, is reported able to drill the 
hardest masonry with electric, rotary 
or portable drills. The drills range 
in size from *s-in. through 114-in. and 
will be distributed only through jobbers. 
—Arro Expansion Bolt Co., Marion, 
Ohio—Mit Suppuiss, July 1947. 
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Rubber Pad 


MACHINE SANDING of curved surfaces 
(wood, metal, plastics, etc.) is now 
possible with a portable electric sander 
that features a flexible sponge rubber 
pad for easy, uniform work on convex 
and concave surfaces. The pad is of 
special design and faced with a one- 
inch thickness of an oil resistant, cel- 
lular type sponge rubber. The abrasive 
sheet is placed over the flexible surface 
of the pad in the same manner as is done 
with the standard sanding pad. The 
sponge rubber pad will fit all of the 
manufacturer’s portable electric sand- 
ers now in use and takes a 324-in. by 
1014-in. abrasive paper.—Sterling Tool 
Products Co., Chicago 11, Ill—Miu. 
Suppuies, July 1947. 





Hammer Tips 


TEN NEW HAMMERS with hard plastic 
tips, and two with extra soft tips, utilize 
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a revolutionary plastic, known as Nup- 
laflex. They are intended for threads, 
for painted, polished and plated sur- 
faces, and for any parts that would be 
marred, scratched or otherwise dam- 
aged by metal hammers. Tips of the 
same size are interchangeable, so that 
a hard tip and extra soft tip can be 
used on one hammer. They are auto- 
matically locked when screwed into a 
head, but are easy to detach. The new 
plastic is said to be oil and grease re- 
resistant, resists chipping and does not 
crack or flake off under hard blows, 
and recovers its original shape when 
bent, dented or cut.—Plomb Tool Co., 
Los Angeles 54.—Mitt Supp.ies, July 
1947. 








Milling Cutter 


A NEW BI-AXIAL, carbide tipped milling 
cutter, developed for slotting steel, is 
reported performing with exceptional 
results, according to recent production 
tests. Jobs that have been found too 
difficult for the conventional type slot- 
ting cutters, flutter having been en- 
countered, are being handled success- 
fully by the new design. Automatic 
centering and absence of flutter is 
achieved by two axial rake angles and 
negative rake on the blade. This is said 
to eliminate side wear and makes pos- 
sible holding of close tolerances as well 
as increasing the number of cuts per 
grind.—Super Tool Co., Detroit 13.— 
Mitt Suppties, July 1947. 

















PRODUCT 


PAGE NOL 


_ MAIN FEATURE 


MANUFACTURER 





Impact Tool 
Spin Drill 
Rubber Pad 


Hammer Tips 
Milling Cutter 
Shaft Machine 
Strainer 
Solderer 

New Oil 
Center Punch 
Fire Pot 

Hole cutter 
Utility Grinder 
New Cutter 
Hand Truck 
Metal Saw 
Tool Grinder 
Bench Vise 
Fire Equipment 
Pressure Valve 
Electric Motor 
File 

Grinding Wheel 
Arc Welder 
Pressure Pump 
Grinding Fixture 
Conveyor Belt 
Soldering Iron 








104 | Electric drive, all-purpose 
104 | Drills hardest masonry 
104 | Sands convex, 

concave surfaces 
104 | Plastic, replaceable 
104 | Flutterless steel slotting 
105 | Variable speed, flexible 
105 | Overcomes back pressure 
105 | Light weight, close control 
235 | Synthetic, water mixing 
235 | Hand action 
237 | Low pressure, intense 
237 | Simple, stable operation 
239 | Uses abrasive belt 
239 | Two-way jaws 


241 | All-welded steel 
241 | Automatic cutting cycle 


243 | Rough grinds, finishes 

243 | Cuts worker fatigue 

245 | Water fog blanket 

245 | Non-metallic disc bronze 
247 | Half conventional size 

247 | Non-clogging, shear action 
249 | Cooler cutting, cheaper 
249 | Self-powered, one control 
249 | Gas engine driven, portable 


251 | Fast, accurate set-ups 
251 | Higher tensile strength 
252 | Balanced weight 





Ingersoll Rand Co. 
Arro Expansion Bolt Co. 


Sterling Tool Products Co. 
Plomb Tool Co. 

Super Tool Co. 
Wyzenbeek & Staff, Inc. 
Wright-Austin Co. 

Ideal Industries, Inc. 
Machinery Lubricants, Inc. 
Vinco Products 

Turner Brass Works 

Circo Tool Co. 
Porter-Cable Machine Co. 
Manco Mfg. Co. 

Sage Equipment Co. 
Wells Mfg. Corp. 
Bradford Machine Tool Co. 
Zander & Co. 

Bowser, Inc. 

Lunkenheimer Co. 
Fairbanks, Morse & Co. 
Heller Bros. Co. 

The Carborundum Co. 
Harnischfeger Corp. 
Marine Products Co. 

K. O. Lee Co. 
Raybestos-Manhattan, Inc. 
Hexacon Electric Co. 














Shaft Machine 


A NEW VARIABLE speed flexible shaft 
machine frees the operator from the re- 
strictions of fixed speed machines and 
gives him complete speed control of 
a precision shaft which can be in- 
stantly adjusted to any desired speed 
for different sizes of grinding wheels, 
or for any of the many operations which 
require a wide range of speeds. By 
means of an adjustable dial control 
(not a rheostat), the operator can se- 
lect any low speed, such as those cus- 
tomarily used for wire brushing, any 
of the intermediate speeds for sanding, 
burning or grinding, or any high speed 
suitable for resinoid bond grinding or 


for small diameter wheels. Four mod- 
els are available, all with 50 or 60 
cycle, single phase or three phase mo- 
tors—Wyzenbeek & Staff Inc., Chi- 
cago 22—Mi.u Suppuies, July 1947. 





Strainer 


A NEW, 
for steam, air, gas, oil or water is said 
to overcome back pressure through a 
new arrangement of interior surfaces, 
guiding liquids or gases on a course un- 
obstructed by sharp corners or abrupt 
changes in path of flow. The strainers 
are self-cleaning by opening of blow- 
off cock, which flushes grit and dirt out 
of the strainer by line pressure with- 


streamlined Y-type strainer 
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out shutting off the line or removing 
the strainer element. They are suitable 
for use on working steam pressures up 
to 250 psi. and temperatures up to 450- 
deg. F. For use on cold liquid lines or 
gas lines the pressure rating is stated 
as 400 psi.—Wright-Austin Co., Detroit 
26.—Miiv Suppuiies, July 197. 





Solderer 


A NEW MoOpEL electric soldering tool, 


operating on the resistance heating 
principle, is said to heat 20% 
than the conventional type. It has 


(Continued on page 235) 


faster 
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To Sell Nuts and Soltsa— 


YOU NEED THE ANSWERS 


Your sales average on fas- 
teners may not be the nuts 
but don't get hot-headed 
and bolt the business. Test 
your fatigue strength on 
these questions, then turn 
to Page 148 for the an- 
swers. 


QUESTIONS: 


1. A chain, they say, is only as strong 
as its weakest link. A bolt is only as 
strong as (a) the root diameter of the 
threads (b) the pitch diameter (c) the 
average or mean of its root and pitch 
diameters? 

2. Can you define (a) the tensile 
strength of a bolt? (b) the fatigue 
strength? 

3. Cold working will (a) increase the 
tensile strength of steel bolts (b) de- 
crease their tensile strength (c) have no 
effect whatever. 

4. Machine bolts and cap screws are 
similar in appearance but they do have 
important differences. Can you name 
three? 

5. One thing common to cap screws, 
machine screws, bolts and studs is that 
they are all tightened (a) by hand (b) 
by a screw-driver (c) by a wrench. 

6. In “brittle breaks” of bolts, which is 
more prone to rupture, the head or the 
thread? 

7..In Wighly loaded bolts and studs, 
faflure in service usually is due to one 
of four factors (a) bolt design (b) bolt 
fabrication (c) bolt material or (d) ? 
8. There are two types of thread most 
generally used on fastening devices. Can 
you name them? 

9. How are they different? 

10. The most important element of a 
nut is the tapped hole. Do you know 
why? 

11. All other things in the fabrication 
of a nut being equal, what factor will 
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largely determine its stripping strength? 
12. Bearing surface of a nut means (a) 
the surface of thread which bears the 
burden of stress (b) the surface of the 
nut that comes in contact with the work 
(c) the surface which accommodates 
the wrench. 

13. The free thread between the head 
of a bolt and the nut is said to deter- 
mine the endurance strength of the 
parts. It should be (a) twice the thick- 
ness of the nut (b) half again as thick 
(c) of equal thickness? 

14. How would you define a properly 
tightened nut? 

15. What is most likely to happen to 
the bolt if the nut is insufficiently 
tightened? 

16. Bolt endurance (a) increases as 
stress range increases (b) increases as 
stress range decreases (c) is not af- 
fected by stress range. 

17. Hot pressed nuts are usually cov- 
ered by a black oxide scale to (a) make 
them look prettier (b) make them 
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blend with the surface against which 
they are to be fastened (c) aid in com- 
batting milder types of corrosion. 

18. Hot pressed and cold punched nuts 
are most commonly used where rough 
finished surfaces are to be held together. 
What type nut would you recommend 
where machined or finished surfaces are 
to be held together? 

19. There are eight elements that must 
be considered in measuring screw 
threads. Can you name five? 

20. What are the two most common 
methods of making threads on headed 
products? 

21. What is “thread rolling”? 

22. What are its advantages? 

23. What are the two main disadvan- 
tages of thread rolled bolts? 

24. In what way is the double thread 
screw different from the single thread 
screw? 

25. How does the Class 2 fit differ from 
the Class 3 fit? 
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VERY plant has them—tedious, 

time-consuming jobs involving 
the cleaning and finishing of small 
parts and assemblies. Little jobs in- 
dividually, but collectively costly 
operations that have an important 
bearing on the price tag of the fin- 
ished product. 


Scores of companies have adopt- 
ed brushing as a solution to these 
small job headaches. A typical ex- 
ample is the West Pullman Works 
of the International Harvester Com- 


WORLOTS LARGEST 


pany, Chicago, which is devoted to 
small parts production for their 
wide line of farm equipment. Illus- 
tration No. 1 shows a special holder 
fitted with Osborn Situft brushes 
which removes burrs from terminal 
inserts inside tractor motor distrib- 
utor caps. These inserts are almost 
impossible to reach by hand yet the 
job takes only seconds by brushing. 


Removing varnish from magneto 
rotors and smoothing sharp edges 
with an Osborn brushing wheel is 


pictured in Illustration No. 2. And 
the little 2-inch Osborn brush 
shown in Illustration No. 3 cleans 
the secondary leadout of mag- 
neto coils. 


Yes, they are little 
savine- 


rices- 
sion proc’. als analy- 
say the word—soon. 


THE OSBORN MANUFACTURING COMPANY 


5401 Hamilton Avenue 


ANUF ACH WRG ar 
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BRUSHES FF Oe 


Cleveland, Ohio 


'NDUSTEF 





THE SALES INDICATOR 








SIZE OF AVERAGE ORDER 


120 
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Supply Sales Trends 


THE SALES INDICATOR—Supply sales in May fell to 362 on 
the index, a 16-point decline from the year's high of 378 
reached in April. The number of working days in May was 
26, equal to April despite the Memorial Day holiday. The 
size of the average order fell off in May to $38.65; orders 
per working day were five less each day than the April 


May were 15, the same number as in April. Sales declined 
only in the North Atlantic states, all other sales areas 
showing gains, the largest being registered in the Western 
and Pacific Coast groupings. Both the South and the Pacific 
Coast reported gains in the volume per salesman, although 
the size of the average order in those areas fell off from the 


figure of 109, and only average sales per salesman showed April figure. 
@ rise, up to $17,400. Orders per salesman per day in 


Order per Volume Size of Order per SALES AREA STATES” © 


Sales Salesman per Average Working 

Area Indicator perDay Salesman Order Day 
North Atlantic Apr. 428 14 $17,500 $42.90 102 
May 381 15 16,000 41.00 101 

Southern Apr. 368 15 $17,300 $38.42 117 
May 368 15 19,950 37.40 114 

Nerth Central Apr. 304 14 $18,600 $48.80 102 
May 309 15 16,300 28.25 107 

Western Apr. 427 — $13,230 _ om 
May 490 _ 17,400 _ - 

Pacific Apr. 455 15 $9,600 $25.50 151 
May 470 18 14,450 18.25 _- 
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HIGHLIGHTS ON THE OSTER NO. 422 POWER VISE STAND 


Fer Ditibuiws Sabesmen 








No. 422 "Power Visé Stand” con- 
verts hand tools to power tools for 
threading, cutting, reaming pipe, 


No. 502 “Pipe Master," the lowest 
priced complete, portable power 
pipe machine on the market. 





No, 562 "Tom Thumb," another 


Oster portable power pipe machine 
designed for speed and accuracy. 





(-_ 


No. 531 "Jom Thumb," rotary die- 
head type designed for threading 
bolts, rods, studs, pipe, nipples, etc. 





No. 572 “Rapiduction Junior" .. , 

floor type power pipe machine 

for production threading of the 
smaller sizes. 





Oster “Rapiduction” floor-type, 
high speed, high production thread- 
ing machines. Made in three sizes. 







Oster "Wilco" power threading 
machines designed for maintenance 
and production threading. Two sizes, 


Oster No. 300 Series general purpose 

threading machines with revolving 

die-head and open type vise. 
Three sizes. 


No. 542 "Rapiduction Junior” with 

revolving die-head and open type 

vise. Handles wide variety of 
threading work. 


UM I 

















Every man who threads pipe with hand 
tools and muscles is a prospective user 





Have YOU ever thread, cut and reamed 
pipe with hand tools, using your own 
muscles for the work? There's no better 
"sales training" for selling the Oster 


No. 422 Power Vise Stand! 


This light weight, strongly built, low cost 


unit eliminates the muscle-straining, back- 
breaking work and does a more uniformly 
accurate job of threading, cutting-off and 
reaming pipe in much less time than it can 


be done by hand. 


“Made to Go Places!” 


When you start selling the Oster Power 
Vise Stand, you quickly discover that every 
sale leads to more and more sales. Get 
just one unit in a factory maintenance 
crew or with a contractor and the machine 
does your selling from then on. Owners 
soon discover that they can't afford NOT 
to equip their men with enough Oster Power 
Vise Stands to keep hand threading down 
to a minimum. 


of the Oster No, 422 Power Vise Stand. 


Range of the Machine 


Standard range of the Oster Power Vise 
Stand is !/" to 2" pipe. When connected 
with a special, universal drive shaft, the 
machine has ample power to drive geared, 
receding die-stocks for threading pipe 
from 2!/," to 6" inclusive. 


Regular Equipment 


The Oster Power Vise Stand is equipped 
with |/, H.P. universal, reversible, variable 
speed motor of the geared head type and 
switch for 110 volt, light socket operation, 
either A.C. single phase or D.C. (220 volt 
furnished at no extra cost if required). 
Front gripping chuck; rear centering chuck; 
two carrying arms; feet for front legs; uni- 
versal, vise mount plate; and | quart of 
BESTOIL cutting oil. (Customer can make 
the four legs from standard |" pipe and 
use his own vise or those items can be 
supplied at slight extra cost.) 


Write for Bulletin "LIST NO. 22-A" 


THE OSTER MANUFACTURING COMPANY 


2041 East 6Isi Street °*- °* 


Cleveland 3, Ohio, U. S. A. 





for faster, better threading 
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VOLUME PER SALESMAN 





























ORDERS PER SALESMAN PER DAY ~ 
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Keeping Up with Business 


Wholesalers See 
Poor Prospects 


Wholesalers as a group are more 
pessimistic about business prospects for 
the rest of this year than any other 
class of businessmen, according to a 
questionnaire sent out for the Congres- 
sional Joint Committee on the Economic 
Report by Dun & Bradstreet. Of 39 
leading wholesalers who replied to the 
questions asked about economic con- 
ditions and policies, two-thirds expect 
that sales during the second half of 
1947 will fall below those during the 
same period of 1946. 

Most of the wholesalers are con- 
vinced that the level of profits in 1947 
will be lower than in the preceding 
They think, too. that profits as a 
percentage of sales will be lower. (Only 
among all other 
groups are as pessimistic about profits. ) 
The wholesalers are worried, too, about 
inventories. More unanimously than 
any other business group they expect 
high inventories in the latter half of 


vear. 


retailers business 


this year. 


Industrial Machinery 
Second In Sales Abroad 


We are now exporting 25 percent of 
our estimated production of machine 
tools, according to official government 
reports released recently. Industrial 
machinery is, in fact, second only to 
grain and grain products in sales 
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abroad, with Canada and France the 
largest buyers. 

Machinery sales, principally of metal- 
working machines, construction equip- 
ment, engines and turbines, and mining 
equipment, are now running at a rate 
of about $1,200,000,000 a year. Other 
“heavy industry” export sales include 
railroad cars and merchant ships, 
$1,160,000,000; automobiles, $1,016,- 
000,000, double the best pre-war year; 
and _ steel-mill products, $720,000,000, 
triple the best pre-war year. 

How long export sales can continue 
at their present record-breaking rate 
will depend on the capacity of foreign 
nations to pay for U. S. goods and 
services, and their capacity to pay will 
depend on their success in selling their 
remaining assets abroad, or in securing 
further loans from this country. At the 
moment U. S. exports of all kinds over- 
balance imports by about $12,000,000.- 
000. Meanwhile, the dollar wealth of 
foreign nations is rapidly shrinking. 


Steel Companies 
Net Income High 


Net earnings of 5] steel companies, 
which produce approximately 91 per- 
cent of the domestic steel ingot. 
amounted to $264,419.213 in 1946, the 
American Iron and Steel Institute re- 
ports. Last year’s earnings marked an 
upturn for the first time in five years. 

The Institute said that the earnings 
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were 19 percent lower than in 194] 
and 6 percent lower than the 1940 
profits. Although the net income was 
higher, gross revenues last year de- 
clined to $4,811,213,000 from $5,920,- 
466,000 in 1945, a drop of 18.7 percent. 
Strikes in 1946, it was explained, were 
responsible for the decline. 


Box-Car Inquiry 
Ordered By U. S. 


The freight car shortage which has 
plagued commerce for months, limiting 
shipments by rail, has become an anti- 
trust case. Attorney General Tom C. 
Clark has authorized a grand jury in- 
vestigation into alleged restraints of 
trade by certain corporations and indi- 
viduals in the railway freight car build- 
ing industry. 

The action resulted from an investiga- 
tion of complaints that railway freight 
car building companies have entered 
into agreement with each other to fix 
non-competitive prices for freight cars 
built by them for railroads and other 
purchasers, and have allocated prospec- 
tive railway freight car manufacturing 
business among the various companies 
of the industry. 

“From that investigation,” said At- 
torney General Clark, “it appears that 
four freight car building companies 
have in recent years secured approxi- 
mately 80 percent of the freight car 
building business.” 















L usripLate maintains a durable, load 
carrying film at the “Friction Point,” 
which reduces friction, retards progres- 
sive wear and prevents rust and cor- 
rosion. That is why gears lubricated 
with LUBRIPLATE last longer and run 
better. Don’t take our word for it. 
Prove it to yourself. Thousands have in 
every industry. 





LUBRIPLAT E 

nitely reduce fric- 
i wear to a minimum. 
They — power costs and pro- 
long the life of equipment ta. 
infinitely greater degree. “ 
PLATE arrests progressive wear 


Lubricants defi 


LUBRIPLATE 


Lubricants protect machine oer 
against the destructive —_— . 
i This featu 
t and corrosion. , 
a puts LUBRIPLATE for out in 
front of conventional lubricants. 


LUBRIPLATE 


o- 
iconts are extremely e¢ 
oaienl for reason that they 
ssess very long life and a 
put” properties. A little LUBRI- 
PLATE goes @ long way: 


N 
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EVERY SALE GIVES 
MORE TIME FOR SELLING 


Sounds like a paradox but it is not when applied 
to LUBRIPLATE Lubricants. These outstanding Lu- 
bricants are self-repeaters. They have char- 
acteristics that the user does not find in 


conventional lubricants. They possess better 
lubricating qualities. They arrest progressive 


wear, prevent rust and corrosion and last longer. 
After you once get a plant using LUBRIPLATE on as 
many machines as possible, all you have to do is 
to periodically call for the orders that are 
ready and waiting for you. That gives you the time 
to introduce LUBRIPLATE to others. 


And the business you generate is yours, all 
yours. Just as your firm gives you the exclusive 
credit for the sales in a certain area or group 
of customers, so we at LUBRIPLATE give your house 
exclusive territorial or industryrights. Noone 
can cut in on you as long as you are doing a job. 


* * * * * 


The salesman who is working for’an industrial 
supply house that features LUBRIPLATE Lubri- 
cants, has unusually fine opportunity to build 
himself a substantial, steady business. LUBRI- 
PLATE Lubricants are ready sellers. As we have 
said, they are repeat items and that is of utmost 
importance. The unit of sale is large—so well 
worth going after. The LUBRIPLATE Tag Plan pro- 
vides the salesmen with sure-fire leads. The 
company helps you sell with nation-wide adver- 
tising, industrial shows, comprehensive printed 
matter and the services of trained lubrication 
field advisors. 


* se * * * 
The opportunityis there. If yougrasp it youwill 


make good money for yourself now, and in the 
future. 
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INDUSTRIAL PRODUCTION INDEX 


Durable 
mfgrs. 
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Source: Board of Governors of the Federal Reserve System 


Industrial 


PRODUCTION FELL off some in April. The 
index for total production of goods and 
materials turned down two points from 
its March high of 189. The produc- 
tion of durables held at 222, only a 
point below the March figure. Non- 
durables production, however, continued 
its decline from the 177 high it hit back 
in January, down to 173 for April. 
Durables definitely have a solid floor 
of backlog demand under their high 
production levels. Steel, for instance, 
has held at 94 percent of capacity or 
better for several months and scrap, 
that so necessary ingredient in the steel- 
making process, has fallen off a full 25 
percent from its March peak price. 
Capacity demands on steel for at least 
another six months are anticipated, with 
no signs in evidence anywhere of a 
marked downturn. Steel, to many ob- 
servers inside and outside the govern- 
ment, was never in a better situation. 
Steel leaders, however, are somewhat 
less optimistic. Talk is general among 
them that prices may have to be raised 
later this year. A coal strike, they ar- 
gue, is always in the cards, despite Con- 
gressional anti-strike legislation, and 
the railroads still press for another ad- 
vance in rates. Because fuel and trans- 
port costs have always figured largely in 
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Apr.* Mar. Api. 
1947 1947 1946 
Total Production .......... 187 189 165 
Durable Manufactures...... 222 223 190 
Non-durable Manufactures.. 173 175 164 





* These figures are preliminary and subject 
to minor revision on the basis of additional 
data. 





steel prices, they explain, the 2.86 cents 
per pound the industry charges for its 
products will certainly be revised up- 
ward with any increases in coal prices 
and railroad rates. Moreover, many of 
them anticipate an early recession. 

The steelmen appear to be alone in 
their pessimism. The automobile in- 
dustry, ofte of the chief users of steel, 
is currently running close to its sched- 
ule, despite shortages of materials. 
Planned output for the year of 4,700,- 
000 cars seems easy of attainment, bar- 
ring labor troubles or a sudden down- 
turn in the materials situation. Short- 
ages in sheet steel, always a major 
roadblock in the industry’s production 
drive, have kept output at or below its 
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Production 


present high of 75 percent of capacity. 
That problem may be met, however, 
when the steel industry has completed 
installation of its new sheet and strip 
capacity, estimated to add 2,500,000 
tons to present production. But to all 
other pleas for expansion of its ca- 
pacity, including the government’s re- 
cent documented request showing the 
need for an added 10,000,000 tons, the 
steel industry has replied that present 
facilities are adequate, citing its own 
figures to support that contention. 

The soft spots noted here last month 
in the construction industry have wid- 
ened considerably. Supplies are rising, 
lumber prices are weakening, and al- 
lied products like paint, cement, brick 
and tile have begun to appear in quan- 
tity here and there. The informed opin- 
ion is that materials may fall as much 
as 15 or 35 percent before major home 
builders come back into the construc- 
tion market again. Four raw materials 
for the production of essential housing 
items are still high, however; steel, pig 
iron, phenolic molding compounds and 
resins for electrical wiring devices, and 
shop-grade lumber for millwork. More- 
over, they are still critically short, 
despite premium payment plans in- 
tended to stimulate their output. 
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For large, medium or small lines 
.-» for horizontal, vertical or angle 
installations... for 150 lb to 7500 lb 
service .. . stainless steel or Stellite 
trim ... whether you need flanged, 


BIG CHECKS 





Vibration, clatter and dam- 
aging shock to piping are 
eliminated with Edward pis- 
ton-type check valves. In- 
tegral guide ribs, cored out 
for free flow, guide the hour- 
glass disk-piston throughout 
travel to prevent hanging up. 
New flow contours reduce 
pressure loss, increase oper- 
ating efficiency. Built in sizes 
through 14 in. 


AVAILABLE IN HORIZONTAL_m~ ... ANGLE - 


screwed or welding ends—there isan 
Edward steel check valve to meet 
your requirements. Many sizes and 
types are in stock for immediate 
shipment. 





- ++ VERTICAL | 











Edward forged 
steel check valves 
are spring loaded 
to insure quick, 
accurate seating. 
Bodies are 
streamlined. 


A request on your company letterhead wil! bring you an Edward Catalog. 


Exclusive Edward 
disk guide lip aids 
tight seating and 
cuts wear on seat 
and disk through 
momentary thrott- 
ling action. 








For viscous fluids 
or hydraulic serv- 
ice, Edward ball 
checks are ideal. 
Stainless steel 
ball is mated to 
seat. 





SUBSIDIARY OF ROOKWELL MANUFACTURING co. EAST. 
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Edward check valves 
may bedisassembled 
without removing 
from the line. Covers 
are forged steel. 





AVAILABLE IN HORIZONTAL... ANGLE (— ..» VERTICAL | 


Design of small 
Edward checks 
permits use in 
a either horizontal 
or vertical lines. 
Built in sizes 
down to 4 in. 


AVAILABLE IN HORIZONTAL ~~... ANGLE ‘a . ++ VERTICAL | 


SAPO PME ON 






CHICAGO, INDIANA. 


ac he alah Das Sileatband eis 















“Layout and Display" 
Encourages Progress 


Memphis, Tennessee 
THANK you for the reprint of “Layout 
and Display”. 

This certainly is interesting, I be- 
lieve the thing that interests me though 
is to see the general progress that is 
being made by the Mill Supply In- 
dustry. I was a Bond Salesman in 
1916 and 1917, and after the war started 
my mill supply career with Woodward 
Wight and Company at New Orleans. 
They had gone from a ship chandlery 
business to the mill supply business. In 
those days there wasn’t much educa- 
tion of salesmen. You simply bought 
something and sold it and price stabil- 
ization was unknown. Today the mill 
supply business is a leader among busi- 
nesses. Educating salesmen, planning 
new and up-to-date buildings, modern 
handling methods, far sighted coopera- 
tion through mill supply organizations 
and Mitt Suppiies magazine have had 
a big part in this development. 

I hope I have the opportunity to 
put up the kind of building I dream of 
—some day. 


E. C. Blackstone 
E. C, Blackstone Company 


Geod Material 
Always Topical 


Portland, Oregon 
GoING THROUGH our old files we ran 
across a reprint from your Sept. 1937 
issue, entitled “The Guide to Planned 
Selling”. 

Inasmuch as our sales organization 
is practically all new since this was 
printed, we wonder whether or not you 
have any of these reprints still on 
hand. 

This feature that you printed at that 
time was in the writer’s opinion one 
of the best articles you have had in 
your magazine in a good many years. 
Inasmuch as there has been so much 
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time elapsed since this was printed, 
we felt that if you did not have extra 
copies, you might be interested in a 
reprint in one of your future issues. 


L. F. Childers 
Goodyear Rubber & Asbestos Company 


"To Sell..." 
Goes Abroad 


Akron, Ohio 
IN THE March edition of Mitt SuppLies 
there was an announcement relative to 
reprints of questions and answers which 
had been published in the magazine 
during 1946. 

Our distributor in Stockholm, 
Sweden, has requested us to order two 
copies for their use. Will you, there- 
fore, send these to us at your earliest 
convenience, addressed to the attention 
of the writer. 


Ivan C. Alspach 
The Goodyear Tire & Rubber Export 






ters to the Editors 


The readers have their say on this page— 
your ideas on distribution are solicited 


Boon to Salesmen 


Buffalo, New York 
WE HAVE received the booklet “Know 
the Answers”. I thought you might be 
interested in seeing the attached letter 
which was given each salesman with 
his copy of the booklet: 
All salesmen: 

Just arrived—The “Know the An- 
swers” booklet which you have been 
waiting for and I know you will 
drink up the contents from cover to 
cover. 

We owe a debt of thanks to MILL 
Suppuies for their thoughtfulness 
in making it possible for all of us 
to have such helpful information all 
compiled in one handy volume. 

’Tis said that “product knowledge 
means sales” so study the “KTA” 
booklet. It will help you boost your 


sales from now on. : 
' Rex Westerling 








Company Hartfield-Healy Supply Co., Inc. 
- | — 77ST] 
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“Why can't you be like other Mill Supply salesmen—just cell on the buyer?” 
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ARE YOU SELLING ..... 
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Are you making the most of these extra sell- 
ing points? They can get you in where 
you've never sold taps before. They mean 
sure, steady, profitable repeat business. 


Threadwell Taps are sold exclusively 
through mill supply distributors. Threadwell 
advertising directs the tap user to you. 
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THREAD WELL TAP AND DIE COMPANY .- 
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- COLD-TEMPER — deep-freeze treatment at 120° below zero to 


give Threadwell Taps extra hardness without brittleness. 


- "I-dot-ification"” — red dot on the shank identifies cut thread, 


white dot commerical ground, b/we dot precision ground. 


Polished Flutes—reduce danger of chip clogging and breakage. 


- Greaseless Rust-Proofed — to keep them clean, dry and 


shining — never messy and sticky. 
Tap-Capsuled — to provide perfect protection for ground 
threads and make it easy to select the right tap before unwrapping. 
the factory to 


Personal Attention Service — at every 


order, large or small, regular or special. 


[ 


“TAPS Gf DISTINCTION” 








CALIFORNIA OFFICE, THREADWELL TAP & DIE CO. OF CALIF., 1322 SANTA FE AVE., LOS ANGELES 21 


GREENFIELD, MASSACHUSETTS, U. * 
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Consolidation Forms 
Rudel, Carey & Briggs 


Rudel, Carey & Briggs, Inc., New 
York, has been formed by ithe consoli- 
dation of the organizations and interests 
of Rudel-Carey Inc., and Walter D. 
Briggs, Inc. Both of these companies 
have been operating in the fields of 
high speed and carbide cutting tools, 
abrasives and machine tool accessories 
in the New York metropolitan area, 
primarily as exclusive manufacturers’ 
representatives on a distributor basis. 
Office and warehouse of the company 
are located at the former headquarters 
of Rudel-Carey, Inc., 435 Fourth Ave- 
nue, New York City 16. 

Thomas R. Rudel, chairman of the 
board of Rudel, Carey & Briggs, Inc., 
is president of Rudel Machinery Co., 
Inc., machine tool distributors in New 
York and New England. Andrew G. 
Carey, president, formerly headed Ru- 
del-Carey, Inc., and is also a director of 
Carey Machinery & Supply Co., Balti- 
more. Walter D. Briggs, vice-president 
and sales manager, formerly headed 
Walter D. Briggs, Inc. Arthur J. Far- 
ber, secretary-treasurer, had the same 
office with Rudel-Carey, Inc., and is 
secretary-assistant treasurer of Rudel 
Machinery Co., Inc. 

Six sales engineers cover the New 
York metropolitan area, including 
northern New Jersey and sections of 
New York and Connecticut. 

The Briggs organization has main- 
tained for some years a Dealer Sales 
Department headed by Arthur H. Nann. 
Under the consolidation, new lines for 
this department will be added and its 
personnel and coverage increased. 


Gardner-Denver 
Names Lawrence 


L. L. Lawrence has been appointed 
manager of the Gardner-Denver Co. 
branch office in Boston. 

Mr. Lawrence was formerly in the 
New York City branch office. 
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William L. Wahl 


Farquhar Features 
Sales School 


The recent reorganization of sales 
personnel and territory at Farquhar 
Machinery Co., mill supplies distribu- 
tors of Jacksonville, Fla., was featured 
by an unusual “Sales School” intended 
to orient the new additions the company 
has made to its sales staff. 

Intensive courses were given to all 
sales personnel in the fundamentals 
of selling, sales of capital equipment 
and supplies, customer approaches and 
methods of sales demonstration. John 
G. Vaughan, sales manager, directed the 
courses in general sales subjects. In 
attendance also were William L. Wahl, 
company president, James E. Horne, 
vice-president, and R. R. Davis, assistant 
sales manager. 

Prior to the week-long session on 
“Your Opportunity”, the general theme 
of the sales program, manufacturers had 
forwarded samples of their products and 
movie films, which were used during the 
meetings to demonstrate product edu- 
cation and product application. In- 
formal discussions of sales techniques 
and products were also presented by 


executives and manufacturers’ repre- 
sentatives. 
Among the new salesmen who 


attended the daily “classes” of the 
training program -were A. H. Helver- 
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John G. Vaughan 





James E. Horne 


ston, Vernon E. Grimes, Leroy E. Cear- 
nal, Bruce Whittle, Jerome D. Bruce, 
William M. Gailliard, Harold M. Davis 
and Vester W. Duckworth. The com- 
pany plans to add another inside sales- 
man in the near future. 

The new expansion, coupled with a 
recent survey of territories that has 
resulted in reduction of the areas each 
salesman is assigned, is expected to 
provide a more extensive coverage of 
the sales regions served by the com- 
pany. Office personnel and procedure 
have also been reorganized to coordi- 
nate sales activities in anticipation of 
the long-overdue “buyers’ market.” 
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Campaign Can Boost Your Sales 25% 





Questions Like These 
Land Accessory Orders! 
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WHAT ABOUT SOME 
FRESH DISCS 
FOR THIS 

[ SANDER ? 












HOW ARE YOU FIXED 
FOR WIRE WHEEL 
BRUSHES 7 












HOLE SAWS FOR THAT 
NEW DRILL WE'RE 
SENDING You ? 
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Putting extra pressure on accessory sales is a sure-fire 
way to push up your electric tool volume. We have 
tested distributor 
country. The results are always the same! Sales up as 


accessory campaigns across the 


much as 25% when special emphasis is put on 
these highly saleable items! 


You can start right now to get your share of these 
profits . . . by making your store a headquarters for 
Black & Decker accessories. Tie in your whole selling 
force with this campaign . . . outside salesmen, counter- 
men, deskmen. Have them begin checking customers on 
the condition of their accessories. Then, sell your custo- 
mers on replacing worn accessories . . . and filling in 
with accessories they do not have. There’s almost no end 
to the business you can dig up once your campaign 
starts rolling. The Black & Decker Mfg. Co., 617 


Pennsylvania Ave., Towson 4, Maryland. 


LEADING DISTRIBUTORS ne EVERYWHERE SELL 
[Dae 


Bucks Decker 


PORTABLE ELECTRIC TOOLS 
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GILMER SALES POLICY 


This is what the Gilmer Sales Policy offers: 


kL 


ADVERTISED TO YOUR CUSTOMERS 


Gilmer Advertising to your customers says, ‘‘Get 
in touch with your Gilmer Distributor.’”’ This 
advertisement appears in the current issues of— 


FACTORY MANAGEMENT AND MAIN- 
TENANCE « INDUSTRY AND POWER «+ 
MILL AND FACTORY » POWER 


A “buy-through-Distributor” policy; no factory 
sales in competition. 


. A widely-experienced District Manager affords 


frequent direct sales help. 


. Engineering assistance when needed from fac- 


tory power transmission specialists. 


. Distributor protection. 
. Uniform discount schedules. 
. A profit on every sale. 


. Full jobber profit on non-stocking Special Pur- 


pose Belts. 


. Catalogs, direct mail, and national advertising 


in a balanced program. 


. Monthly bulletins from the factory. 
. Stockroom and merchandising aids. 
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Edward J. Forbes 


Nicholson Names 
Forbes & McCullough 


Edward J. Forbes has been named 
west coast manager and William A. 
McCullough, Jr., has been appointed 
representative in charge of upper New 
York State, by the Nicholson File Co. of 
Providence, R. I. 

Mr. Forbes will make his head- 
quarters in Los Angeles, and will su- 
pervise and co-ordinate the work of 
Nicholson representatives in California, 
Oregon, Washington, Utah and Arizona. 
He joined the company in 1936 and 
after a period of sales and factory 
training was assigned to the Chicago 
area. Later he was placed in charge 
of the Central West States and recently 
was transferred to Los Angeles. 

Mr. McCullough will serve customers 
in matters relating to sales, sales pro- 
motion and technical work, and re- 
cently completed a course of intensive 
training at the Nicholson factory. 





William A. McCullough, Jr. 
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Begg Stresses 
Planned Sales Meetings 


The need for proper planning before 
distributor sales meetings was empha- 
sized recently by Herbert Begg, secre- 
tary-treasurer of Squier, Schilling and 
Skif,, industrial distributors of Newark, 
N. J., at a monthly meeting of New York 
district salesmen for all divisions of 
American Chain & Cable Co., Inc. 

During his talk Mr. Begg covered 
many phases of the relationships be- 
tween distributors, distributors’ sales- 
men and manufacturers’ representatives, 
stressing the subjects that should be cov- 
ered at distributors’ sales meetings and 
the importance of follow through after 
such meetings. He also described how 
his company schedules co-operative sell- 
ing with manufacturers’ representatives. 

The meeting was one in the series 
conducted by American Chain & Cable 
as part of their sales training program. 


Johnson, West 
Elected at Lewis Supply 


L. E. Johnson and John E. West were 
elected vice-presidents of Lewis Supply 
Co., Memphis, Tenn., at the board of 
directors meeting held recently in New 
York. The Memphis firm is owned by 
Empire Industries of New York. W. W. 
Lewis remains as president of the com- 
pany. W. N. Cone was elected controller. 

Mr. Johnson and Mr. West have been 
with the Lewis Supply Co. for about 
18 years. Mr. Johnson was general 
manager and purchasing agent, and 
will retain these duties. 

The new steel warehouse the company 
had been erecting, several blocks from 
its main plant, has been completed. All 
heavy steel and iron will be housed 
there, with W. M. Middleton in charge. 


Mill Supply Club 
In Portiand, Ore. 


The formation of a Mill Supply Club 
representative of all the industrial dis- 
tributors in the area, with a constitution 
and by-laws, is now under way in Port- 
land, Oregon. Prominent in the move- 
ment are Fred Holcomb, of Woodbury 
& Co., who is acting chairman, and 
William A. Haseltine, of J. E. Haseltine 
& Co. 

Coverage of the club has not been 
decided as yet, but present indications 
are that it may be enlarged to include 
distributors in the Seattle area as well. 
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Charles F. Schoeneberg 


Schoeneberg Feted 
On 80th Birthday 


Charles F. Schoeneberg, vice-presi- 
dent and buyer of industrial hardware 
supplies, Saginaw Hardware Co., cele- 
brated his 80th birthday recently at a 
banquet staged in his honor by friends 
and business associates. In attendance 
to pay their respects and drink a toast 
to an old friend were officials of Beth- 
lehem Steel, U. S. Steel, Jones & Laugh- 
lin, Youngstown, LaSalle Steel and 
other well-known manufacturers’ repre- 
sentatives. 

“About sixty years ago,” Mr. Schoene- 
berg reminisced in his after-dinner 
speech, “I began with this company 
and earned all of $40.00 a month polish- 
ing stoves. I remember that just before 
Pearl Harbor, in 1941, they had a din- 
ner like this one, and presented me 
with a gold watch. This time, on my 
80th birthday, they have me an easy 
chair. What are they hinting at?” 

Mr. Schoeneberg recalled some of 
the changes he has observed in business 
and business methods in the years since 
1887, and the many improvements in 
working conditions. Specialization in 
every line, he emphasized, has demon- 
strated the need of an intelligent pro- 
gram of sales training. A man who 
has ambitions to become an industrial 
supply salesman, yet lacks some techni- 
cal aptitudes, has a difficult time today, 
he concluded. 


5,000 Attend 
Power Show 


More than 5,000 persons attended the 
annual Power Show of the Power Pipe 
& Supply Co., Passaic, N. J., held re- 
cently in the company’s showrooms. 

Copper, brass, cast iron and stainless 
steel tools and mill, plumbing and heat- 
ing supplies were featured at the ex- 
hibit. 
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A postcard or a letter to 
the home office will bring his 
name and address to you. 












Manufacturers of new 
equipment are invited to 
correspond direct with the 
home office. 
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necessary to take whatever you can get. 
He can also tell you— 
That Thermoid hose is made in a wide range of types and sizes. 
And, every type measures up to the service conditions for which 
it is sold. 
He knows something about Thermoid too— 


Thermoid concentrates its manufacturing for industry on the 
well integrated line shown below. The Company itself, is large 
enough for precise, low cost, high quality production, but small 


enough to be quickly responsive to customers’ specific problems. 


That’s one of the reasons why— 


it’s Good Business To Do Business With Thermoid! 


The Thermoid Line Includes: 
and 


Industrial Brake Linings 
Friction Products ¢ Transmission 
Belting « F.H.P. and Multiple 
| ore) Ps | elon | ‘Say V-Belts ¢ Conveyor Belting « 
, F Elevator Belting « Wrapped and 
¢ Industrial 
raageemnnte Mog oie: Molded Hose ¢ Custom Molded 


Oil Field « Textile 
Parts. 
Thermoid Company, Trenton, N. J., U.S. A. 
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IN THE 








Harold E. Masback, executive vice- 
president of Maskack, Inc., New 
York, has been elected president 
and general manager. E. R. Mas- 
back, former president, was made 
Chairman. 





George C. Moehiman, until recently 
manager of Henry Disston & Sons, 
Inc., San Francisco, has been 
transferred to Chicago as general 
manager of the Central Division, 
headquarters for the firm’s indus- 
trial sales department. 
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George Worthington Co., Cleveland, Ohio, honored two 50-year employees 
recently, William Knox and Theodore Schuttenberg, at a dinner given by 
the company’s Anniversary Club. Membership in the club ts limited to 
those who have been with the company 25 years or more and now numbers 
82, eleven of whom have been active for 50 years or more. Seated above, in 
the usual order, are James Dobbie, H. H. Riddle and C. P. Vanek. Standing 
are William Knox, H. E. Hubbard, Theodore Schuttenberg and L. H. Weber. 
Mr. Hubbard, by the way, is former president and has been an active 
member for 58 years. 





Salesmen and executives of John H. Graham Co. Inc. on tour in New 
England, are snapped in front of the Seymour Smith & Son, Inc. factory. 
The trip was a feature of the New York company’s annual sales meeting. 





Wire rope slings are made to order at Frick & Lindsay Co., Pittsburgh, by 
J. L. Schaffer (right), a veteran craftsman, and his son, George (left). 
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YOUR CUSTOMERS sige’ YOUR PROFITS < 
ARE HAPPY ... ARE HIGH... 





BECAUSE CUSTOMERS GET—A simple, 
easy-to-operate hoist that lifts faster, does 
more work per day, speeds the handling of 


material, cuts his cost. 


BECAUSE YOU GET—The following out- 
|. standing sales advantages: it is the only 
4 hoist equipped with a positive load brake 
+ and exclusive air-cooling design. Rugged 


® 


4 


|, power. Comes in capacities from 14 to 
mS 12 tons. 

And to give yourself extra hoist divi- 
dends, sell the Yale Spur-Geared Hand 
Chain Hoist, Midget King Electric Hoist 
and the portable Pul-Lift, “indispensable 
tool of industry.” Keep yourself informed 
about the “hoists that are in demand.” 
Address: The Yale & Towne Mfg. Co., 
4530 Tacony Street, Philadelphia 24, Pa. 


MATERIAL HANDLING MACHINERY 


CUTS PRODUCTION COSTS...SAVES TIME ...SAVES EFFORT... PROMOTES SAFETY 


KRON INDUSTRIAL SCALES *© HOISTS—HAND AND ELECTRIC TRUCKS—HAND LIFT AND ELECTRIC 
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What Makes a Good Sales Manager? 


Part I 








the qualities are for a good sales manager. 


A few weeks ago, the editors of MILL SUPPLIES were asked by a reader what 
The opinions of several sales 
managers were solicited and some were published last month. In this article 
additional sales managers answer the question.—The Editors. 








6“ 
<< f, manager must 
carry responsibilities 


not purely ~ 2 r 





E. E. Stvan, Manager 
Mill Supply Division 
Strong, Carlisle and Hammond Co., 
Cleveland, Ohio 


It SEEMS to me that on account of the 
nature of the mill supply business the 
sales manager is expected to carry 
many responsibilities which are not 
purely sales responsibilities. 

He must help guide the buying of in- 
ventory and must help in directing gen- 
eral operations so that good service to 
customers is maintained. 

He must have the following abilities: 


1. To pick good men 

2. To organize men and sales proce- 
dure to conduct successful sales cam- 
paigns 
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3. To select new lines which will re- 
sult in greater net profits 

4. To detect easily opportunities for 
expansion: of sales of profitable lines 

5. To guide in the purchase of in- 
ventory 

6. To determine which lines are most 
profitable through simple research 


To obtain real results in selling de- 
pends not only on the quality of the 
sales force, but also on the organization 
as well as’service methods to back up 
the sales force. 

I believe that most mill supply sales 
managers inject themselves into most 
all the phases of their business which 


makes them very busy men. 

If I should be asked to name a weak- 
ness that is prevalent in many mill sup- 
ply sales organizations, I should venture 
a guess that it is the overburdening of 
the’ sales manager because of the lack 
of sufficient competent key men to take 
over the secondary responsibilities that 
the average mill supply sales manager 
carries, 

I try to follow the rule of trying to 
do only the most important jobs and to 
turn over to someone else any duty that 
I know can be well performed. Even 
though I try to follow this rule, I find 
myself with more things to do than I 
have time for. 





“ec 
i i man ager 





H. E. Torell, 
Sales Manager 
Syracuse Supply Co., 
Syracuse, N. Y. 
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sels wails tasks” 


My OWN activities would take the fol- 
lowing pattern: 
Direction of salesmen’s field activities: 

This is accomplished by seeing to it 
that our trained field salesmen are sup- 
plied with all pertinent factual data 
pertaining to their territory. These data 
are sent to them regularly. The inter- 
pretation of the data is a uniform proc- 
ess. 

The direction of field salesmen also 
calls for the placing of emphasis on 
certain products or lines and the timing 
of this emphasis to coordinate with our 
sales promotional work. 

Another phase of working with our 
salesmen is to make some calls with 
them in the field. The principal pur- 
pose is to try to develop some general 
enthusiasm and to help them with any 
particularly difficult personalities that 














isto Craft 
OWE TOOLS 









YES—ANOTHER NEW ARISTOCRAFT POWER 
TOOL—the AristoCraft Disc Sander. Built in 7” 
heavy duty and 9” standard duty sizes. New in 
design . . . patented air baffle keeps tool cool 
and comfortable to use, keeps all dust away 
from motor. New in power and performance... 
high efficiency electric motor is stall-proof... 
quiet helical and spiral bevel gear train posi- 
tively lubricated. 





New! 


STILL ANOTHER NEW MEMBER IN THE FAST-GROW- 
ING FAST-SELLING ARISTOCRAFT LINE—the Aristo- 
Craft 4‘ Standard Duty Drill. Sets a new standard of 


performance in drills of this type . . . compact, natural 
hand grip, light weight and balanced. Full ball-bearing 
and helical gear construction. 






AristoCraft 
Power TOOLS 
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AristoCraft 


Power Drills 
Twelve Models 
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AristoCraft 
Power Blowers 
Four Models 


AristoCraft 
Power Bench Grinders 
Three Models 
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AristoCraft 
Power Pedestal Grinders 
Buffers - Polishers 
Combination Grinder 
Buffer 
Sixteen Models 
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AristoCraft 
Power Presses 
8 and 20 ton Capacities 
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they may run into, where they have 
requested help. 
Training of sales personnel: 

This training takes the form of regu- 
larly conducted school sessions in three 
stages—one for the advanced and ex- 
perienced group, one for the interme- 
diate group and one for beginners. 

I consider it my duty to see to it that 
properly qualified speakers talk to these 
groups—that the class work which they 
do is suitable for their abilities, and 
maintains interest in the program. 
Setting of sales tasks: 

I make it my business to establish 
measured tasks for each of our sales 
territories in specific detail as to major 
lines. The principal purpose of this 
is to insure that every member of our 
selling organization understands clearly 
what is expected of him on a par basis. 
This involves some personal judgment 
and the interpretation of accumulated 
factual data, which includes studies of 
the potential market as well as past 
performance. 

Direction of advertising and sales pro- 
motional work: 

This is handled through our adver- 
tising department and consists pri- 
marily of seeing to it that our advertis- 
ing department understands our objec- 
tives and the material that is sent out 
is timed and coordinated with our other 
selling activities. 

Our relationship with the manufactur- 
ers we represent: 

This work consists of maintaining 
close contacts with manufacturers’ sales 
policies and sales plans and to interpret 
these plans to our sales staff so they 
understand the objective of the manu- 
facturer. 

This also implies coordinating of the 
manufacturers’ district salesmen’s work 
with our own. In our district there are 
approximately 50 manufacturers’ sales- 
men working with us in one degree or 
another at all times. This imposes a 
problem of coordination to avoid dupli- 
cation of effort. 

Industry relations: 

This work involves contacts with 
other distributors in the area in which 
we operate to the extent that proper 
mutual] past experience may be exam- 
ined with a view of improved customer 
service as an industry. This same work 
is carried on with our State and Na- 
tional Supply Associations. 

In my spare moments I take part in 
about every activity of our organization 
from the office boy up. I can assure you 
there are no dull moments. 
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Vance C. Boyd, 
Owner & Sales Manager 
Boyd Supply Co., 

Philadelphia, Pa. 


Havinc AcTep in the capacity of sales 
manager of industrial tools for twenty- 
five years, I could naturally write a book 
of qualifications for the proper fulfill- 
ment of that position. 


1. The sales manager must have in- 
telligence, personality, charm, be metic- 
ulous in dress and appearance. 


, 


2. He must exercise fairness and 
good judgment in handling salesmen, 
allocating accounts and in the arrange- 
ments for remuneration. 

3. He absolutely must know his prod- 
uct so he can accompany the man on 
“tough propositions” and conclude sales 
so as to inspire confidence in his men 
and with the customer. 

4. He must have the confidence of 
the management and make proper de- 
cisions within his own department. 

5. He must be able to properly con- 
duct both educational and psychological 
sales meetings along my method of 
“scientific method of training mill sup- 
ply salesmen.” Meetings must never be 
permitted to drag or become boring. 

6. A good sales manager must have 
the confidence and support of the manu- 
facturers and, when their representa- 
tives are sent in to work with the in- 
dustrial supply salesmen, a definite 
program must be worked out so as to 
take full advantage of the services of 
the manufacturer’s sales representative. 

7. Selling being the hardest easy job 
in the world will provide success only 
for those men who qualify with a vivid 
imagination, a keen sense of humor, the 
ability to handle and interest men and 
fairness to all. 
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R. J. Branham, 
Sales Manager 
Indianapolis Belting & Supply Co. 
Indianapolis, Indiana 
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As you KNow, while I have been with 
the company for 30 years, I was only 
made sales manager about the middle 
of 1946. Therefore, my opinions that 
I may give perhaps could be weighed 
very lightly. On the other hand, I have 
always hoped for this job and have 
been studying our business. In fact I 
had mapped out a sales program or sys- 
tem before my appointment as sales 
manager. For your gratification, I have 
read and been guided by many articles 
in Mitt Supp.ies: on this subject. 
Another thought that might be of some 
help was the fact that in taking over I 
had to have a general idea of what I 
was working towards and, therefore, put 
it down in concise form, even going as 
far as to blueprint the whole thing. 
Generally, a sales head should think 
(Continued on page 130) 




















BALL shape in HAND CUT ROTARY 
FILE (illustrated) and HIGH SPEED 
GROUND BUR with 4” and ‘e” shanks. 
CEMENTED CARBIDE BUR with 4” shank. 


CYLINDRICAL FLAT END shape 

FLAME shape in HAND CUT ROTARY in HAND CUT ROTARY FILE (illustrated) 

FILE (illustrated) and HIGH SPEED and HIGH SPEED GROUND BUR with 1s” 

GROUND BUR with 4” and '” shanks. and Ye” shanks. CEMENTED CARBIDE BUR 
with Vs” shank. 
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HAND CUT ROTARY FILE (illustrated), 
HIGH SPEED GROUND BUR and CEMENTED 
CARBIDE BUR with '/4” shank. 
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Spring Tempered Shank 
has high tensile strength 
toabsorb torsional stress 
and shock. 


Super High Speed Steel 
Head is butt-welded on 
shank, for greatest cut- 
ting action. 
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Note Expansion Feature which al- 
lows compensation for wear—giv- 
ing long life to cutting head. 
Hollow head adjusting screw is 
countersunk to permit grinding 
upon centers. 
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Like Tabby... 


MORSE Zee” REAMERS 


have more than One Life 





You're looking at a reamer that can really take on a volume of work! 

Due to its expansion feature, it can be reground and reground each time 

it’s worn slightly below size. The cutting head is Super High Speed Steel 
—butt-welded onto a spring tempered shank. Result: An expanding chucking reamer designed 
for rugged duty, long life and maximum cutting efficiency. 


Morse makes a full line of reamers that will do every reaming job to your tolerances. Over 
80 years of Morse engineering know-how pays off, too, in drills, cutters, taps, dies and special 
tools that step up volume and lower your costs. Your Industrial Supply Distributor can obtain 
the Morse recommendation that fits the tool to your job. 


‘ The Original Manufacturer of Twist Drills 
Kew York Store: 130 Lafayette St. » Detroit Store: 2952 East Grand Blvd. » Chicago Store: 570 West Randolph St. » San Francisco Store: 1180 Folsom St. 
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through or develop a position or back- 
ground on six different points; namely, 


1. He should formulate a clear cut 
business philosophy. 

2. He should set a definite sales ob- 
jective. 


3. He should develop a_ practical, 


knowledge of his business from “A to 
og 

4. He should organize his time so 
that he can spend adequate time out 
in the field. 

5. He should delegate responsibility 
after placing men in responsible posi- 
tions, give them freedom to solve their 
problems. 

6. He should take enough pains to 
know his personnel, both at the head- 
quarters and out on the selling front. 
While these thoughts may seem rather 
vague, I have set my goal on each one 
and I am following through with all 
the broader applications of each line. 

As I see it, the sales manager has 
certain functions or jobs to perform. 
These would most certainly vary with 
the size of the company. I might men- 
tion a number of the functions, 
are of necessity points with which he 
must be familiar and see that they are 
operating satisfactorily if he wishes to 
be successful. 


which 


(1) He must be assured that the in- 
side organization is able to take care of 
his men on the outside. 

(2) He must see that the Purchasing 
Department is sufficiently well-manned 
to keep an adequate stock to meet re- 
quirements. 

(3) He must see that the advertising 
and displays coincide with his sales 
efforts. 

(4) He must see that he has ade- 
quate sales records to properly analyze 
the sales, together with making them 
useful for the outside representatives 
and thus save their time, putting them 
in a position to spend more time in the 
presence of the customer. 

(5) With regard to the outside force, 
he must see that they have some kind +f 
a system to work by, whereby they 
know at all times what is going on with 
their customers and expedite with a 
minimum amount of reports. The inter- 
office must know what they are doing 
at all times. 

(6) He must be in a position to 
analyze with each representative his 
particular territory. 

(7) He must make careful selection 
of his sales representatives. 
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Ralph V. Vincent, 
Assistant General Manager 
C. W. Marwedel Co., 
San Francisco, Calif. 


OF ALL THE QUESTIONS I have been 


asked in the last few years, your ques- 
tion really constitutes the biggest yet. 

What constitutes a good sales man- 
ager? Brother, I wish I knew. If my 
opinion will be of any help to you, I 
will list some of the things. that are 
absolutely essential. 


1. Personality. By this I mean that 
any man who is placed in the position 


to lead a group of men has to have a 
personality that commands respect. He 
has to have a personality that will not 
permit him to ever be underhanded 
with his men. 

2. He must be a psychologist. No 
two salesmen are alike and, as you 
know, they are the biggest bunch of 
Prima Donnas in the world. A sales 
manager must study the personality of 
each of his men and know exactly how 
they can be handled. For example, the 
thirty-one salesmen we have in our or- 
ganization. I call them all peddlers ex- 
cept one, and if I ever called him a ped- 
dler I might just as well fire him. 

3. A sales manager must know the 
products he is handling. 

4. He must have a very broad picture 
of his business. By this I mean that he 
must know price structure, have a 
knowledge of availability, activities 
within a sales territory, that is, whether 
there are any new industries going in; 
he must know his general overall busi- 
ness picture, whether sales in durables 
are up, or sales in non-durables are 
down. 

5. He should have an intimate know!- 
edge of the financial picture of his firm 
and in this connection particular em- 
phasis should be placed on costs of 
doing business. 
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R. F. Healy, 


President 
Erskine-Healy, Inc., 
Rochester, N. Y. 
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LAST FALL we made up a number of 
points for the guidance of the manager 
of our Mill Supply Department. Here 
are some of them: 
1. Careful study is to be made to de- 
cide the extent of the territory which 
can be economically covered. 
2. Each salesman will be assigned 
specific accounts. 
3. From the regular report of the 
salesman, showing his daily calls, 
eafter study by the manager, it will 
be determined how often calls are to 
be made. 
4. Salesmen will be required to keep 
the mailing list of their accounts and 
individuals up to date at all times. 
5. A meeting of all members of the 
(Continued on page 138) 

















YORK, PA.—It’s the first heavy 
duty electric hoist in the light 
duty field. A post-war develop- 
ment—built on experience gained 
in war-time production. It’s a 
streamlined package of power— 
re-designed throughout to take 
over material handling opera- 
tions where minutes mean profits. 
Features? Plenty of them. 
And most of them as exclusive 
as the good old name “‘SPEED- 
WAY itself. Here you have real, 
demonstrable selling points that 
will appeal to anyone in the 
market for an electric hoist from 
lf to 1 ton capacity. Write for 
descriptive folder DH-1250. 


WRIGHT MANUFACTURING DIVISION 
AMERICAN CHAIN & CABLE 


CR seg 
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Globe Woven Belts are more than a manufac- 
tured product. Globe Belts are the outcome 
of practical research on every particular use 
to which they may be put. Globe Belts are 
the result of experienced, painstaking work- 
manship by artisans who know and like their 
job of making quality beltings. Globe Belts 
have proved their long-wearing material and 
efficient operation. 








7 


Yes—there’s a world of difference in GLOBE Woven Belts. It will 
pay you to find out. 


There's a ‘specially engineered and tested-by-use Globe Woven 
Belt for practically every need of industry. For instance: 


KANRY-TEX: The superior belting for food 
processors. 


SOLID WOVEN WHITE COTTON: “Tops” for 
light conveyor purposes. 


ENDLESS WOVEN: No slippage: no vibration 
~—for high-speed use. 


CELLULOSE-COATED: For bakery and candy 


manufacturers. 


Many other GLOBE beltings are available for whatever particular 
use you may have. Your mill supply house (or we ourselves) will be 
glad to provide a complete list of GLOBE products. And at the same 
time give you proven facts and figures on their long-lasting and 
economical qualities. 
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George Quinn, assistant manager 
of the brass and bronze department 
of J. M. Tull Metal & Supply Co., 
Atlanta, Ga., shows James Triplett 
and Herbert Herdman how to test 
stock sizes and the proper method 
of stocking. 





Wheelco Advances 
Two Executives 


Wheelco Instruments Co. of Chicago, 
Ill., manufacturers of industrial meas- 
urement and control instruments, has 
elected Elmer Schneider to a newly 
created position as vice-president and 
director of engineering, and has pro- 
moted Joseph A. Reinhardt to the posi- 
tion of plant manager. 

In his new capacity, Mr. Schneider 
will have complete charge of all engi- 
neering activities of the company, in- 
cluding inspection and approval of 
quality standards. 

Mr. Reinhardt assumes responsibil- 
ity for all manufacturing operations. 
He came to the company with a back- 
ground of 25 years experience in pro- 
duction and engineering work for such 
firms as Westclox Division of the Gen- 
eral Time Instrument Corp., Elgin Na- 
tional Watch Co., and Dole Valve Co. 








Leo Shaw, with Grandsen Hall & 
Co., Flint, Mich., is in charge of the 
stock room for precision bore and 
drill tools, wheel dressers and 
special tools. 














SIMONDS 
l chosecur. 


iS THE EASIEST SAW TO SELL... 


because it’s the 
easiest saw to use! 





That's right! This is the easiest, 
smoothest-running crosscut saw there 
is... because the larger gullets don’t 
choke up or bind... because the special 
Simonds saw steel can be tempered to 
hold a keener point . . . and because the 
saw is Crescent-Ground on both sides at 
once, by an exclusive Simonds process, to eliminate 


all lumps and assure uniform temper the full length 
of the saw. 


What’s more, experienced saw-filers know that Simonds 

Crescent-Ground Crosscut saws stay sharp longer be- 

tween filings...and stand up to more filings per saw. 
So it all adds up to this: Simonds Crescent-Ground 
Crosscut Saws (one or two-man styles, Eastern or Pacific 
Coast patterns) make the No. 1 line for you to handle. 
Get in touch with the nearest Simonds office. 


SET Ve) Tot 


SAW AND STEEL CO. | 


FITCHBURG, MASS. 
Other Divisions of SIMONDS SAW AND STEEL CO. 
making Quality Products for Industry 
SIMONDS 


ABRASIVE CO 
a s! MONDS PHNADELPHIA, PA ' : SIMONDS 
f my ‘ CANADA SAW CO. 4 

BRANCH OFFICES: 1350 Columbia Road, dn . 
Boston a Mese.s = =, Soa rh Ehissgo 7 ais $ ome aoa ) — mpemin, eame eaten 
416 ight t., Los Angeles 1 ali irst Is 
¥- aod gg 5, as ‘pit s.W. — ney Special Electric enh Gates Simonds Products 

ortand 4 re., 31 rent Ave., Spokane 

Washington. Canadian by B -- $95 Sc. Remi St., Furnace Steels for Canada 
Moatreal 30, Que. 7 or pies: ne 


MILL SUPPLIES © JULY, 1947 









“tly 


Yes, Ezra...and BUDA Ball Bearing Journal 
Jacks have been used successfully on 
practically every other kind of tough lifting 
job. These low, compact and sturdy models 
offer unusual strength, large lifting surface, and 
an ability to positively control all loads 

up to 50 tons. They are particularly 

suited for use in confined spaces... may 

be used in angular, horizontal or. inverted 
positions ...and for holding loads for 

7 { indefinite periods, with no danger of settling. 


Write for the illustrated catalog describing 
the complete line of dependable BUDA 
Hydraulic and Mechanical Jacks. 


BUDA Ball Bearing Jour- 
nal Jacks, available in 6 
models, with 15, 25, 35 
and 50 ton capacities. All 
models include “Postop” 
safety feature, Prevents 
ram from being raised 
beyond safe limit when 
lifting load. 






BUDA “Two-Speed” 
Hydraulic Jacks. 
Available in high 
and low models, in 
capacities of 25 
and 50 tons. 






BUDA Standard 
Speed Jacks, for 
extra heavy-duty 
lifting jobs. 
Capacities of 15, 
25, 35, 50 and 
75 tons. 


BUDA Model 
2215-SB Auto- 
matic Lowering 
“All Purpose” 
Jack. Capacity 
15 tons. Hinged 
base. 





BUDA 

“CHORE BOY” 

... builtin % 

and 1 ton capacities. 





15413 Commercial Avenue 
HARVEY (Chicago Suburb) ILLINOIS 
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Wm. D. Anderson 


Disston Names 
Harris and Anderson 


Mark Harris, who has seen 23 years 
of service with Henry Disston & Sons, 
Inc., of Philadelphia, has been pro- 
moted to assistant general sales man- 
ager. The Disston company has also 
announced the appointment of William 
D. Anderson as industrial sales repre- 
sentative in metropolitan New York and 
North Jersey. 

Mr. Harris joined the Disston organi- 
zation in 1924 as a clerk in the export 
department. In 1933 he was made ex- 
port manager and during the interven- 
ing years has traveled in most parts of 
the world in the interests of the com- 
pany. 

A. Stewart Hunt, who acted as export 
manager while Mr. Harris served with 
the U. S. Navy, has been made export 
manager. Mr. Hunt is now in Australia. 
While away his post at Philadelphia is 
being filled by C. V. Nicholson, who 
has been appointed assistant export 
manager. 

Mr. Anderson, a graduate of the Uni- 
versity of Pennsylvania, joined the Dis- 
ston Co. a year ago after a tour of 
duty as a captain with the AAF. L. W. 
Jander, who previously served the New 
York and New Jersey territory, has been 
transferred to Philadelphia. 


New Warehouse For 
Raybestos-Manhattan 


New offices and warehouse facilities 
for Raybestos-Manhattan, Inc. have 
been occupied at 131 Mission Street, 
San Francisco 5, Calif. 

The new quarters will provide space 
for a large stock of belting, hose, other 
industrial rubber products, and pack- 
ings to serve the company’s West Coast 
customers. 

















THE FAVORITE 
Reversible Ratchet Wrench 














MORAN'S COUPLINGS 
The Dependable Round Belt Fastener 


There they are — pretty pictures 
that portray two sales winners for 
you. Only quality manufacture and 
wide acceptance can achieve such 
desirable perfection. But Favorite 
Reversible Ratchet Wrenches and 
Moran’s Couplings are not crea- 
tions for exhibit...They move fast 
for anyone handling them because 
industry needs them to do a better 
job. Write now for particulars. 
They’re winners you can cash in on 
—and further satisfy your industrial 
customers. GREENE, TWEED & CO., 
North Wales, Pa. 
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DISTRIBUTORS: 


INDUSTRY SPECIFIES 


BASS 


Replaceable Face Hammers 




















Get your share of 
this lucrative market now ! 






THE BASA HAMMER with its resilient all purpose replaceable 
Basa face is booming in industry—and that’s not a joke, son. 
It’s a short cut to extra profits for you. Get your share now! 

Your customers are concentrating on better production 
methods, unfailing economical performance and higher effi- 
ciency. Healthy planning indeed...and Basa is being specified 
because it swings with the trend. 

Small wonder. Basa has proved time and again that it serves 
at least twice as long, that it leaves no marks, that it wears 
slowly and evenly right down to the hammer jaws and that 
it is rapidly replaced when the necessity arises. 













Want more particulars? Write today. 


GREENE, TWEED & CO.— NORTH WALES, PA. 
























GREENE, TWEED & CO., North Wales, Pa. 
*O) Send more particulars [) Send a representative 


NAME 
j TITLE 
| FIRM 
| ADpREss 
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THOUGHTS FOR MERCHANDISERS 
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Industry buys air and it’s a mighty impor- 
tant purchase...so much depends upon it. 
From chemicals aeration to sand blasting 
BRUNNER Air Compressors have long 
been recognized for their cepeaveinnsy 
and long service life. When you tal 
“BRUNNER” you're among friends... 
sales resistance goes out the window. A 
BRUNNER factory representative can 
show you why BRUNNER Air Compres- 
sors can lift your air sales. 


BRUNNER MANUFACTURING CO. 


Utica 1, New York, U.S. A. 


SINGLE 
AND TWO STAGE 
MODELS 


SINCE 1906 


Yq HP. TO 10 HP. 


BRUNNER 










AIR 


helps you serve better 


& 
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Stepping Up 
Back Order filling 


(Continued from page 93) 





starts filling what back orders there are 
immediately. Often this method saves 
unpacking, distributing and repacking, 
all depending upon the quantities 
called for by the back orders. For ex- 
ample, if a shipment of three packages 
of 50 fittings each was received and the 
first back order on the list calls for 100 
fittings, two of the packages need only 
be readdressed and shipped out im- 
mediately. If the bins or shelves are 
empty. back orders are filled from the 
shipment and only what is left is 
placed on the shelves or in surplus 
stocks. 

After each order is filled, it is 
crossed off the list on the card. Can- 
celled orders are handled the same way. 
Orders are entered upon the card 
chonologically, oldest orders first. Often 
a later order must have priority for 


| some special reason approved by off- 
| cials, and this order is entered upon 
| the card but circled in red, indicating 


that it has priority over the first men- 


| tioned orders. The shipping notice is 


then sent to the perpetual inventory 
record to be deducted from the quantity 
on hand. The inventory clerk checks to 
see whether or not the proper sequence 
is being followed in the filling of or- 
ders from his own list of back orders 
from which those on the stock card 
were copied. ‘ 


Surplus Merchandise 


Since empty stock shelves or bins in 
the stockroom do not necessarily mean 
that the firm is out of that particular 
item. some method had to be devised to 


| indicate to stock and order clerks the 


location of surplus merchandise. The 
inventory record might indicate stock- 
room and surplus stock locations but 
this method requires the order clerk 
looking for the item to communicate 
with the inventory clerk. At Chandler- 
Boyd, the location of surplus stocks and 
the quantities is indicated on a 24% by 
31% in. tag which is attached to the 


| shelf or bin. This saves the stock 
| clerk’s time when replenishing shelves 


and bins, and the order clerk’s time 
in locating surplus stocks when the 
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COM PLETE vse tine 


to fit every need 


ONLY Dayton V-Belt 
Distributors enjoy these 


8 BIG ADVANTAGES * 


Unsurpassed V-Belt Quality! 


Packaged for Low-Cost Hand- 
ling and Faster Service! 


Most Complete Catalog in 
the Industrial V-Belt Field! 


Factory Man in the Distrib- 
utor’s Territory! 


Complete Training Program 


Dayton V -Belt Distributors sell the most complete line of V-Belts for Distethutor’s Sales Force! 


manufactured . . . for fractional horsepower to 1,000 horse- 
power drives. That’s why Dayton V-Belt Distributors can 
take care of every demand a customer may make... can 
offer the complete service industrial buyers need and demand. 
Equally important, Dayton V-Belt Distributors sell the best 
known V-Belt ... the V-Belt manufactured by The World's 
Largest Manufacturer of V-Belts. The most complete line, plus 
the best known line, is a combination that assures Dayton 
V-Belt Distributors greater sales and profits. For additional 
information, write to Dayton RuBBer, Dayton, Onto. 


Sales Helps and Advertising 
to Fit Distributor’s Needs! 


A Complete V-Belt Line to 
Fit Every Power ‘Drive Need! 


Warehouse Stocks to Back 
Up Distributor’s Stocks! 


ooo 00009080 


A COMPLETE V-BELT LINE FOR EVERY POWER NEED 












DAYTON y.p 








ELTS 
FOR OTHE 
APPLICATIONS 
Avtomotive 
/ : Agriculturas 
DAYTON THOROBRED V-BELT DAYTON 0-H-S V-BELT DAYTON COG-BELT DAYTON STEEL CABLE V-BELT DAYTON DOUBLE ANGLE V-BELT Railway 
For the millions of For drives where For drives demanding For those unusual For those unusual drives Fractional 
industrial applications extreme conditions of | maximum compactness, power transmission where power must be Horse 
using regular pulley Onl, Heat and Static are smallestpossible pulleys, jobs that demand taken from both sides Power 
diameters. predominating factors. shortest centers. maximum pull. of the belt. Connector Type 





Daytom Rubber 


THE MARK OF TECHNICAL EXCELLENCE IN NATURAL AND SYNTHETIC RUBBER 
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Cur yourself a larger share of blade profits. Star has the line — the 
complete line — that can do it. Star has a blade for every job a hack 
saw or a band saw can do. Blades that do the job your customers want 
done on metals, plastics or other non-metallics — and do: it faster, 
cleaner, more economically — better than ever before. Star blades’ 
performance makes new customers, holds old customers, means REPEAT 


BUSINESS, too. 


Handle the Star line and you'll find out in no time that you’ve got 
hand blades, power blades, frames, and band saws that are really fast 
sellers ...a complete line of really sharp money-makers hustling for you. 


Sold only through 
recognized distributors 
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CLEMSON BROS, Inc., Middletown. WN. Y. 


Wokhers of hand and power hock saw blodes / 


19 bond sow blodes ond 
=." me Yo Be 
se 
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shelf or bin is empty. The person seek- 
ing the item knows immediately where 
the surplus is stored and what quan- 
tity is stored. 

The information on this tag is 
changed when stocks are withdrawn 
from surplus for the purpose of re- 
plenishing stock room supplies or for 
filling orders. Some orders coming 
through may be for quantities already 
packaged but kept in surplus. Thus, 
instead of filling the order from the 
shelf or bin with loose items, the clerk 
may count on a certain quantity already 
in packaged form. As an example, 
an order calls for 60 elbows of a cer- 
tain size; the clerk notes that there is 
a sufficient quantity in the bins but 
also that the tag indicates there are 
300 stored in the surplus stockroom. 
The clerk knows that these elbows come 
in bags of 50 each so he can pick up 
10 elbows from the bin and obtain one 
bag from the surplus stockroom to fill 
the order. This saves the time required 
to count out 60 elbows, packaging them 
for delivery and then replenishing the 
stock. 

Mr. Semans admits that it takes a 
little time to prepare back order lists 
for delayed items. Once prepared, he 
said, they are relatively easy to keep 
up-to-date. This extra work, however, is 
offset by the increase in back order 
filling efficiency and accuracy, the time 
saved for the customer and time saved 
by Chandler-Boyd in distributing stocks 
and keeping stockroom bins replenished. 





What Makes a 
Good Sales Manager? 


(Continued from page 130) 





Industrial Division is to be held every 
two weeks. 

6. New lines will not be added until 
such lines have been thoroughly dis- 
cussed by the management and it has 
been decided they can be handled 
without detriment to present lines. 
7. As far as possible, time schedules 
will be made for factory represent- 
atives wishing to work with our men. 
8. At each meeting, salesmen will be 
instructed on which line or lines they 
are to concentrate and the time it 
takes to contact all of their accounts. 


9. Manager and Assistant-Manager 
of the Mill Supply Department will 
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Call it “‘heart’’, “‘staying power’”’, or 
what,you will, some thoroughbreds 
have what it takes to win. 


Now let’s consider valves! 


200-pound Bronze Regrinding Hore 
izontal Swing Check Valve. Has 


200-pound Bronze Globe Valve with screwed screwed — screwed-on cap and 
ends, union bonnet and regrindable, renew- regrindable, renewable bronze disc. 
able, wear-resisting ‘‘Powellium” nickel- Compare the outward appearance of any 


Rronse seat and dies. Powell valve with that of other valves of the 


same type and size. You’ll probably see very 
little difference. Jt’s the things you don’t 
see that give Powell valves the “staying 
power” that makes them winners. 


There’s nothing mysterious about these 
things. They’re merely the result of the con- 
tinual progress in design, knowledge of ma- 
terials, and quality of workmanship that comes 
from more than a century of making valves— 
and valves only—for American industry. 





The Wm. Powell Company 


150-pound tron Body Bronze Mounted Cincinnati 22, Ohio 


‘‘Irenew” Globe Valve. Has screwed ends, 125-pound Bronze Gate Valve with 

union bonnet and regrindable, renewable, screwed ends, inside screw rising DISTRIBUTORS AND STOCKS IN ALL PRINCIPAL CITIES 
wear-resisting ‘‘Powellium’” nickel-bronze stem, screwed in bonnet and either 

seat and disc. taper wedge solid or double disc. 
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Series 1700 


Rigid Caster, 


companion to 


Series 1100 
Swivel Caster 





BOOSTS PRODUCTIVITY 


... cuts time...saves man-power 


All the engineering “know-how” from half a century of 
specialized experience is combined in the new Series 1100 
Caster—to speed production lines, trucks, portable equip- 
ment... with /ess time, noise and effort. 


MORE OUTPUT... LESS UPKEEP 


Series 1100 Swivel Plate Casters turn easier 
under full load because 2 complete rows of 
hardened ball bearings roll around 2 unin- 
terrupted dust-proof raceways. Their soft 
tread, roller bearing wheels glide quietly, 
without nerve-racking noise and with mini- 
mum floor wear and tear... another reason 
why your sales will speed up with— 


NOELT 


FAULTLESS CASTER CORP., pep. ms-7; Evansville 7, Ind. 


Br 


other 


A 


winches in Boston, New York, Chicago High Point, St. Louis, Detroit, Los Angeles. In 
; 


- ; 


r classified phone directory. Canadian Factory: Stratford, Ont 
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give personal help to salesmen, when- 
ever and wherever needed. 
10. Manager Department will have 
authority to send any member of the 
sales force to suppliers’ factories for 
educational purposes. 
11. All lines will be thoroughly an- 
alyzed periodically to determine 
whether or not each is sufficiently 
profitable for continuance. 
12. The Industrial showroom, which 
was installed at considerable expense, 
will be continually promoted and 
used by all men wherever possible, to 
demonstrate use of equipment on dis- 
play and other equipment, which may 
help our customers in their produc- 
tion problems. 
13. Sales Managers, of course, 
should have good judgment in select- 
ing young men who will develop into 
salesmen, and he should have the 
willingness and ability to teach them 
to sell successfully. 
14. He should be able to convert 
sales reports into: 
1. Effective mail follow-ups 
2. Analysis of customer potential, 
so as to decide how much time 
should be devoted to each account 
by the men following them. 
15. He must keep himself fully in- 
formed: 
1. On the company we represent 
and the products we sell 
2. Our personnel 
3. Our present customers and po- 
tential customers. 


The points listed above are probably 
not in very good order, but you have 
brought up a very good subject and one 
upon which we have been working for 
a long time. We feel that in the last 
year we have made considerable prog- 
ress along this line. 





Management's 
Responsibilities 
Increasing 

(Continued from page 102) 





eral interpretation of Mr. Jeffers’ re- 
marks, it is necessary for the Ameri- 
can people and American business to 
know where they are going and how. 
The other side, the non-American way 
of thinking minority, has a definite plan 
of operation and knows where it is 
trying to get. 

Mr. Jeffers said that three things 
stand out that the present school gen- 











A-N TORQUE TESTS 


—the Red Elastic Collar provides 
dependable locking torque for RE-USE! 


Army and Navy specifications for aircraft 
lock nuts include a specific torque test to 
prove locking effectiveness. Lock nuts 
have to maintain adequate locking torque 
through 15 on-and-off cycles. 

ESNA Elastic Stop Nuts— with the Red 
Elastic Collar that has become a symbol 
of security to all aviation engineers — 
remain self-locking against Vibration, 
Impact and Stress Reversal in both pre- 
stressed and positioned settings. 

In addition, the self-locking, self-sealing 
and reusable Red Elastic Collar protects 
the bolt. It does not deform the bolt, 
damage the threads or gall the finish. 


ELASTIC STOP NUTS 


OF AMERICA 


INTERNAL 
WRENCHING 


PRODUCTS OF: ELASTIC STOP NOT CORPORATION 


Reusable ESNA Elastic Stop Nuts 
provide dependable protection against 
Vibration, Thread Corrosion, Thread 
Failure, and Liquid Seepage. This mullti- 
ple protection — which has made Elastic 
Stop Nuts the standard fastener on many 
products—also achieves the double 
economy of inventory simplification 
and reduced procurement costs. ESNA 
engineers are now ready to study your 
fastener problems. Address: Elastic Stop 
Nut Corporation of America, Union, 
New Jersey. Sales Engineers and 
Distributors are conveniently 
located in many principal cities. 
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The RED ELASTIC COLLAR 


» ESNA pr 


.is threadless and dependably 
elastic. Every bolt—regardless of 
commercial tolerances — impresses 
(does not cut) its full thread con- 
tact in the Red Elastic Collar to 
fully grip the bolt threads. In addi- 
tion, this threading action properly 
seats the metal threads—and elimi- 
nates all axial play between bolt 
and nut threads. 

All ESNA Elastic Stop Nuts—re- 
gardless of size or type—lock in 
position anywhere on a bolt or 
stud. Vibration, impact or stress re- 
versal cannot disturb prestressed or 
positioned settings. 
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HEIN-WERNER HYDRAULIC JACKS 


have unlimited applications in plants 


There is no limit to the number of applications for versatile 
Hein-Werner Jacks at plant maintenance, production and 
assembly jobs. A little ingenuity and a Hein-Werner Jack will 
lead to short-cut procedures that can greatly improve plant 
efficiency. . 

Your customers can save time and labor at pressing, bending, 
straightening, moving, lifting, lowering, and many other appli- 
cations with these sturdy, powerful jacks. Factory-tested at 11/, 
times their rated capacity, Hein-Werner Hydraulic Jacks are 
easy-operating and thoroughly dependable. Made in models of 
11/4, 3, 5, 8, 12, 20, 30, 50 
and 100 tons capacity. Write 
for complete details. 







He 


HEIN-WERNER CORPORATION, WAUKESHA, WIS. 
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eration should get into its head: (J) 
That this is a great country, (2) A 
belief in private enterprise, (3) A be- 
lief in the Constitution of the United 
States of America. 

“These principles are endangered if 
there are no fixed studies in our schools, 
no fixed grades, no self-discipline. Con- 
trasted with that situation, there should 
be fixed studies, with text books 
screened and teachers screened. This 
is an explosive problem, but it must 
be answered and soon. We must spend 
more time and thought on selling Amer- 
ica in our schools. Right now there are 
youngsters coming along who do not 
believe in our form of government. 
This must be remedied.” 


Spotting Changes 


In this post war period, will we be 
able to spot changes in demand and 
methods of merchandising as we could 
in normal times before the war? This 
subject was discussed by Earl L. 
Shaner, president of the Penton Pub- 
lishing Co. 

“Ability to produce. Some say ca- 
pacity should be expanded because of 
world demand, but present steel capac- 
ity is greater than before the war,” Mr. 
Shaner declared. ‘We must guard 
against running the jug over. It seems 
to have unlimited capacity, but when 
you come to the narrow part of the 
market jug, the slop over comes sud- 
denly and violently. The demand is 
now estimated to be 93,800,000 tons in 
1950 and 103,100,000 tons in 1960. Now, 
if we increase capacity in the decade of 
the 50’s by 14 percent, then we will 
have several million tons over prefabri- 
cation needs. 

“But by that time, certain reserves of 
ore will be expended and we will need 
to go to lower grades, with some im- 
ports of ore. The attitude toward scrap 
will also probably change, toward a 
more orderly movement of scrap back 
to the furnaces. Probably there will 
also be more use of oxygen enrichment, 
calling for a complete overhauling of 
material handling equipment. 

“A rational system of marketing has 
not existed since 1931. Only now do 
we see the first glimmer of normal pro- 
cedure. Multiple basing points must 
be worked out yet, operable on a nor- 
mal market basis. Greater diversifica- 
tion of products is needed to encourage - 
the distributor. 

“Ajl these things call for the closest 
study possible, and ability to foresee 











You can do just that when you use this hose. 


It’s Ajax Steam’ Hose—built to withstand sat- 
urated steam in pressures up to 100 lbs. per 
square inch... temperatures up to 338°F. 


Ajax Steam Hose will give you this kind of 
service. It’s built by Hewitt for the express 
purpose of enabling you to cut maintenance 
costs, so you can increase production efficiency. 


This hose is strong and tough. Yet it’s flexible 
enough for easy handling. In addition, 
each duck ply is insulated against heat 
deterioration by an extra layer of rubber. 





This means that Ajax Steam Hose will 
last longer on the job. Its balanced con- 
struction assures high burst-resistance, 







4 
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o A HEWITT-ROBINS INCORPORATED 
Paroe” INDUSTRIAL HOSE «+ BELTING + PACKING 
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Turn on the steam! 
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low expansion. And its thick, tough cover is 
highly resistant to abrasion caused by drag- 
ging on floors or rubbing against machinery. 
Remember . Ajax Steam Hose is one of 
several tvpes offered to you by Hewitt. 

Whatever your requirements, there’s a Hewitt 
hose to fill your need. Phone the Hewitt dis- 
tributor listed in the classified section of your 
phone directory. Or write Hewitt Rubber 
Division, 240 Kensington Ave., Buffalo 5, N.Y. 


You can depend on your 
industrial supply specialist 


He’s always ready to serve you. And he knows 
your job... your operations... your problems, Call 
on him at any time for advice. He’ll recommend 
the exact Hewitt product especially designed to 
help improve the efficiency of your operations. 





Ajax Steam Hose 


3 








. tagged for the big jobs! 


HEXACON 
ELECTRIC 
SOLDERING 





Important news to 


DISTRIBUTORS 


HEXACON soldering irons are a profitable line 

for the distributor, dealer and user because it 
represents one of the most complete lines available 
today. It is backed by famous users throughout the 
world, and an aggressive hard-hitting sales promo- 
tion campaign is telling the story to a quarter of a 


TYPE P-150 
This production 
iron provides a 
large reserve of 
heat at the right 
temperature 
for sustained 
production. 


million key men in industry each month. 
Remember HEXACON for the complete line — sizes 
ranging from 40 to 700 watts, with tip diameters from 
%" to 1%". All are designed for long life and rapid, 
economical production. 


HEXACON ELECTRIC CO. 


138 W. CLAY AVENUE, ROSELLE PARK, N. J. 


XACON 
a [ee 
LONG-LASTING SOLDERING IRONS 


HIGH-QUALITY 
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trends. One thing we can be fairly sure 
The markets should hold up. Mar- 
kets are not determined by the num- 
ber of inhabitants, but upon the ability 
The market for the products 
made of steel comes from about one- 
tenth of the world’s population. That 
one-tenth is mostly right in this coun- 


° 
aid 


|to buy. 


| try.’ 
Credits 


In a scholarly treatment of the sub- 
ject of credits, Dr. Park J. Ewart, de- 
yartment of general business, University 
of Southern California, said that credit 
is a part of our economy that is like 
the air we breathe—so simple. It is only 

| when we begin to get in trouble over it 
| that we notice it, he said. 

| For one thing, he continued, in study- 
|ing published discounts there seems to 
The basic idea 
|seems to be % of one percent, with 
| At the present time, rates 


| be no logical pattern. 


exceptions. 
of discount vary as to length of time. 
Also, published discounts don’t agree 
| always with the actual. 

| “It is time to overhaul credit terms,” 
he declared. “most important being the 
| differential between cash discounts and 
trade discounts. Two percent 10 days, 
net 30 days means that you have two 
groups of risks. It means, therefore, 
that you are getting into the time money 
market. Will it mean that the last 
'group, the net 30 group, will find it 


profitable to borrow time money at a 
certain rate and pay your bill with 
cash, since your net 30 days may really 
mean a much higher rate for the 


money?” 





| Telephone Efficiency 
| Goes Up 


(Continued from page 89) 





|self; you know how busy I am to be 


wasting my time on such goings-on and, 





besides, you've caused me to burn the 
pie!” 

Now, let’s return to the Man on the 
Phone and the relationship between his 
duties and the above-mentioned paral- 
lelograms. 

Comparable to the resignations of 
the candy-storekeeper and haberdasher, 

| he is only too willing to accept the in- 
| ability of his customer to specifically 
| request exactly what he wants. Know- 
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| FOR SAFE, QUICK | 
PIPE 

REAMING 











Extra-long-taper 


Rikelib 


takes work and risk 
out of pipe reaming 


...and make easy sales! 


@ No thinning of pipe or conduit, 
no flaring or splitting it, even when 
they ream it extra-fast — as this 
RIfOID encourages your customers 
to do. That extra-long taper 
whisks the burr out in a 
few light strokes . . . safely. 
Comes complete with ratchet 
handle. It pays you to sell 
the work-and-pipe-saving of 
this RItarD tool. 










Reamer unit sold 
alone for use in 
Rimat> No. 0OR 
Ratchet Thread- 
er handle, 









\ FOR 






Fast, efficient little 


FRiLZzek0D Nos. OOR and 111R 
for threading \s to 1'4 pipe 








THREADERS 























\ SMALL PIPE 





... and fast sellers, too! 


@ No slow complicated get-ready with 
these extra-handy small rtmaip thread- 
ers. Die heads snap in easily from either 
side — can’t fall out. No special dies needed 
for close-to-wall threads. Clean accurate 
threads always from heat-treated tool- 
steel dies. No.00R, " to 1”— No. 111R, 4" 
to 1%." For good steady profits, promote 
these efficient durable Ritaip threaders. 
f 


Handy free carrier 
for any group of sizes. 











WORK-SAVER PIPE TOOLS 


THE RIDGE TOOL COMPANY «+ ELYRIA, OHIO 
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It positively... 





KEEPS BOLTED ASSEMBLIES 
permanently TIGHT 


BEALL helical SPRING WASHERS have “live action” and con- 
stantly exert tightening pressure over a long range. They 
compensate for ALL causes of looseness including vibration, 
bolt stretch, wear and break-down of finish under the nut and 
bolt head. 


IN STOCK in oll Standard Sizes; made of Carbon Steel, 
Stainless Steel, Everdur and Duronze. 


SOLD THRU MILL SUPPLY JOBBERS 


BEALL TOOL DIVISION (Hubbard & Co.) 


130 Shamrock St., EAST ALTON, ILL. 


BEALL 


SPRING WASHERS 


DISTRIBUTORS 




















Show Food Processors Amazing 
PlasTex Belting and Increase Sales 


This new PlasTex long life belting is impervious to oils, greases, acids, 
akalis and moisture — and is easy to keep clean. 





Although introduced only recently it is already in use in many of the 
country's leading food processing plants. Get your share of the profits 
by recommending PlasTex for all food conveying jobs. 


Write Dept. B for sample and 
Distributors’ Profit Story today! 


BUFFALO WEAVING & BELTING. COMPANY 
Chicago Buffalo 7, N.Y New York 


Serving Industry tor Over Fifty 
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ing this to be an indispensable factor, he 
is wholehearted in his endeavor to cope 
with it as such. 

Despite the fact- that this man’s job 
usually involves numerous duties such 
as posting in inventory systems, replen- 
ishing stocks, checking inventories, etc., 
he is a main line of communication be- 
tween his house, his customer and the 
many manufacturers which his house 
represents. All in all, comparable to our 
story of Min, his is a busy job at a fast 
pace. 

In the midst of a busy day, it is not 
unusual for a phone call to invite him 
to bid on a sizable order. Such an order, 
if secured, would be likened to that 
extra something that Min was trying to 
squeeze. in—a nice big pie! To realize 
such an accomplishment necessitates the 
securing of some definite information 
from a certain manufacturer and noti- 
fying the customer upon its receipt. 


Spars for time 


With the tact and polish which these 
men have mastered, our Man on the 
Phone wins the favor of the consumer in 
question to allow him enough time to 
obtain the necessary information and 
call the customer back. In this endeavor 
to obtain this information, our Jan on 
the Phone immediately accelerates his 
pace and very enthusiastically sets out 
to achieve his purpose. 

At this time, uncanny though it may 
seem, is the point where that hindrance 
from within his own organization never 
fails to occur. Although these hin- 
drances may be presented in many dif- 
ferent forms, one very prominent form 
is that displayed by one of his own sales- 
men who calls in and, very ambigu- 
ously, requests “the situation on taps”. 
Despite the fact that this salesman has 
a definitely-formed picture of the exact 
information he is seeking on taps, he 
fails to include in his request exactness 
of detail. 


Exactness in detail 


Another type of presentation is the 
interference set up when an order from 
within the Phone Man’s own organiza- 
tion is haphazardly forwarded to a 
manufacturer who, in turn, must call 
back our Man on the Phone for the 
necessary exactness in detail before such 
order can be filled. 

The above hindrances alone are but 
two of the most prominent that bring 
about an aggravation comparable to that 
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Makes 07doz Homo-Flex HOSE the “Heavy-Work” Champion 


Rubber Engineers have discovered the most damag- 
ing punishment to hose is the constant flexing of the 
hose wall under the thousands of rapid pulsations 
of high pressure pumping. Adding sheer bulk to the 
hose construction is not the answer. 


Manhattan engineers solved the problem with an 


entirely new hose construction. Working on much 
the same theory as a clever boxer who “rides with the 
punches” to avoid a beating, Manhattan engineers 
developed a hose wall that would expand and con- 


tract rapidly — “riding” the rapid surges of pressure. 
Though lighter and more flexible. Homo-Flex is 
actually stronger — longer lived — because Flexlastics 
tube, cord Strength Member and wear-resisting 
Flexlastics cover are made practically inseparable 
through Turnate Vulcanization. 

Whatever industry you are in, check the 10 Advan- 
tages of Condor Homo-F lex Hose for-air, water, high 
pressure spray, etc. A copy of Bulletin 6879-A is 
yours for the asking. 


(“FLEXLASTICS” is exclusive with MANHATTAN) 





M 


MAR IHATTAN | 


MANHATTAN RUBBER DIVISION 





Fi RAYBESTOS- MANHATTAN wwe. 





NEW JERSEY 


PASSAIC, 
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WeldOlet Fittings are made in three 
types, to meet every branch piping need. 
They are stocked with Beveled Outlets 
for butt-welding, Screwed Outlets for 
threaded connection of the branch pipes 
and Socket Outlets bored to standard 
O.D. sizes. All three types are stocked 
in %" to 12" outlet sizes. 


@ Your fittings line is more complete when you stock 
WeldOlet Fittings. And that means increased sales on 
every job where branch pipe outlets are made. 


And when. you sell WeldOlet Fittings—you sell easy 
installation. On this piping installation, the branch pipe 
outlets were installed quickly and easily by the WeldOlet 
Method. With WeldOlet Fittings, your customers elimi- 
nate the use of templates and the need for 
forming and fitting the branch and run pipes. 


Drop us a line today and ask us to give you a 
copy of the WeldOlet Fittings Catalog and 
distributor proposition. It’s a sure way to take 
advantage of new sales opportunities every 
time piping is installed in your territory. 





Forged Fittings Division 
Bonney Forge & Tool Works - 645 N. Meadow St. * Allentown, Pa. 


WELDING OUTLET-THREADED OUTLET-SOCKET OUTLET 
Gor Welded Brench Pipe CPAP 
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inflicted on Min by the improper re- 
questing of the screwdriver and if let 
go, unchecked, will, consequently, re- 
sult in the ruination of a great many 
pies. 

In studying the source from whence 


| this interference is derived. the offender 
| most likely considers them very lightly 


but, collectively, these light offenses 
form a millstone around our Phone 
Man—a millstone so huge it eventually 
staggers our man and brings him down. 
It is the job, therefore, of every good 
supply house to be on the look-out for 


| these hindrances and to stop them before 


| they get started. 





It is the writer’s opinion that, as soon 
as this accomplishment becomes an 
actual realization. that our Man on the 
Phone will not only be able to secure a 
great many pies but they will be larger 
pies and more richly filled. 





Know the 
Answers 


to quiz on page 106 





ANSWERS: 


1. (c) the average of its root and 
pitch diameters. 

2. “Tensile strength” is a bolt’s limits 
of reaction under a single continuous 
pressure or pull. “Fatigue strength” is 
the bolt’s endurance limits, its ability to 
withstand stresses alternately applied 
and removed. 

3. (a) increase their tensile strength. 
4. Shank of the cap screw is smoother 
and machined to closer tolerances; its 
head has a better finish; it is always 
pointed and a Class 2 fit. The machine 
bolt may or may not be pointed and is 
a Class 3 fit. 

5. (c) They are tightened by wrench. 

6. The head. 

7. (d) the man with the wrench. 

8. American Standard coarse thread 
and American Standard fine thread. 

9. The coarse thread is deeper than the 
fine thread and has fewer threads to 
the inch. 

10. All dimensions are based on its 
diameter. 

11. The thickness of the nut. 

12. (b) the surface that comes in con- 
tact with the work. 

13. (a) twice the thickness of the nut. 
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14. One that applies a tensile load to | 
the bolt or stud equal to or greater than | 
the external load to be supported in 
service. 

15. Each load application will elasti- 
cally elongate the bolt. Eventually a gap 
will show between bolted members, fol- 
lowed by an outright break. | 
16. (b) increases as stress range de- 
creases. 

17. (c) to inhibit milder types of cor- 
rosion. 

18. Either the bar nut or the cold 
forged nut. 


19. Major diameter; minor diameter; 
effective diameter; adjacent pitch; ac- 
cumulated pitch; angle of thread; 
radius of profile at crest; and radius | 
of profile at root. 
20. By cutting and by rolling. 
21. A cold-forging operation in which | 
metal is displaced rather than removed. | 
22. Thread rolled screws and_ studs | 
have superior surface finish; increased | 
tensile strength; and have standards | 
that fit them particularly for precision | 
engineered products and tools. 
23. They have a scant shank, and they 
lack a finished point. 

24. While the pitch in both remains the 
same, the lead in the double thread 
screw is twice that of the single thread. 


25. Class 2 Fit is recommended for the 
bulk of interchangeable screw-thread 
work. Class 3 Fit is intended for com- 
mercially threaded products of an ex- 
ceptionally high grade. | 











Skyway For | 
Service | 


The J. J. Stangel Hardware Co., dis- 
tributors at Manitowoc, Wis., came 


Bonney’s national advertising 
through with an unusual service to an 


is aimed at building sales 
and profits for jobbers and 
distributors of Bonney Tools. 


industrial plant in its locality recently. 
One of the company’s accounts called 
in to say they needed some special cut- 


ting tools on a production job, and 
° , Cash in on this recognition by 


showing and talking Bonney 


Tools, 
ALLENTOWN ¢ PENNSYLVANIA 


needed them in a hurry. 
The Stangel company arranged with 





the manufacturer of the tools to pro- 
duce them in double-time, then deliver 
them at the airport in Cleveland, Ohio. 
A special plane was waiting to pick up 
the tools and fly them to the landing 
field nearest the client’s plant, and 
within a few hours after they had been 
fabricated, the tools were in operation 


FORGE AND TOOL WORKS 








on that special production job. 
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with this NEW MODEL 


eat “THERMO-GRIP” 








Attachments 


for handling all types 
of soldering jobs. 


\ 


“PLIER” ATTACHMENT 


For soldering applica- 
tions where work may 
be held in jaws and 
heated. 


} 


“PENCIL” ATTACHMENT 


For spot cr seam solder- 
ing where ground clamp 
may be attached to a 
metal part of work or 
to metaj holding jig to 
complete secondary 
circuit. 


p 


“FORK” ATTACHMENT 


For soldering in restricted 
spaces where straight 
tools cannot be used. 





L 
TN ul 


LAYOUT 


HEAT 
SOLDERING 





Soldering Set 


Here's a “live-wire”’ combination that’s 
bound to be a money-maker—a new 
and improved product needed for soft 
soldering or brazing of all kinds... 
backed by intensive advertising and 
consistent selling. 

Regularly, Ideal ads are appearing in 
leading trade journals, featuring the 
many exclusive advantages of the 
“Thermo-Grip” Soldering Set. This ad- 
vertising is followed up by direct mail 
and merchandised through personal 
calls by Ideal field representatives. 

Get the whole story about this better- 
than-ever “Thermo-Grip” set — about 
the big market for immediate sales 
and the Ideal promotion program. 
Write for full details. 


Distributed Through 
AMERICA’S LEADING WHOLESALERS 


IDEAL INDUSTRIES, Inc. 


Successor to Ideal Commutator Dresser Co. 
1000 PARK AVENUE « SYCAMORE, ILLINOIS 
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Among the new faces at Republic 
Supply Co., Bakersfield, Calif., are 
Charles Mcintyre, left, salesman, 
and E. E. (“Bill”) Williams, serv- 
ice engineer. Mr. Mcintyre was 
formerly store manager for Repub- 
lic at Long Beach, Calif. Mr. Wil- 
liams was last with the Technical 
Oil Tool Corp. 





Main Appointed 
Field Representative 


R. W. Kerry, vice-president and di- 
rector of sales of the Plomb Tool Co., 
has announced the appointment of 
C. W. Main as a field representative of 
the company. Mr. Main’s headquarters 
are in Denver, and his territory in- 
cludes Colorado, Wyoming and _ parts 


| of South Dakota and Nebraska. He 


serves under J. J. Buhler, regional sales 
manager. 

Mr. Main was a service representa- 
tive of General Motors for six years. 
specializing in the development of 
dealer service departments. He was also 
field manager of United Motor Service 


in Denver for two years, and Inter- 
mountain Representative of duPont’s 
Finishes Division for more than eight 
years. 

He served for three years during 


World War II as a captain in Army 
Ordnance. 








MASTEH 


LaTHe CONVERTERS 





After considerable inside experl- 
ence, John D. Harris is now selling 
on the outside for Noland Co., Inc., 
Chattanooga, Tenn. branch. Mr. 
Harris is 30 years old. 

















PARKER-KALON 


COLD-FORGED 


SOCKET SCREWS 





Sales support like this — for 
P-K SOCKET SCREW DISTRIBUTORS 
— just can’t be beat!” 


@ Start with quality-engineered products that offer real, 
demonstrable advantages to the user . . . P-K SIZE-MARK 
GEAR GRIP Socket Head Cap Screws, and GROUND 
THREAD Socket Set Screws. 


Give them continuous, industry-wide advertising that wins 
honors for reader interest. Add smart sampling. 


Then follow through by equipping P-K Distributors with 
Socket Screw sales literature that really helps sell, Price 
and Data Books, Stock Lists, and good will builders like the 
Dimension Finder Chart. Add still more sales push with 
exhibits at the big industrial shows. 


That’s the formula for a Socket Screw sales success story 


Be sure 
—and it is support Distributors can depend on when they to see the 


stock the P-K line. PARKER-KALON EXHIBIT 
CERTAIN TERRITORIES ARE OPEN for appointment BOOTH 243-4 
of new distributors of P-K Socket Serews only. Parker- 
Kalon Corp., 200 Varick St., New York 14, N. Y. uaa 
OOL SHO 
Another Advantage! P-K Socket Screws CHICAGO ‘ WwW 
are available for Prompt Delivery! * + + SEPT. 17 to 26 


SOLD ONLY THROUGH ACCREDITED DISTRIBUTORS 


- PARKER-KALOW 22 SOCKET SCREWS 


eae Weg 4 
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“HAND TYPE” 
CLEANER 


Gnd 
INDUSTRIAL MODEL 


BLOWS « VACUUMS « SPRAYS « DRIES 


Here's another fast-moving item that is build- 
ing up the volume of Ideal business for many 
leading wholesalers. It’s needed in so many 
places and has so many advantages that 
sales are really no problem. 


Puts YOU in the Picture 


This improved cleaner is backed by a co- 
ordinated plan of advertising and selling 
which ties in the services of the Ideal field 
organization and funnels all sales through 
the wholesaler. 


Plenty to Talk About 


With the Ideal Cleaner you have a wealth 
of exclusive features to offer—lighter weight; 
perfect balance; continuous-duty, 1-1/3 H. P. 
motor; versatility—plus the extra-profit at- 
tachments for vacuum cleaning, drying, or 
spraying. 

Also available is a smaller model—9¥/2 
lbs., 2/3 H. P.—for medium duty service. 


Write for New Bulletin on 
Industrial Cleaners 


IDEAL INDUSTRIES, 
Successor to Ideal Commutator Dresser Co. 

1000 PARK AVENUE 

SYCAMORE, ILLINOIS 









POWERFUL 
PROMOTION 
PROGRAM 


The Ideal “Hand- 
Type" Cleaner is 
being regularly ad- 
vertised in leading 
trade papers, reach- 
ing the right men 


in industrial plants . 


and commercial 
concerns. This ad- 
vertising is supple- 
mented by direct 
mail and the per- 
sonal calls of Ideal 
field representa- 
tives. Ask for de- 
tails now. 


GOOD PROFIT 
MARGIN 


PROMPT DELIVERY 


FULL FACTORY 
COOPERATION 





Distributed Through 


AMERICA’S LEADING WHOLESALERS 
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W. N. Springer 


Atkins Appoints 
W. N. Springer 


W. N. Springer has been appointed 
company purchasing agent at E. C. At- 
kins & Co., Indianapolis, Ind., advancing 
from assistant purchasing agent, which 
position he had held since 1941. 

Mr. Springer started with the com- 
pany at the age of 14, working both in 
the factory and the office. He was, by 
turn, in charge of the company’s large 
factory stock room, supervisor of raw 
materials, and chief clerk in the pur- 
chasing department until 1941. 

He received his education in Indian- 
apolis schools, is married and has one 
son traveling for E. C. Atkins and Co. 
in Wisconsin, and a daughter. He is 
an active member of the Indianapolis 
Purchasing Agents Association and the 


National Association of Purchasing 
D> 


| Agents. 





Lower Prices On 
Guide Rings 

The Carboloy Co.. Inc., of Detroit, 
Mich., announces that prices of their 
cemented carbide. standard guide rings 
Reduc- 


tions in the prices in the smaller quan- 


have been materially lowered. 


tity brackets of the rings range as 
high as 40%, 

In the lowest quantity range, for 
instance (from 1 to 49 units), prices 
now run from 26¢ for the GR-1 ring 
to $1.88 for the GR-10 ring, as com- 
pared with the famous range of from 


and even 50%. 


55¢ to $3.52 for the same items. 

The make-up of the GR-1 ring has 
also been improved by a reduction of 
the inside diameter and a slight in- 
crease in the outside diameter, provid- 
ing more hard carbide metal, greater 
strength and longer service life. 





















ibe BELO LED 


ete 


7 McGraw, Inc., us Richmond, Va., the distributor 
who sold these traps, finds that with the Yarway Impulse 
Steam Trap, sa/es got hotter, too! 


Their customer, Richmond Piece Dye Works, where more 
than 35 Yarway Impulse Steam Traps are on the job, says: 


“Because Yarway Traps discharge continuously on heavy 
condensate loads, they bring our big dryer up to desired 
temperature quickly, and their intermittent discharge on 
lighter loads keeps it hot—improves efficiency.” 


Yarway's acceptance is growing by leaps and bounds. 
More than 525,000 have been purchased in the few years 
since their introduction. 


Yarway’s sound Sales Policy of Selective Distribution 
makes sales territories secure— powerful advertising makes 
selling easy. 


YARNALL-WARING CO., 111 Mermaid Ave., Phila. 18, Pa. 


Ask about the Yarway 30-minute color and sound motion picture with Lowell 
Thomas speaking—available for group showings. 


YAR WAY IMPULSE STEAM TRAP 
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\/our 75th ANNIVERSARY 


1947 marks an important milestone in 
the history of The Chicago Screw Company, 
identifying it as a veteran leader in its field. 

During its 75 years of progress, The Chi- 
cago Screw Co. has compiled a vast store 
of knowledge and skill that makes its products 
a standard of perfection in the screw fasten- 
ing industry. 

Apace with this growth in craftsmanship 
has been the constant addition of machines 
and tools to keep every process in Chicago 
Screw production the most modern known. 

Chicago ‘Safety Plus’ Socket Screws 
always represent the highest standard of 
quality. Outstanding in strength, clean and 
true dimensionally, ‘‘Safety Plus'’ fastenings 
are ideal for modern production methods. 


These Gine Products are sold only thru Authorized Distributors 


THE CHicaco Screw Co. 


ESTABLISHED 


1026 So. HOMAN AVENUE 





CHICAGO “Safety Pius” line 
includes: 


Socket Head Cap Screws 

Socket Set Screws 

Stripper Bolts 

Square Head Dog Point Set 
Screws 

Pipe Plugs 

Keys for “Safety Plus” 
Products 








Complete line includes: 


Hexagon Head Cap Screws 


Square Head Cup Point Set 
Trews 


Headless Set Screws 
Fillister Head Cap Screws 
Flat Head Cap Screws 
Taper Pins 

Milled Studs 
—ee Hexagon 












Semi-Finished Hexagon 
Castellated Nuts 


1872 


CHICAGO 24, ILL. 
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Members of the R. C. Neal sales 
force try their hand at operating a 
portable pipe threading machine 
while Oster Mfg. Co. representa- 
tives stand by to answer their 
queries. 


Oster Sales Meeting 
At R. C. Neal Co. 


A recent sales meeting held by the 
Oster Mfg. Co. at the R. C. Neal Co., 
Inc., distributors of mill supplies, fea- 
tured two separate sessions, a morning 
session for the outside sales organiza- 
tion and other key men, and an evening 
class for the inside sales group. 

Representing the Oster Mfg. Co. and 
demonstrating its tools and machines 
were A. S. Gould, vice-president; C. R. 
Metcalf, secretary; K. A. Ferguson, dis- 
trict manager and L. S. Newman, ad- 
vertising manager. 


High Prices, Low Demand 
Indicate Recession 


As a result of high prices the demand 
for goods is being reduced to a danger- 
ously low point, according to Eugene 
S. Page, purchasing agent for the Great 
Lakes Carbon Corp., and survey chair- 
man for the Purchasing Agents Associa- 
tion of Chicago. Mr. Page has just re- 
leased the results of an association 
survey of the membership on the sub- 
ject. 

The survey indicates that a majority 
of the members believe there will be 
a business recession. The principal 
factors which operate presently to create 
the situation, three-quarters of the mem- 
bers believe, are the high prices for 
materials, commodities and services. 

Advance buying, Mr. Page pointed 
out, has steadily declined during the 
first quarter of the year. This change 
in buying attitudes, he believes, is due 
to three factors. In the order of their 
importance, they are: the fear of a 
business recession with a sudden drop 
in prices; the greater availability of 
materials and the decrease in backlogs 
of orders. 


















three 
machines 


This low-cost DURO Router-Shaper- 
Carver can be converted from one 
use to another in a few seconds 





An ideal machine for these quick-changing times— 
when the ability to shift rapidly and economically from 
one set-up to another is vital. 

Here is an unusually flexible machine that can be 
used for routing, shaping and carving wood, metal or 
plastics. Combines high speed (20,000 R.P.M.) power 
(1200 watts at the spindle) and solid, heavy construc- 
tion that gives smooth, vibrationless cutting. Is extremely 
flexible—can be transformed quickly into a Shaper or 
Carver. Standard equipment handles 1/4", 5/16” and 
3/8” bits for routing—5/16" and 1/2” bore shaper 
cutters—and all standard cutters for carving. Has many 
special features including: Specially designed G. E. 
Universal Motors, New Departure Precision ball bear- 
ings, precision machining throughout; Table can be 
instantly adjusted to any height without holding foot 
pedal. Chuck is part of spindle and holds adaptor and 
cutter close to work, thus preventing whip. Many other 
exclusive features. Unusually low-priced. 

Send for Catalog — giving full specifications and 
prices on the DURO Shaper-Router-Carver—and other 
DURO quality Machines including Drill Presses, Circular 
Saws, Band Saws, Flexible Shafts, Lathes, Sanders and 
Electric Drills. 


DURO OOS 


MACHINE TOOL DIVISION 


DURO METAL PRODUCTS CO., 2668 N. KILDARE AVE., CHICAGO 39, ILL. 


ALSO MAKERS OF DURO HAND TOOLS 


puabt: Lohw aE ae seen a a 


Oy ee ate 
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A Hontion., ...INCREASE YOUR 
"dy SAW BLADE SALES 
pisTRIBUT with 


METAL 
CUTTING 


BAND SAWS 


The Sterling band saw blade is a tough metal cut- 
ting tool made of fine quality steel. Added to its 
toughness is resiliency. The result—a longer wearing 
saw for die cutting, contour sawing and all precision 
work as well as for rugged service on foundry jobs or 
for regular routine plant requirements. 


Sterling band saws are supplied in coils or cut to 
length and welded. The "sealed in’ feature of the 
package protects the coil from springing loose or 
tangling and allows for greater speed of handling. 


Write for information on the complete line of 


Sterling and Super Sterling metal cutting saw blades. 


The Complete Line.....PLUS 


DIAMOND SAW WORKS, inc. 


YORK 


BUFFALO, NEW 
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Salesman W. J. Robinson (left) 
and store manager Sam Cox, of 
Munnell & Sherrill Inc., at their 
new branch in Eugene, Ore. 


Branch Office For 
Munnell & Sherrill 


Munnell & Sherill, Inc., industrial 
supplies distributor with headquarters 
in Portland, Ore., have opened a branch 
office in Eugene, Ore., occupying a new 
concrete building 45 by 70 ft. The 
branch is under the management of 
A. H. Peterson and includes three sales- 
men: W. J. Robinson, Robert Norse, 
and Sam Cox who operates inside as 


store manager. 





Layout-conscious Munnell & Sher- 
rill, Inc. has set aside generous 
space for equipment displays in its 
new branch office in Eugene, Ore. 





Behr-Manning Sales 
Representatives Meet 


Sales executives and salesmen of the 
Behr-Manning Corp., division of Norton 
Company, held an informal meeting at 
the Statler Hotel, Boston, during the 
recent New England Hardware Dealers’ 
Association conference. Those present 
included: John M. Cook, general trades 
sales manager; H. R. Conner, John 
Kedian, George Galloway, Charles Ex- 
ley. A. P. Sheehy, salesmen; G. L. Cob- 
leigh, New England divisional manager, 
and J. Donald Knight, Boston branch 


manager. 














Wow! LIFE INSURAN 
EXPERTS PROVE THAT 






CORD TRUCKS LAST 





7o 10.0 LONGER 





FOR THE first time in history, 
the scientific methods used by 
life insurance companies in com- 
puting rates have been put to work 
in figuring out life-expectancy 
tables for Ford Trucks. 


4,967,000 Trucks Studied ... 


Wolfe, Corcoran and _ Linder, 
leading New York life insurance 


the other 4 sales leaders! Why is 
this true? Because Ford Trucks are 
built stronger. They're bui/t to last 
longer! That extra life that’s put 
into Ford Trucks comes from 
Ford experience in building more 
trucks than any other manufac- 
turer. Ford knows how to build 
trucks that last longer! 
See your Ford Dealer 
















actuaries, assembled the records of _ today. See the life-expect- 
all trucks of the five sales leaders ancy charts. You'll see 
registered from 1933 through why it'll pay youto place 
1941... 4,967,000 trucks in all. your order for a Ford... 
Then they prepared truck life- thetruck that lasts longer! 


expectancy tables in exactly the 
same way that they prepare human 
life-expectancy tables for life insur- 
ance companies. 


Ford Trucks On Top! 


The result? Ford Trucks Last 
Longer! Up to 19.6% longer than 


What Longer Truck Life Means to You... 
Why It Pays to Wait for a New Ford Truck! 


It stands to reason the longer you use 
a truck, the less it costs to own. That’s 
why longer-lived Ford Trucks are the 
top truck value. And, logically, Ford 
longevity means lower maintenance 
costs ... less time in the shop. It 
means more unused miles when 
you’re ready to trade, and a better 
trade-in. Yes, any way you look at it, 
you'll get more truck for your money 
with a Ford Truck ... because Ford 
Trucks last longer! 
















Hed 
roo 


FORD TRUCKS ~ 
LAST LONGER! 


The life expectancy of a Ford Truck is: 
13.1% longer than that of Truck ''B” 
3.2% longer than that of Truck "'C” 
7.6% longer than that of Truck "D" 
19.6% longer than that of Truck "E” 
OFFICIAL ACTUARIAL CERTIFICATE 
Based on the application of sound and accepted 
actuarial methods to the actual experience as 
measured by truck registrations, we hereby 
certify that, in our opinion, the accompanying 
table fairly presents the relative life-expectancy 
of the trucks involved. 


WOLFE, CORCORAN AND LINDER 
Life Insurance Actuaries, New York, N. Y. 
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YES—BLESSED WAS THE | 


SHORTAGE which proved belts SUPERIOR! | 


PRODUCTION RECORDS PROVE Wcchigan tbraciue Belts 


with Backstand Idlers will 
more than merely DUPLICATE 
90% of the work you now do 
with set-up wheels! Belts will 
do it with 


‘QUALITY! SPEED! ECONOMY! 
Here’s Why: 


1. Grain changes, when neces- 
sary,made four times faster... 

2. Inventory of wheels, glue, 
cement and various grains 
eliminated... 

3. Number of grain sizes re- 
quired per ob reduced... 

4. Specialized skill for gluing 
up wheels eliminated... 

5. Messing with glue, cement 
and odors removed from 
your shop to ours... 

6. Quality of work improved 
with less operator fatigue, 
greater speed... 

7. Idlers as well as belts, are in 
ample supply... 

Write immediately for new bul- 

letins describing Michigan 

Abrasive Belts and Michigan Lapping 

Compounds. Our General Catalog 

Price List on our complete line of 

abrasives is yours for the asking. Dealers 

will be especially interested in the details 
of our sales plan. 


Belt polishing of electric irons 
before plating. (Dust Collector 
conduit removed for clarity. ) 


bo 





Manufacturers of COATED ABRASIVES and LAPPING COMPOUNDS 


1111 Bellevue Street Detroit 7, Michigan 


a 
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Patrick Dillon, head of Patrick H. 
Dillon Co., New Orleans, is check- 
ing over the morning mail. 









Porter-Cable Explains 
Price Policy 


In a letter recently addressed to all 
of its distributors under the signature 
of H. L. Ramsay, vice-president in 
charge of merchandising, the Porter- 
Cable Machine Co., of Syracuse, N. Y., 
quotes figures and other information 
to demonstrate how it has held down 
the prices of its products. Mr. Ramsay 
comments in his letter that rather than 
pass on increased labor wages and other 
costs to its distributors, the company 
set out to improve its manufacturing 
procedures. He cites some of these im- 
provements, including better working 
methods, new machines able to operate 
at higher speeds, improved fixtures, 
straight-line production and assembly 
methods and streamlined administration. 
By these and similar methods, Mr. Ram- 
say concludes. the company was able 
to absorb a large percentage of the 


increased costs. 




















"“—— after | show you a short reel on 
these lathes I'll run a Mickey Mouse, 
huh?" 























An Exclusive Combination of Benefits 
are Now Created for Your Customers 
by These New Heavy-Duty Jacks! 





HECK these cost-saving features of the new 30-ton FB-11 and 50-ton 
GB-11. They bring your customers outstanding new jack perform- 
ance never before known in industry. Demonstrate these advantages — 
show your customers how Blackhawk Hydraulic Jacks can speed and im- 
prove their work — save them money. 
If you have the Blackhawk franchise, take advantage of this leadership 
and cash in on big extra profits. 


A Product of BLACKHAWK MFG. COMPANY, Dept. J1777, Milwaukee 1, Wisconsin 


Tell Your Customers ta Always Snecify 


BLACKHAWK 


HYDRAULIC JACKS 
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PATENTED DOUBLE PUMP—all in ONE 
unit! Speed pump provides fast load- 
contact—powerful load pump cuts in 
automatically! No shifting handle or 
double-yoking as with separate pumps, 





ALL-DIRECTIONAL OPERATION — Full 
power and travel at any angle, verti- 
cal to horizontal. Handle forms posi- 
tive side-rest for horizontal use. 





GAUGE EQUIPPED — Base is tapped 
for hook-up of gauge to show amount 
of pressure exerted — for measuring 
or testing applications. 





PUMP BEAM PROTECTION is provided 
by handle and base. Pump is con- 
cealed. Beam is protectively enclosed 
at entry point to base. 





SUPER STRONG BASE—machined from 
single piece of non-porous steel. Re- 
lease valve is recessed to prevent ace 
cidental lowering and breakage, 
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ASSIST THE DISTRIBUTOR 





... Bassick Advertising Helps Educate Industry 
To Importance of Local Distributor 


Illustrated is a full page color advertisement appearing in such publica- 
tions as MILL AND FACTORY ... FACTORY. . . PURCHASING 
.. . AVIATION MAINTENANCE. Like other Bassick advertise- 
ments it stimulates interest in casters . . . then directs the prospective buyer 
to his LOCAL DISTRIBUTOR. 


Like many other leading manufacturers, Bassick is convinced that the 
Distributor plays a highly important part in modern distribution. 
That’s why this Bassick advertisement is telling industrial buyers to take 
advantage of the Local Distributor’s ability to give fast, complete, 
economical service. We think it’s good business . . . and good adver- 
tising. THE BASSICK COMPANY, Bridgeport 2, Conn. Division 
of Stewart-Warner Corporation. Canadian Division: Stewart-Warner- 
Alemite Corporation, Ltd., Belleville, Ont. 
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Yale Lorden 


_Lorden Named 


Training Adviser 


Yale Lorden has been retained by the 
Ducommun Metals & Supply Co., of 
Los Angeles, to plan and conduct a 
training program for its employees, de- 
signed to increase the operating efh- 
ciency of the company’s various depart- 


| ments. 


Mr. Lorden was formerly with the 
Coca Cola Co. in the office of the parent 
company in Atlanta, Ga., where he had 
charge of training in the sales, advertis- 
ing and other departments. More re- 
cently he was employed as training co- 
ordinator by the International Harvester 
Co. in Chicago. 


Wabash Warehouse 
For Thermoid 


The need for increased expanded 
service facilities has resulted in the 
acquisition of a new warehouse by the 
Thermoid Co., in Wabash, Ind. With 
the opening of the new unit, all business 
formerly handled by the key warehouse 
in Chicago will be transferred and that 
operation will be closed. 

Completely modern throughout, and 
of stone construction, the Wabash ware- 
house will make it possible for Ther- 
moid to handle more efficiently its grow- 
ing volume of business in the automo- 
tive, industrial and oilfield markets of 


| the midwest. Space provided totals 


90,000 sq. ft., as compared to the for- 
mer 25,000 at Chicago. 

Served by three major railroads and 
located on major highway networks, the 
Wabash plant will be operated by a 


staff of 18, under the direction of H. L. 


Conover, who will go to Indiana from 


the main office'in Trenton. 
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OPENINGS: Clean, smooth, accurate to size, 


positive fit on bolts, nuts and cap screws. 


HEADS: Face hand ground and polished. Sides 


hand ground to contour of design. 


HANDLES: Edges rounded, smooth for com- 
fortable grip. 


FINISH: A copper base over the Billings *Vital- 
loy Steel; next a nickel plate over the copper 
base; finally, a heavy p nent late over the 
nickel. That's Billings Dread « to protect— 
made to last! 


THE BILLINGS & SPENCER CO. 





5. 





DESIGN: Designed to give the most in strength 
—perfect balance yet light weight—"'Grab hold 
of one”! 


BILLINGS *VITALLOY STEEL: Special alloy 
steel of Billings specifications — selected and 
laboratory tested for its strength and fatigue 
resistance. 


MARKINGS: Wrench numbers and sizes clearly 


marked—can be read at a glance. 


DROP FORGED: For strength to break loose 
the toughest nuts. 


* REG. TRADE MARK 


RAI TE ESB 


HARTFORD 1, CONN. U.S. A. 
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The outstanding cutting qualities and 
stamina of Celfor Tools are built into them by 
Clark’s progressive engineering and wealth of 
**tool savvy,”’ accumulated in nearly half a century 
of trying to make the best tools. Just how well 
that goal has been approached is being demon- 
strated by the tools themselves . . . not on soft 
set-ups, but on the toughest, meanest jobs, day 
after day. Cut costs . . . use CELFOR. The Celfor 


Line of fine tools is complete for every job: 


@ CELFOR HIGH SPEED TWIST DRILLS 

@ CELFOR REAMERS 

@ CELFOR CARBIDE CUTTING INSERTS AND 
CARBIDE TIPPED REAMERS 


Write for the new Celfor Catalog with its invaluable 
28-page Engineering Data Section. Use your business 
letterhead. 


CELFOR TOOLS 


Division of CLARK EQUIPMENT COMPANY 
BUCHANAN, MICHIGAN 
OTHER PLANTS—BATTLE CREEK, JACKSON, BERRIEN SPRINGS, MICHIGAN 





Products of CLARK ¢ TRANSMISSIONS © ELECTRIC STEEL CASTINGS 
AXLES FOR TRUCKS AND BUSES ¢ AXLE HOUSINGS © BLIND RIVETS 
INDUSTRIAL TRUCKS AND TRACTORS ¢ HIGH-SPEED DRILLS AND REAMERS 
METAL SPOKE WHEELS © GEARS AND FORGINGS « RAILWAY TRUCKS 





. Prices on CLARK products will not be advanced in fincreased costs- 
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New Marquette 
Rod-Pak 


All popular sizes of electrodes, in 17 
types, are now being packaged by the 
Marquette Manufacturing Co., Inc., 
Minneapolis 14, Minn., for the use of 
maintenance and repair shops which 
need a moderate supply of all kinds of 
rods on hand. Type and size of rod are 
clearly printed on both ends of the 
package for instant identification. 


Color, Sound Film 
On Gaskets 


The story of gaskets, the “biggest 
little things in industry”, has been pro- 
duced in a 30-minute color and sound 
motion picture for the Goetze Gasket 
and Packing Co. by Hathen Produc- 
tions. 

The film illustrates and describes the 
engineering research and manufactur- 
ing techniques that go into the fabrica- 
tion of the gaskets that seal joints in 
vehicular tunnels under construction, in 
the engines of great airliners, stream- 
lined trains, steamships, high pressure 
pipe lines, and equipment used in power 
stations and a wide variety of manu- 
facturing plants. 


Mullenmaster Named 
Owatonna Tool Co. 


The Owatonna Tool Company has 
appointed John A. (“Mully”) Mullen- 
master as its new factory representative 
in Southern California and Arizona, to 
work with OTC distributors under its 
policy of direct factory representation 
with wholesalers and distributors. 

Officials explain that Mr. Mullenmas- 
ter has a wide knowledge of the OTC 
line and is in a position to be of 
valuable assistance to distributor’s sales 
organizations. He will make his head- 
quarters in Riverside, California, at 
3895 Whittier Place. 























With Jab Controlled Quality 
Hot Rolled Bars 











Some form them cold—some form them hot; what- 
ever the process, uniformity of product can be 
assured if the bars are J&L Controlled Quality 
Steel. The long experience of J&L in producing 
steel that forms readily, can be threaded and ma- 
chined accurately, is reflected in its successful use 


in many applications. 


JONES & LAUGHLIN 
STEEL CORPORATION 


PITTSBURGH 30, PENNSYLVANIA 
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VICTOR BELTING 


OPENS UP 
NEW MARKETS FOR YOU 


The shortened list of industries below is only a 
sample of where Victor belting is in use—and 
where it can be sold. The only limit to markets for 
potential sales for Victor is the number of indus- 
tries in your territory. For wherever conveying, 
elevating, and power transmitting at top efficiency 
is required, there’s a belting in the Victor line to 
meet that requirement. Victor is America’s com- 
plete textile belting line, Whether your customers 
call for canvas stitched belting, balata belting, or 
solid woven cotton belting—each in a full range 
of widths and plies—you’ve got what they want. 


Repeat sales come easily when you handle Victor. 
For Victor not only built up a complete line, but 
a better woven belting—made for unequalled per- 
formance in every application. Now, while industry 
is expanding, while there’s a pent-up demand for 
belting from the war years, is your chance to profit 
from the Victor line. Sell Victor. Write today for 
more details on this industry-wide accepted line. 


THESE INDUSTRIES USE BELTING — SELL THEM VICTOR 


Meat Packing + Grain&Feed - 
Baking + Stone Products > 


Bottling + 
Packaging «+ 
Confectionery + 


Canning 
Mining 
Ceramics 


Dairy Products + 
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New quarters of the General Tool 
Co., of Portland, Ore., with the 
original one-story building on the 
left. 


Facilities Expanded 
By General Tool Co. 


The General Tool Co., of Portland, 
Ore., is just about settled in its new 
quarters at the corner of N. W. 
Flanders and 15th Sts., after expanding 
the facilities of its original building into 
an adjoining corner structure two 
stories high. Offices and storage space 
have been completely remodeled, more 
than doubling the company’s original 
floor space of 5,000 sq. ft. 

Under the new floor layout. ample 
room has been provided for display pur- 
poses, a space about 20 ft. wide extend- 
ing across the entire front of the build- 
ing. Open stock bin facilities are laid 
out for the most effective handling of 
the counter trade. with the two most 
important departments—the abrasives 
division and the bearings division— 
given an enclosed division headquarters 
section railed off from the display floor, 
with its own individual counter. 

President and general manager of 
the company is John C. Derville, with 
John C. Derville, Jr., as assistant gen- 
eral manager. Ten outside salesmen of 
the company travel a radius of within 
150 to 200 miles of the city of Portland. 


Florida Completes 
Remodeling 


Florida Pipe and Supply Co., at 
Orlando, Fla., has completed remodeling 
of its showroom and offices. Floor dis- 
plays of machinery have added, also, 
to the attractive appearance of the sales 
room. 

The company has introduced a shop 
for the servicing of engines, with C. H. 
Shepherd as engine salesman and de- 
partment manager. Charlie Arnold is 
the engine shop foreman. 

Recent additions to the sales staff 
include Earl Johnson, who will cover 
the state on irrigation and packing 
houses. Mr. Johnson was _ formerly 
with Sears Roebuck in charge of plumb- 
ing. Mr. Shepherd, also a new sales 
staff member, will cover the state on 
engines. 








A NAME TO REMEMBER 
WHEN YOU THINK OF BETTER 
LATHES AND 

SHAPERS 


To help you sell Logan 

Lathes and Shapers, adver- 

tisements of Logan Prod- 

ucts appear in 41 leadin 
No. 820 industrial publications an 
Quick Change directories. 


Gear Lathe 





LASTING ANOTHER REASON WHY 


MORE INDUSTRIES EVERY 


ACCURACY 


The increasing dependence on Logan Lathes, both in tool room and production work, is due 


YEAR USE LOGAN LATHES 





in large measure to the proved ability of the Logan Lathe to work to closest tolerances 
year after year. This lasting accuracy results from advanced design and precise con- 
struction methods. The Logan ball bearing mounted spindle is constant in its accuracy 
through all speed ranges and under all operating conditions. Headstock bearing faces 
are held to an accuracy of .0005”. Total spindle run-out 12 inches from the bearing is 
less than .0008”. Bed ways are within .0005” of parallelism. Rugged, massive construction 
is combined with these precision standards. Vital points of the lathe are protected by self- 
lubricating bronze bearings. !t is this careful building that makes the Logan Lathe accurate 
after years of constant usage. Full information on the complete line of Logan Lathes and 
Shapers at your nearby Logan dealer's, or on written request. 

SPECIFICATIONS COMMON TO ALL LOGAN LATHES... swing over bed, 10'2”... bed length, 43%"... 
size of hole through spindle, 25/32”...spindle nose diameter and threads per inch, 1 '42”—8...12 spindle speeds, 


30 to 1450 rpm...motor, 2 hp, 1750 rpm... ball bearing spindle mounting... drum type reversing motor switch 
and cord... precision-ground ways, 2 V-ways and 2 flat ways. 





WOOLWORTH BUILDING 550 W. WASHINGTON BLVD. 1672 MISSION STREET 
DISTRICT OFFICES: NEW YORK 7,N. Y. CHICAGO 6, ILLINOIS SAN FRANCISCO, CALIF. 
CORTLAND 7-8024 CENTRAL 1246 UNDERHILL 6682 v.1 
LOGAN ENGINEERING €O. CHICAGO 30, ILLINOIS. 
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| 
More than 1,000,000 
copies of Griffin 


ads like these will 
appear during 1947 














% typ — ary - : f 
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Griffin High Speed Steel 
18-4-1 tungsten 


Griffin Special Alloy 
Molybdenum high speed steel 


New Griffin 
Improved hand blade 


Griffin Non-Strip 
For hand-cutting thin metal 
Griffin Band Saws 












_ PICK THIS 
\ BLADE 















Griffin Distributors 
Get Good Backing 


Month after month, leading industrial publications keep the metal- 
cutting trades reminded of Griffin Hack Saw Blades and Band Saws. 


. . . Griffin quality enables distributors to meet competition at 
every point . . . The Griffin factory cooperates closely on deliveries 
and service . . . Write us for information as to Griffin territory 
available. 


JOHN H. GRAHAM & CO., INC. 


General Sales Agent 


Dept. A, 105 Duane St#., New York 8, N. Y. 





HACK SAW BLADES aad BAND SAWS 


Made by G. W. GRIFFIN CO., Franklin, N. H. Hack and Coping Saw Blade Specialists since 1880 
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Baynard Benton, Jr. 


Cameron & Barkley 
Advances Benton, Jr. 


Baynard Benton, Jr., has been pro- 


| moted to manager of the Savannah, Ga. 


branch of Cameron & Barkley Co., 
southern industrial supplies distributor. 
Mr. Benton has been representing the 
company as outside salesman since his 
release from the Army, where he at- 
tained the rank of captain in the Engi- 
neers Corps. His service record in- 
cludes two years in the European and 
North African theaters of operation. 
Cameron & Barkley Co., whose head- 


| quarters are at Charleston, S. C., has 
| branches in Jacksonville, Tampa, Miami 





| 


and Orlando, Fla. 


Territory Changes 
For Bell & Gossett 


Recent personnel changes in field rep- 
resentation of the Bell & Gossett Co., 
Morton Groves, IIl., include the appoint- 
ment of C. H. Sundell as resident man- 
ager of the Washington, D. C. territory, 
E. P. Lindergren, who will handle the 
B & G Industrial line in the state of 
Wisconsin, and E. M. Clary, who has 
been appointed sales representative for 
the Georgia, Alabama territory. 

Mr. Sundell, who has been associated 
with the company at their home office 
for more than ten years, will make his 
headquarters at 1111-17th St. N. W. 
Washington, D. C. Mr. Lindergren, a 
native of Wisconsin, will make his head- 
quarters in Milwaukee. Mr. Clary’s 
headquarters will be located at 807 Wal- 
ton Building, in Atlanta, Ga. 

Bell & Gossett will also be répresented 
in the state of Arizona, in addition to 
its present operations in New Mexico 
and West Texas, by the Boyd Engineer- 
ing Co., with offices in Albuquerque, 


| N. M. and El Paso, Tex. 

















Finer because they're 












. . . for connecting 
copper, aluminum 
and other thin-wall 


IMPERI 








AL TUB 


‘ TENSILE 
\ : 
~ FAXxo oy Brass forgings are over 80% STRENGTH 
EXTRA SAFETY F Ci nm stronger than brass castings. se 
y This exceptional strength’ A 


30.000 


makes forged fittings especial- 
ly desirable for high pressure 
work . . . and makes possible 
elimination of dead weight. 





The far higher elongation factor ELONGATION 
of forgings as compared to cast- _ BEFORE 

ings enables forged fittings to SREAKING 
stand up better under hard 
knocks, mechanical shock and 
vibration. Fiber-like flow line 
structure of metal also provides 
assurance against fatigue failure. 


STAND UP 
BETTER UNDER 
VIBRATION AND 
IMPACT 








Forgings have far denser grain ERSTUSTSSRAT TS 
POSITIVE structure than castings. Note a9 fh 
microphotographs. That is —~ 
PROTECTION why forged fittings assure 
against porosity, blow holes 
AGAINST and concealed defects — pre- 
vent seepage of even hard-to- 
SEEPAGE pag 
hold materials. CAST BRASS FORGED BRASS 
Dimensions of forged fittings are held within 
GREATER extremely close limits. The resulting uni- 
f ity of size facili ’ 
UNIFORMITY Sauinglie aabietuagededaebe 
to install. Sharp detail, uniform contour and 
SPEEDS 
smooth surface of forged fittings enhance the 
INSTALLATION appearance of the equipment on which they 





are used. 


THE IMPERIAL BRASS MFG. COMPANY, 511 S. Racine Ave., Chicago 7, Illinois 


% Fittings have forged bodies on : 4 
elbows and tees. Straight fittings r r 
made from brass rod. ; q 


Write for Bulletin No. 349 





PIONEERS IN TUBE FITTINGS AND TUBE WORKING TOOLS 
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e Shaft Hangers 

e Bicycle Type Sheaves 
« V-Belt Drives 

Cast Iron Pulleys 





e Steel Rim Pulleys 

e Ring Oiling Bearings 
e Wick Oiling Bearings 
e Belt Tighteners 





eeeeeeceoeeeeoeeeaeeeeeaeeeeeeeneee€ 


eeenseeneeeeeee ca 


“Patents make Gots" 


* Chain Drives 

® Set Collars 

® Hercules Pulleys 
© Wood Pulleys 

® Shatting 

® Friction Clutches 
e Sprockets 

® Pattern Work 


e 


PATTERNS 


IN MEDART FILES... THE 
ANSWER TO MANY A 
SPECIAL POWER 
TRANSMISSION 
PROBLEM... 


If you're looking for hard-to-find, 
specialized power transmission 
units...come to headquarters 
. .. Medart! If it can be made... 
Medart can make it! 


eeeeeeeeoeeeeeeeeeeeeeeee 





Rigid Shaft Couplings 
Flexible Shaft Couplings 
Universal Shaft Couplings 
Medart -Timken-Bearings 
Iron & Semi-Steel Castings 
Wire Rope Sheaves 

Cut Tooth Gearing 
Molded Tooth Gearing 


Nicoans 


MILL SUPPLIES © JULY, 1947 





168 











M. L. (“Shorty”) Green, left, all- 
southern basketball center when 
he attended Lanier High School, 
and J. R. (“Buck”) Blanks check 
on a brass fitting at C. W. Farmer 
Co., Macon, Ga. 


Bausch & Lomb. 
Elects Executives 
Ivan L. Nixon and Ben A. Ramaker 


were elected vice-presidents of Bausch 
& Lomb Optical Co., recently, at a 
meeting of directors following the firm’s 
annual meeting of stoekholders. 
Re-elected as officers were M. Herbert 
Eisenhart, president; Joseph F. Taylor, 
vice-president and treasurer; Carl L. 
Bausch, Theodore B. Drescher, and Carl 
S. Hallauer. vice-presidents, and Ed- 
mond S. LaRose, controHer. William W. 





McQuilkin, company secretary, was 
elected assistant treasurer. 

Mr. Nixon, who was named manager 
of the firm’s instrument division sev- 
eral months ago, has been engaged in 
sales activities since joining Bausch & 
Lomb in 1907. In 1932 he became in- 
strument sales manager and was re- 
sponsible for handling Army and Navy 
contracts for gunfire contro] equipment 
during World War II. 

Mr. Ramaker has been with the op- 
tical firm since 1910. Prior to becom- 
ing manager of the firm’s ophthalmic 
division he worked in its scientific bu- 
reau, glass plant, and instrument and 
frame divisions. He was placed in 
charge of ophthalmic sales in 1933. 


Erickson Named 
By Graham 


E. T. Erickson has been named to 
succeed B. F. Allen as southern repre- 
sentative of John H. Graham & Co., Inc., 
manufacturers representatives at 105 
Duane St. New York. Mr. Erickson will 
make his headquarters in Atlanta, Ga., 
and will travel in Alabama, Florida, 
Georgia, Mississippi, North and South 
Carolinia, and Tennessee. 

Mr. Allen has been put in charge of 
a new territory. 
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TOOL HOLDERS LATHE DOGS 
for Every Operctioa yore Head or Salety Type 


C'' CLAMPS 
For Every Requirement 


ARMSTRONG LATHE DOGS 
are Standard Equipment 


CUTTERS HOLD-DOWN and 
A ypes for Tool Holders SET-UP TOOLS 
All Types and Sires 


ities 8 wecioee A set of Dogs is standard equipment for the operation of lathes 
: and milling machines. Every shop requires ARMSTRONG Drop 
Forged Dogs—ten patterns, square head or safety type screws, 
WRENCHES KNURLS capacity 34" to 5" diameter work. 


ete Service Precitson Hob-Cut 
th Carbon ond Alloy Stee 


Users like the standard hollow screws and wrenches furnished with 
the "safety type" ARMSTRONG Lathe Dogs—no special size 

a screws or wrenches required. Greater strength and stiffness, 
treet Tested: Dependable alloy steel screws, proper design and balance are recognized 
features of this line. 


For extra sales, catalog, stock and sell ARMSTRONG Drop 
ARMSTRONG BROS For d D 
PIPE TOOLS ge ogs. 


macume sor Sa ARMSTRONG BROS. TOOL CO. 


SPECIALTIES 
Exe 


lurve Features a "The Tool Holder People" 


Solleedmenar 305 N. Francisco Ave. Chicago 12, U. S. A. 


Eastern Whse. and Sales: 199 Lafayette St., New York 12, N. Y. 
Pacific Coast Whse. and Sales Office: 1275 Mission St., San Francisco 3, Calif. 


_ ARMSTRONG TOOL HOLDERS Are Used in Over 96% of the Machine Shops and Tool Rooms 
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A well-balanced stock is the secret of profitable bolt and nut 
merchandising. The closer you can come to making supply 
equal demand for each type of fastener the faster your turn- 


over (and the greater your profit) will be. 


As every Mill Supplies Distributor knows, the demand for 
different types of fasteners varies in different localities ... and 


often within the territory covered by a single distributor. 


Lamson & Sessions, because of the nation-wide character of its 
sales organization, knows of these variances in demand and 
can often advise you on what types and quantities of fasteners 


to stock in order to meet your customers’ demands. 


Lamson salesmen have this information, or can get it for you. 
Why not let them help you balance your stock to meet local 
requirements? Ask your Lamson & Sessions salesman about 
this valuable service—or write us direct. 


THE LAMSON & SESSIONS COMPANY 
General Offices: 1971 West 85th St., Cleveland 2, Ohio 
Plants at Cleveland and Kent, Ohio * Birmingham «+ Chicago 


swe COMPLETE =, 
TEEPE cs 


LAMSON « SESSIONS 






STEADY- PROFIT LIN 
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Edward J. Helline 


Helline Appointed 
Sales Manager 
Edward J. Helline has been appointed 


| general sales manager of the Reliance 


division of the Eaton Mfg. Co., Mas- 
sillon, Ohio. 

Mr. Helline has been with the com- 
pany 28 years and has served in various 
capacities, starting as mail clerk and 
progressing through the advertising and 


| sales department, manager of the order 


and billing department, manager of the 
service department and assistant to the 
general sales manager, H. J. McGinn. 
For the past three years he has been 
in charge of Snap Ring sales engi- 
neering and production. 


Price Adjustment 
On G. E. Lamps 


The Lamp Department of General 
Electric Co., Cleveland, has announced 
that because of recent increased cost of 
materials and labor the company is 


no longer in a position to absorb the 
|5 per cent Federal excise tax, which 


it has been doing since 1941, and that 


| this tax will be passed to customer. 


At the same time the department is 


| making adjustments on certain of its 





lamps; some being decreased where 


| continued high demand and volume 
| sales makes a decrease in cost possible; 


others being raised in price because of 
abnormally increased costs. The com- 
pany points out, however, that the list 
prices of over 90 per cent of its lamps, 
including those for home and industrial 
use, remain unchanged or are lowered. 

















|SIMONDS. 


ABRASIVE CO. 






wheels for 


Simonds Abrasive Segments Say «2 
| are made to fit all types Me 2 fi ‘y 
of segmental chucks, solid wo 


or gap type. 


give superior performance 


\ AND that means you can give your cus- 
\ tomers superior service — the type of serv- 
\ ice the complete Simonds Abrasive line , 
5 _ enables you to offer for every grinding / 
mum 4 oe 


is a division of 





. DISTRIBUTORS 
Fc, Mass Surface Grinding is the subject of a current advertisement. About 
ep iment 400,000 buyers and users see our advertising each month,/ 


Other Divisions: 


Z Lockport, NY. ‘ 


Special Steels 


ma. SIMONDS 


ABRASIVE CO. 


Montreal, Can. 
Simonds Products for Canada 





SIMONDS ABRASIVE COMPANY e TACONY AND FRALEY STREETS @ PHILADELPHIA 37, PA. 
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gous pat. OFF, 
pe 


TRUCK 
CASTERS 


ustri with the 
most efficiency and at 
he lowest cost. Ask us 
to help you select the 
Bond caster that's exact- 
ly right for your needs. 


ona casters make money for you and your 
wa 


customers — they are short cuts to speedy handling. 


3 vulcanized — on rubber tread wheels 
megs OTF 


save floors. Easy swiveling, husky, trouble-free, each 


a caster assures smooth materials flow 
oso 


during a long service life. There's a type and size for 
every industrial requirement. You'll find the caster that's 


designed especially for your customers’ needs in 


gaovna catalog K-36. Write for it today. 


BOND FOUNDRY & MACHINE CO. 
MANHEIM, PA. 
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G. W. Sparks 





Sparks Succeeds Corbin 
At Christopher Co. 


G. W. Sparks, secretary of J. G. 
Christopher Co., Jacksonville, has suc- 
ceeded N. B. Corbin as manager. An- 
other recent addition to the staff at the 
Christopher company is J. L. Ragland. 
now in office training as a_ possible 
buyer. 

Mr. Sparks. who has been with the 
company for 19 years, will continue as 
secretary. Mr. Corbin, who was also 
vice-president of the firm, has purchased 
the Aetna Steel Co., of Jacksonville. 


A.M.A. Issues Two 
Packaging Pamphlets 


“The Peacetime Application of War- 
time Packaging Developments” and 
“The Package As A Selling Tool.” pam- 
phlets No. 16 and No. 19 in its series 
on industrial packaging problems and 
their solution, have just been issued by 
the. American Management Association. 
The series, which is intended to make 
available to members of the A.M.A. 
the new, interesting, informative pack- 
aging ideas and techniques currently 
being developed within industry, was 
originally presented before the Associa- 
tion’s Packaging Conference held re- 
cently in Atlantic City. 

Pamphlet No. 16 takes the form of a 
panel debate on useful wartime develop- 
ments. Charles E. Waring, technical 
assistant to the president of The Davi- 
son Chemical Corp., Baltimore, Md., 
opens the session with a talk on “Mois- 
ture Protection.” Clarence F. Manning, 
assistant vice-president, Reynolds Met- 
als Co., Richmond, Va., discusses “Foils 
and Laminations; R. G. Anderson, pack- 
aging methods supervisor for the Sperry 
Gyroscope Co., Inc., Great Neck, N. Y., 








speaking on “Fragile Articles”, treats 
with the difficulties encountered in ship- 
ping light-weight articles and explains 
how they were overcome; W. T. Black, 
packaging engineer, Western Products, 
Inc., Newark, Ohio, in his talk on 
“Metal Articles”, deals with wartime 
improvements in their shipment and 
storage; and H. E. Nack, of the Pack- 
aging Specifications Dept., Sharp & 
Dohme, Inc., Philadelphia, Pa., de- 
scribes techniques devised to meet the 
problem of substitute packaging ma- 
terials in his talk entitled, “Pharmaceu- 
ticals.”. The pamphlet concludes with 
two papers on packaging prospects: 
“The Outlook on Critical Packaging 
Materials”, by Edward J. Detgen and 
“The Packaging Machinery Situation 
Today”, by Frank B. Fairbanks. 

“The Package As A Selling Tool”, 
No. 19 in the AMA series, discusses 
executive thinking about packaging 
methods; new package designs and 
standards; and the need for the pack- 
age to make its own way in self-service 
selling. The booklet concludes with a 
review of some of the better packaging 
plans developed by retailers and inte- 
grated with their “point of purchase” 
advertising displays. Guest  partici- 
pants at the Conference whose talks are 
included in the pamphlet are Richard 
D. Elwell, Willard F. Deveneau, L. B. 
Steele, and William H. Carmichael. 

Both pamphlets are available at 75¢ 
each and can be obtained by addressing 
the American Management Association, 


330 West 42nd St., New York 18, N. Y. 


New Executives at 
J. & L. Steel Corp. 
The Jones & Laughlin Steel Corp. 


underwent extensive changes recently 
in its executive personnel, adding new 
members to both the board of directors 
and the executive committee. Among 
those affected were W. J. Creighton. who 
has retired from the office of executive 
vice president but continues in an active 
advisory capacity as consultant to the 
chairman of the board of directors, and 
Frank R. Denton, a new elected di- 
rector, who has also been elected a 
member vf the executive committee. 
Other executive changes included: 
C. L. Austin, heretofore a director and 
the treasurer, who will now occupy the 
additional offices of member of the exec- 
utive committee and _ vice-president. 
H. Parker Sharp, heretofore a director 
and the general counsel, was elected to 
the additional offices of member of the 
executive committee and vice-president. 





FOR NEARLY 100 YEARS 


FHIS PROGRESSIVE DISTRIBUTOR 


HAS PACED THE SPECTACULAR 


GROWTH OF SOUTHERN CALIFORNIA. 


AN IMPORTANT PART OF THIS 


LEADERSHIP HAS BEEN THE FREQUENT 


ISSUING OF GREAT CATALOGS. 


R. R. DONNELLEY & SONS COMPANY 


550. 4AST. 22A2N0 8318 . CHICAGO $6, t@Rtenors 
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WORK GLOVES 
ror PLUS protection 


PROTECTION —HOOD Work Gloves protect 
vital hands against salt-water, slime, abrasion, 
acids, alkalies, chemicals, corrosives, solvents, 
stains and other irritants. 






DEXTERITY — Because of special curvature to fit 
natural hand-contours, dexterity is assured. 


LONG LIFE —Superior vulcanization makes them still-usable when others are worn out. 
Gauntlet Model is reinforced at thumb-crotch for extra wear. 

COMFORT —All HOOD Work Gloves are lined with fleecy cotton flannel for added 
comfort. Keep hands safe, clean and dry. 

TWO TYPES —HOOD WORK GLOVES are available in two types: “Gauntlet” and 
“Knitwrist”. Specify “Knitwrist” for hand-protection, “Gauntlet” for hand and lower 


arm protection. Order HOOD WORK GLOVES now. Since 1934, America’s SAFETY- 
PLUS Glove. 


HOOD RUBBER CO., WATERTOWN, MASS. 


A Division of the B. F. Goodrich Company 











“PIONEER” 
STEEL SHAFT HANGERS 









Thousands upon thousands of 
these “Pioneer” Steel Shaft Hang- 
ers are in daily use—and have 
been ever since 1914. They are 
unbreakable — their superior 
strength and rigidity make them 
dependable. They are one-third 
lighter than the old style cast-iron hangers, and therefore cost less 
f.0.b. ceiling—and that’s what counts. 





Cut costs of handling, hauling and millwrighting by using 
“Pioneer” Steel Shaft Hangers, made by the manufacturers of the 
famous “Hallowell” Ready-Made Shop Equipment of Steel and 
“Unbrako” Screw Products. 


Over 44 Years in Business 


STANDARD PRESSED STEEL CO. 


JENKINTOWN, PENNA., Box 519 


— BRANCHES —— 
BOSTON « CHICAGO + DETROIT © INDIANAPOLIS « ST. LOUIS « SAN FRANCISCO 
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Marcel Drucker, new County Com- 
mander of the “Sgt. Michel E. 
Drucker Post #1629,” receives the 
congratulations of Past Com- 
mander Herman Kahn. 





Drucker Installed 
As Commander 


Marcel Drucker. co-partner with 
Samuel Hoffmann of the Guarantee 
Specialty Co., wholesale hardware deal- 
ers at 60 Lispenard St.. New York, 
has been installed as Commander of the 
“Sgt. Michel E. Drucker Post #1629” 
of the American Legion. The event was 
held at the Riverside Plaza Hotel, in 
New York. 

Highlight of the occasion occurred 
when Commander Drucker was _pre- 
sented with a handsomely engraved 
gavel, the gift of members of the com- 
pany, in memory of his son Sgt. Michel 
Ek. (“Mickey”) Drucker, who was lost 
at sea on a flight mission out of New 
Guinea on May 7, 1943. 


Market Forge Marks 
e 
50th Anniversary 
The factory employees, sales and 
office staffs and executive personnel 
of the Market Forge Co. Everett, Mass., 
are celebrating their 50th Anniversary 





this year. A special booklet commem- 
morating the company’s “Fifty Years 
of Progress”, makes interesting reading 
for it reveals the origin and develop- 
ment of the company in the free ways 
of American enterprise. 

The brochure reviews the modest 
beginnings of the company; the con- 
cepts of business it adopted which 
proved their fundamental appeal over 
the years; some of the wartime and 
peacetime products it has produced, 
presented in photographs and illustra- 
tions; and pictures of company person- 
nel, including many who have been 
with the organization over 25 years. 
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Substantial 
Trade 
Discount 





Wherever a factory 
maintains its own tool 
and die shop, it’s a pros- 
ect for one or more 
ahlstrom Tap Guides. 
This machine virtually 

eliminates tap breakage 
—saves those costly hours that are spent 
trying to pry broken taps out of dies. It 
does the work in a fraction of the time 
required for the usual method of hand 
tapping. Anyone can operate the Tap 
Guide: Simply fasten it to a post or 
bench, slip a Tap Adaptor into the 
spindle and turn the handle. Comes 
equipped with 7 Adaptors, ranging from 
8-32 to 14”, which takes care of 95% of 
all tapping requirements. (Taps are not 
furnished) 12%x6”x14” high. Ask for cir- 
culars, catalog pages and_ distributor 
proposition. 


Advertised in Machine Shop Magazines 


DAHLSTROM MANUFACTURING CO. 
424 South Sixth St. ¢@ Minneapolis 15, Minn. 





Dahlstrom TAP GUIDE 


FAST SALES... 
VOLUME SALES 


to every company 
handling box cars! 








The Monarch One Man 
Car Door Opener fills a 
long-felt need for saving 
labor, had Nae | acci- 
dents, speeding loading 
and unloading sched- 
ules. The Proctor and 
Gamble Company, Cin- 
cinnati, says: “We have 
established your car 
door opener in our saf- 
ety manual, which 
means that we will order 
these openers for our 
plants and mills all over 
the country.” 


a, 


Ahr rerwOCcene 


® Reasonably priced for 
quantity sales, generous 
discounts. Sales promo- 
tion literature and cuts 
available. Write us to 
day. 





Only $2250. Each 
F.0.B. Bowerston 


MINING SAFETY DEVICE CO. 


DEPT. MS-7 Bowerston, Ohio | 

















































Product of THE ALLEN MFG. €© 


ALLEN HEX. SOCKET Set, CAP a SHOULDER 





No. 6075 


Stock this set of “ALLEN” 
drivers for Allen-head screws 


Includes a set of 5 complete ‘Handi-Hex”’ Keys in 
sizes from .050” to 14” hex diameters, fitting set screws from #4 
to 14” inclusive and cap screws from #1 to #8 inclusive. With 
15 extra blades (3 of the same length for each of 5 handles), 
contained in plastic screw-top tube. Driver handles are made of 


durable plastic; each a different color to aid identification of 








the hex size. Chuck is firmly bonded in handle; grips the blade 








rigidly. . . Use of this set tremendously speeds-up assembly with 











hex-socket (Allen-head) screws of the smaller sizes. 














1nee Stock this profitable accessory to your Allen line. 


THE ALLEN MANUFACTURING COMPANY 
HARTFORD 1, . . CONNECTICUT, U.S.A. 
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x ASSURED CUSTOMER SATISFACTION- 
*x ASSURED REPEAT SALES... 


THANKS TO improved Yougn 





HARDENED RETAINER 


Presses into-hex bushings. 































ALIGNMENT BUSHING 


Revolves on Retainer Pin. 








ing shoulders, 
HARDENED HEX NOT SOFT CASTING 


BUSHINGS 


= revolve against hex bush- 





Pressed into casting, absorb radial 
thrust —cannot turn. 


’ 


on VINCENT-HUNTINGTON 
GRINDING WHEEL DRESSERS * 


In many hand dressers the retainer pin is mounted in the 
soft cast iron of the dresser hood. Radial thrust during the 
dressing operation soon elongates the pin holes in the dresser. 
The resulting zig-zag cutter action produces rough, inaccurate 
dressings, wears the walls of the dresser hood and scraps 
the cutter teeth . . . building resistance to repeat sales. 


All this is eliminated in Vincent-Huntington Dressers 

. radial thrust as well as side friction is absorbed by the 
hardened hexagon bushings mounted in the dresser hood. 
Dresser wear is eliminated . . . cutters always remain square 
with the face of the grinding wheel, producing cleaner, more 
accurate dressings. 


Point these features out to your customers .. . they're ‘“‘sale- 


clinchers’’. 


*No’s. O ‘special’, 1, 1 “‘special’’, 2, 11 and 22. 


VINCENT DIAMOND 
DRESSING TOOLS 


Vincent Diamond Dressing Tools are made in both single 
point and cluster types. Single point tools are made in five 
styles including one for hand dressing, each in six diamond 
sizes—cluster type tools in three styles. All diamonds used are highest 
quality and are mounted in exclusive VIN-SET Metal Matrix. Stock these 
tools for quick sales. 











| Jackson, 





Frank L. Dixon, left, counter sales- 
man, and Frank Callaway, man- 
ager of the shipping department of 
Georgia-Alabama Supply Co., ef 
West Point, Ga. 





Germany Years Behind 
On Abrasive Methods 


Germany is 15 to 20 years behind the 
United States in techniques of manu- 
facturing abrasives. according to J. T. 
president of the Mid-West 
Abrasive Co. Mr. Jackson and _ his 
brother, L. P. Jackson, vice-president of 
Mid-West. returned recently from a 


| Government-sponsored tour of abrasive 


plants in the British and American 


| occupation zones of Germany. 


Despite certain evidences of technical 


| advances in other industries, Mr. Jack- 


son said, there was complete absence 


| of similar strides made in abrasive pro- 


: 
| duction methods. 





The outstanding skill 
of individual German workers, how- 
ever, does much to make up for their 
lack of advanced production machinery, 
Mr. Jackson declared. Tools in most 
plants were crude and would be rated 
obsolete, by American standards, yet 
these exceptionally skilled workers were 
able to turn out wheels that compared 
favorably with the best produced in 
the United States. 

Mr. Jackson explained that most Ger- 
man workers spend many years of ap- 
prenticeship, so that when they reach 
the status of master craftsmen they 
have learned their trade thoroughly and 
well. The craftsmanship attitude of 
these workers is strikingly evident to 
the American visitor. It has survived 
the war’s tremendous destruction and 
the long delays of resumption of pro- 
duction caused by debate as to how 
far the former aggressor nation should 
be permitted to go. 

Mr. Jackson predicted it would be 
more than a century before Germany 
could hope to attain its pre-war level 








2424 Bellevue Avenue Detroit 7, inten \ of production. 
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CIRCULATING LIQUIDS 


for mizing om agitating ete 


FOR APPLYING COOLANTS, 
LUBRICANTS 
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FOR SPRAYING 








GRAY-MILLS Portable Electric 
Handi-Pump saves time and trouble 
on hundreds of liquid transfer jobs. 
Ends mess and waste. Flip the switch 
and it draws fluid through the intake 
hose and discharges it at the rate of 
6 G.P.M. No priming. Delivers up 
to 25 P.S.I. You can sell the Handi- 
Pump for hundreds of uses. Look for 
those laborious fluid handling jobs 
and you'll find your prospects. 


SEND FOR LITERATURE 


GRAY-MILLS CORPORATION 


1949 Ridge Ave. Evanston, Ill. 




















Gops in 1879... 


Still The Leader In ‘47 


HARGRAVE 
CLAMPS 





Maximin 
Carriage Clamp 
No. 530 


New Hargrave Carriage Clamp, 
stronger, more durable than 
malleable. Openings from 3 in. 


@ When a line of tools leads the field in sales 
to industry for close to three-quarters of a 
century, there must be good reasons for it. 
And here they are:— 


|. Constant improvement since 1879 with 
the aid of skilled mechanics from noted 


firms. » 
2. There is a Hargrave Clamp for every £40 Forged Stee 
. . pe 
application. Heavy Service 


3. A progressive manufacturing policy 
ever alert to new ideas and develop- 
ments. 

4. A fixed and sound sales policy—HAR- 
GRAVE TOOLS ARE SOLD ONLY 
THROUGH RECOGNIZED DISTRIBU- 
TORS. 


Constructed to take it, Hargrave Individually 
Tested Clamps insure your customers top 
performance . . . assure you constant de- 


mand and profits! WRITE FOR CATALOG 


showing the complete line of Hargrave Clamps—from 3% in. to 10 ft. openings, from 
VY in. to 16 in, deep; also Chisels, Punches, File Cleaners, Washer Cutters, Brace 
Wrenches, etc. 


4032 MOTGOMERY RD. 


#44 Forged Steel 
Super Clamp 
Regular Service 





CINCINNATI 12, OHIO 


The CINCINNATI TOOL Co. 
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How to relax, 
when somethings needed fast! 















Even if your suppliers are thousands of miles away, and you 
need parts and supplies right now — let others do the worrying, 
but never you. Specify Air Express and get delivery in a matter 
of hours. 

Air Express goes coast-to-coast overnight, and speeds up to 
five miles a minute insure same-day delivery between many U.S. 
towns and cities. Use it regularly, and you'll be paid off in greater 
customer satisfaction and smooth-running, efficient operation. 
To solve overseas shipping problems, investigate fast, frequent, 
inexpensive International Air Express. 


Specify Air Express-its Good Business 


@ Low rates—special pick-up and delivery in principal U.S. towns and 
cities at no extra cost. @ Moves on all flights of all Scheduled Airlines, 

@ Air-rail between 22,000 off-airline offices. 

@ Direct air service to and from scores of foreign countries. 

Just phone your local Air Express Division, Railway Express Agency, 
for fast shipping action ... Write today for Schedule of Domestic and 
International Rates. Address Air Express, 230 Park Ave., New York 17. 
Or ask for it at any Airline or Railway Express Office. Air Express 
Division, Railway Express Agency, representing the Airlines of the U.S. 


ESS 








(78 


GETS THERE FIRST 


get to Dallas fast. Picked up at 5 PM o 


Air Express charge was only $15.96! 


| 








Fastest delivery — at low rates 
65 Ibs. of machine parts in Louisville had to 


n the 


25th, they were delivered at 7 AM on the 
26th. For complete door-to-door service, the 


MILL SUPPLIES © JULY, 1947 








NEW LINES 


“Jaken an by 


DISTRIBUTORS 


Tri-State Tool & Supply Co. has been 
named an authorized dealer, in the 
Chicago and Milwaukee area, of the 
automatic electronic inspection sys- 
tem manufactured by the Arma Corp. 

Gill-Owen Co., Litchfield, Ill., has been 
appointed distributor of the line of 
taps made by Charles H. Besly & Co. 

Madsen & Howell, Inc., Perth Amboy, 
N. J., has been named authorized dis- 
tributor of Allspeed selectors manu- 
factured by the Worthington Pump & 
Machinery Corp. 

Chase Steel & Supply Co., Los Angeles, 
Calij., recently acquired the Oecrol 


Clark line of materials handling 


equipment, including trucks and 
casters. 
J. G. Christopher Co., Jacksonville, 


Fla., recently added All-State low 
temperature welding rods, Barrett- 
Craven lift trucks and Ensign Prod- 
ucts to its manufacturers lines. 

Reilly Brothers & Raub, Lancaster, Pa., 
has become an authorized distributor 
of Multi-V-Drives and Allspeed selec- 
tors manufactured by the Worthing- 
ton Pump & Machinery Corp. 

Mountain States Rubber Co., Salt Lake 
City 9, Utah, was appointed author- 
ized distributor of Worthington Pump 
& Machinery Corp. Multi-V-Drives. 

H. M. Cross & Sons, Rochester, N. Y., 
were recently appointed distributors 
of the Automatic Base Co. line. 

Degen-Fiege Co., Los Angeles, Calif., 
has added Worthington Multi-V- 
Drives to its manufacturers lines. 

Electric Maintenance Service Co., Inc., 
Bridgeport, Conn., has been ap- 
pointed distributors of the lines manu- 
factured by the Automatic Motor Base 
Co. 

The Ohio Belting & Transmission Co., 
Toledo, Ohio, has been named dis- 
tributors of the Automatic Motor Base 
Co. line. 

Georgia Hardware & Supply Co. has 
added_ Sterritt, Permatex, Sound 
Equipment Corp.’s electric soldering 
irons, Armstrong steam traps and 
Everlasting blow-off valves, and has 
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Sets the pace— 
leads the field 





Substantial business with good profits— 
that's what ATLAS Distributors are sure 
of. ATLAS Car Movers have been set- 
ting a good sales pace for many years 
and they're still leading. They are sturdy, 
reliable, and easy to use. They in- 
corporate modern improvements which, 
combined with the same fundamentals of 
construction that have built up their 
reputation, make them the outstanding 
Car Mover of today. Write for latest 
bulletin which fully describes the ATLAS 


APPLETON-ATLAS CAR 
MOVER CORPORATION 


1533 No. 6 St. Milwaukee, Wis. 




















THESE ITEMS SELL 


@ Sodering Paste 
Sodering Sticks 
Sodering Oil 
Sodering Flux 
Stainless Steel Polish 
Sodering Liquid 
Sodering Syrup 
Sodering Acid 

@ Solid Sal Ammoniac 


GET OUR CHECK CHARTS 


that show melting point of all soders— 
your customers will appreciate them. 





L. B. ALLEN CO., Inc. 
6731 BRYN MAWR AVE. 





CHICAGO 31, ILL 





























































Design Engineers 


Inspectors 
SHOP MEN find that "Blue Devil socket screw prod- 


ucts are easy to use. Glove fit between socket and 
key, made of tough alloy steel. 

DESIGN ENGINEERS find that they meet specifica- 
tions, have a wide selection of stock styles and sizes. 
Special sizes and styles can be quickly and economically 
supplied. 

PURCHASING AGENTS choose “Blue Devil" socket 
screw products because of their economical price, their 
wide selection of sizes, excellent delivery dates. 
PROCESS ENGINEERS specify "Blue Devil" products 
because there is a style and size for almost any applica- 
tion. 

INSPECTORS like "Blue Devil products because of 
their accurate class 3 fit and precision manufacture. 





Socket Set Screws Socket Pipe Plugs 


Socket Head Stripper 


Socket Screw Keys 
Socket Screws — Dardalet Socket Head Cap Screws 
Bolts Thread 


Safety Socket Screw Company 


4450 N. KNOX AVENUE CHICAGO, ILLINOIS 
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filled out the complete Dodge line. 
The company is now distributor for 
Yale hoists. 


another job 
Ray M. Ring Co., Chicago, Ill., were 


recently appointed distributors of the 

DONE RIGHT | Automatic Motor Base Co. line. 
Walco Electric Products Co., Provi- 
dence, R. I., were named distributors 


for the line manufactured by the 
Automatic Motor Base Co. 


| J. A. Webb Belting Co., Inc., Buffalo. 
with an ARMOUR Alundum Cloth Belt | iN. Y., has snare ae distribu. 
tor of the Automatic Motor Base Co. 

line. 





Cuyahoga Belting & Packing Co., Inc., 
has been named distributor in the 
Cleveland area of the complete line of 
leather belting, mechanical packings. 
and other industrial leather products 

| manufactured by Graton & Knight 

Co., Worcester, Mass. 

| Pye-Barker Supply Co. has heen ap- 
pointed exclusive distributor of the 
socket screw line of Safety Socket 
Screw Co. in Atlanta Ga. 

Industrial Supply Co., Inc., Minne- 
apolis, Minn., has been appointed an 
authorized distributor of socket screw 
products manufactured by Safety 
Socket Screw Co. 





Be 


fe SALES HELPS 


ee 0s 


WHATEVER YOUR PRODUCTS OR 
SPECIALIZED NEEDS... 
one of Armour’s complete line of better 


metal-working abrasives is right for you! COATED ABRASIVES--A 36-page hand. 
book and digest, and six bulletins on 
coated abrasives, their manufacture and 


ARMOUR | their uses, includes all necessary data 


and tables for application in industrial 


yy and related fields —Clover Mfg. Co.. 
epiftie | Norwalk, Conn. 

| SHORT DRILLS—A leaflet of interest to 

WORKS the screw machine and automotive serv- 

icing industries and their distributors, 

features a full line of short standard 

1355 West 31st Street . Chicago 9, Illinois | drills of high speed steel, recommended 






Division of Armour and Company 
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EAGLE HYDRAULIC | 
PUMP OILERS ARE 


Positive-acting 
and Trouble-free 


Accurate pump delivers a drop or a | | 
stream of oil—at thumb pressure. Will | | 
pump any oil that flows. Seamless 
drawn steel bodies and genuine double- 
seamed bottoms make them leakproof 
and durable. 


FEATURES 


—machined and 
ground brass 
plunger 


OUTSTANDING \ 





—no pump leathers 


—detachable seam- 
less welded 
spout 











—no soldered con- 
nections 


—all pump parts re- 
newable 


—easy to operate 





—easy to clean - 
Various styles and sizes 


Get complete information from your 
distributor 


EAGLE MANUFACTURING COMPANY 


Dept. MS7 ~—- Wellsburg, West Virginia 














FOR CIRCULATING 
TRANSFERRING 
COOLANTS 


4 with Confidence 


the CME 
PADDLE PUMP 












“ Handles alcohol, lubricating oil, syrups, | . 
i peanut butter, printers’ ink, sea ag VALDURA Asgum Roof Protection pre- 
: sewage, dilute acids or alkalis, and will sas — 
pass solids as large as rice grains. (Not serves the original elasticity of new roofs - 
recommended for carbon tetrachloride, 
agg dog lke Ay A. restores volatile oils to roofs that are weather-dried. 
ddle, which ll lasts b i , : 
| Pump “case. 1750 RPM. 35. ft Its waterproofing qualities render metal roofs impervious to 
a head, including Ms ft. = eRe < h 95.95 1 th f 
tt... requires no ackin or Sstulling ial ™ V- 
in... ae Goan, Ges. rust-incipient moisture. Compare the year length of ser 


truly promis- 
cuous power 
pump. 
Write for 
Literature 


| ice assured by Asgum-protected roofs with 5-6 years normal when 
roofs are not treated. Developed for use on all types of roofs- 

| felt, composition, metal, or ‘‘built-up’’, VALDURA Asgum 

| Roof Protection waterproofs, preserves, and renews. 

Every sale means repeat business. Write— 


wa 
JEROME SIMER COMPANY AMERICAN-MARIETTA CO. Vou 43 East Ohio St., Chicago, Ill 


422 STINSON BLVD ates) 


MINNEAPOLIS 13. MINNESOTA 
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| JACKSON 


BARROWS .. CONCRETE CARTS 
.. DRAG SCRAPERS .. MORTAR 
PANS .. MORTAR MIXING 
BOXES..SALAMANDERS .. 
LAWN ROLLERS 


The Line with 
70 Years’ Experience 


and Reputation 
Behind It...... 











The quality and dependability of 
Jackson equipment have been 
maintained for over seventy years. 
And Jackson has kept pace with 
users’ needs by constantly antici- 
pating requirements. Jackson Dis- 
tributors are assured that the name 
"Jackson" will always stand for 
strength, stamina, utility and econ- 
omy in service. Thus "Jackson" 
can be depended on in the future 
as in the past as a source of supply 
geared to the most exacting con- 
ditions of service. 


Acceptance of Jackson products 
over the years has been built on 
their reputation for performance. 
Jackson Distributors build profit- 
able business on the strength of 
this sales asset. 


FES. us. PAT 


JACKSON MANUFACTURING CO. 


182 





Est. 1876 
HARRISBURG, PA. 
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where rigidity is essential and for work 
in close quarters, and available in di- 
ameter sizes from vs to 2-in.—Morse 
Twist Drill & Machine Co., New Bed- 
ford, Mass. 


ADJUSTABLE V-BELT—24-page catalog 
describes features of adjustable V-belt, 
construction details, illustrates how to 
couple and uncouple, measure and in- 
stall. Includes engineering data and 
13 pages of application photographs.— 
Manheim Mfg. & Belting Co., Manheim, 


Pa. 


CONVEYER BELTS—A new four-page 
catalog section on conveyor belts, feat- 
ures a guide for the selection of grades 
needed in specific services. Details of 
each brand are given and special con- 
structions available in various belts, 
together with a list of common applica- 
tions.—B. F, Goodrich Co., Akron, Ohio. 


VALVE CHART—A new 20-page valve 
cross reterence chart contains a com- 
plete listing of OIC valve numbers in 
order, with their description, as an aid 
in the selection of the right valve for 
the right job—QOhio Injector Co., 
Wadsworth, O. 


NEOPRENE HOSE—An eight-page 
bound and illustrated loose-leaf folder 
describes the effect of fuels containing 
aromatic hydrocarbons on neopreme 
hose. Tables show reactions to various 
kinds of stresses commonly found in 
manufacturing and similar operations. 

Dupont & Co., Wilmington 98, Del. 


BROACH SAW—Four-page leaflet dem- 
onstrates advantages in using the new 
Super Sterling broach saw. Contains 


| information on sizes available in both 


broach and standard teeth models. 
Diamond Saw Works, Inc., Buffalo, 
N.Y. 


RESISTANCE WELDING — A _ 20-page 
booklet graphically describes a new 
technique to simplify and improve pre- 
cision resistance welding, recommended 
for those who design and manufacture 
resistance welded products. Diagrammed 
data on assembly, uses and _ other 
necessary operational information is in- 
cluded.—Westinghouse Electric Corp., 
P.O. Box 868, Pittsburgh 30, Pa. 


RETURN UNITS, BOILER FEED PUMPS 
—An exceptionally complete line of 
condensation return units and_ boiler 








@ When you want action and the safety 
F of sure-gripping power, you can't beat 
with ¢ Williams “Supersockets.” These versatile 
“SU PERSOCKE r Tc \ wrenches, with their various combinations 
c i of handles, parts and socket types, pro- 
vide greater speed even under adverse 
working conditions. 


Williams “Supersockets” are available in 
5 different patterns, with drives ranging 
from 1/4” to 1’ square. Socket openings 
range from 3/16” to 3 1/8’. Sold by 


Industrial Distributors everywhere. 


J. H. WILLIAMS & CO., Buffalo 7, N. Ys 


MILL SUPPLIES © JULY, 1947 








Yes, Mr. Jones, a Skinner Power 
Chuck provides a means to chuck 
work quickly, easily and accu- 
rately. This means that a machine 
equipped with a Skinner Air 
Chuck will be removing metal 
more hours of every work day, 
but without burdening the oper- 
ator. The increase in output will 
result in production-cost savings 
that will give you an edge in the 
increasingly competitive picture of 
today. 

And that’s not all, Mr. Jones. 
There are other features of Skinner 
Power Chucks about which you 
ought to know. Take a look at 
their rugged construction — bal- 
anced, forged-steel bodies, ma- 
chined all over, provided with 
wide jaw ribs to keep jaws prop- 
erly aligned and in the same plane 
— every part, plus the assembled 
unit, checked and_ rechecked. 
There are years of productive 
service in every Skinner Chuck. 
Safety is important, too; that’s 
why Skinner has paid special at- 
tention to the wedge-angle. Once 
the jaws grip a piece in any posi- 


FRONT & REAR VIEW SERIES 1300 


PRECISELY, Mr. Jones 
-and faster, too! 


tion, they will not release even if 
the air supply is completely cut off! 
Power chucking is a modern 
time-saving method that offers a 
simple way to greatly reduce your 
production costs. Skinner offers a 
complete line of self-centering and 
combination power chucks and 
allied equipment such as air cylin- 
ders, operating valves, gages and 
filters, plus a nationwide dealer 
organization that’s ready to apply 
their knowledge and experience to 
your problems — on the spot. 


TheSkinnerChuckCo. 


346 CHURCH STREET, NEW BRITAIN, CONN, 





@ 


THE CREST 
OF QUALITY 


HAND & POWER OPERATED MACHINE CHUCKS~AIR CHUCK 
EQUIPMENT~-FACE PLATE JAWS~-MACHINE VISES 


(84 
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feed pumps is illustrated and explained 
in a 24-page bulletin. Detailed informa- 
tion is given on each type of unit and 
includes selection tables which simplify 
choice of the proper unit to meet each 
individual set of conditions.—The Dem- 
ing Co., Salem, Ohio. 


NEW LINES AND REDESIGNS — An 
eight-page, two color bulletin contains 
information pertaining to the manufac- 
ture of several new lines, including 
valves and electronic controls, the re- 
design of some items to permit price 
reductions. the lowering of prices on 
certain instruments and accessories and 
the removal of the escalator clause.— 
Wheelco Instruments Co., Chicago. 











July 21-25—American Water Works 
Association & Federation of Sewage 
Works Association, Civic Auditor- 
ium, San Francisco. 

Aug. 4-9-—Automobile Accessories Ex- 
position, Stevens Hotel, Chicago. 
Aug. 22-Sept. 6—Canadian National 

Exhibition, Toronto. 

Aug. 25-28—National Association of 
Power Engineers, Hote! Statler, Bos- 
ton, 

Aug. 25-Sept. 1—Pacific National Ex- 
Exhibition, Vancouver, B.C., Can- 


ada. 

Sept. 8-13—Instrument Society of 
America. conference and exhibit, 
Stevens Hotel, Chicago. 

Sept. 15-19—New England Water 
Works Association, Hotel Statler, 
Boston, 

Sept. 15-19—Track Supply Associa- 
tion, Stevens Hotel, Chicago. 

Sept. 17—Machine Tool Show, Chi- 
cago. 

Sept. 29-Oct. 4—National Business 
Shows, Grand Central Palace, New 


York. 

Oct. 12-17—Brewing Equipment & 
Materials Exposition, Public Audi- 
torium, Cleveland. 

Oct. 13-16—American Hardware Man- 
ufacturers’ Association, semi-annual 
convention, Atlantic City. 

Oct. 13-16 — National Wholesaler 
Hardware Association, Atlantic City. 

Oct. 15-18—National Hardware Show, 
Grand Central Palace, New York. 

Oct. 23-25—Direct Mail Advertising 
Association, convention & exhibit, 
Hotel Carver, Cleveland. 
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ASTING init — 


Blow~ 


MANUFACTURED BY 


EVERLASTING VALVE CO. 


Trode-mork 


49 Fisk Street 
Jersey City 5, N. J. 


‘EVERLASTING''—REG. U.S. PAT. OFF. 






Mr. Distributor: 


there’s a good profit for you 
in EVERLASTING VALVES! 


That's largely because of their long and nation-wide acceptance 
by industry. And that, in turn, is due to their fine performance and 
service records in a great diversity of applications. On top of that, 
EVERLASTING Valves are now nationally advertised with full- 
page ads —to better help your sales! 


Because EVERLASTING Valves never let users down in service 
value, they never let distributors down in sales value, When you 
stock the EVERLASTING line — it includes valves for general serv- 
ice and boiler-room requirements — you are in a position to supply 
something on which plant engineers and maintenance men are 
already sold . .. but good! And you'll find EVERLASTING’s 40 
years of experience and prestige in the valve field a good builder 
of customer confidence in your own service. 


If you are interested in steady turnover at Good Profit, send for 
supplies of bulletins covering the EVERLASTING line of valves — 
and distribute our literature to your customers. You'll never put a 
postage stamp to better use — nor find a better time than now to 


348 
use it: EV-216 


Everlasting 
_Valves 


eh 





m1 73 EVERLASTING 





SERVICE 
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KLEINS... 


choice of 
good workmen 


Among men who know good tools, there is no substi- 
tute for quality. That’s why wherever you find linemen 
or electricians—mechanics or radio repair men—you'll 
find Klein Pliers. 

Klein Pliers have the proper balance . . . just the 
right spring to the handles to prevent tired hands... 
a fitted hinge that keeps jaws perfectly aligned... 
carefully matched knives that stay keen. 

The Klein line includes pliers for every purpose— 
your order for these quality tools will be filled as soon 
as possible. 

The Klein Pocket Tool 
Guide showing the Klein 
line and containing use- 


ful tool information will 
be mailed on request. 


motes K LEINGoss Sous 


BELMONT AVENUE, CHICAGO ‘118 
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Nov. 3-7—Section International Light- 
ing Exposition & Conference, Stev- 
ens Hotel, Chicago. 

Nov. 29-Dec. 7—National Farm Show, 
Coliseum, Chicago. 

Dec. 1-6——Chemical Industries Expo- 
og Grand Central Palace, New 

‘ork. 








25 Years Ago 
W. T. Todd, president of Somers, 


Fitler & Todd Co., Pittsburgh, was 
elected first vice-president of the Pitts- 
burgh Chamber of Commerce. 

A. W. Ferguson was named sales man- 
ager of the E. J. Woodison Co., Detroit 
distributor of foundry supplies. He was 
formerly sales manager of the Blystone 
Mfg. Co., Cambridge Springs, Pa., man- 
ufacturers of mixing machinery. 

J. W. Hemmerle joined the L. A. 
Green firm, Pittsburgh dealer in mill, 
mine and contractors’ supplies. 

W. Woodward Williams, who resigned 
his position at the Pittsburgh Gage & 
Supply Co., Pittsburgh, was made vice- 
president of the Titan Iron & Steel Co., 
Newark, N. J. 


The Factory & Mill Supply Co., Bos- 
ton, purchased the mechanical equip- 
ment of the Conley & McElroy Co., 
Beverly, Mass., including drop ham- 
mers. lathes, presses, milling machines 
and other machinery. 

Adolphus Clay Bartlett, chairman of 
the board, Hibbard, Spencer Bartlett & 
Co., Chicago, died at Pasadena Cal., 
following a stroke. He was 77 years old 
and had been engaged in the hardware 
business for 59 years. 

Fire, which did $100,000 damage to 
the Main St. business section of Battle 
Creek, Mich., wrecked the hardware and 
mill supply store of L. B. Brockett & 
Sons on 59 West Main St. 


10 Years Ago 


Industrial supply distributors of 
Michigan held a stag outing at the 
Blythfield Country Club. The meeting 
was held under the direction of Ray 








3 SIMPLE RULES FOR A PERFECT FIT 





Look Abead with 


Weatherhead 


THE WEATHERHEAD COMPANY, CLEVELAND 8, OHIO 


@ 


CLEVELAND + NEW YORK + DETROIT + CHICAGO + LOS ANGELES + HOUMA, LA. 
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ERE ARE three simple rules 
that will help you to quickly 
solve your “fittings” problems. 


1. Decide what style fitting you 
need. Is it an inverted, flared tube 
type? Is it an SAE flared tube type? 
Is it a compression type? Is it a 
pipe fitting? Is it an AN tube 
fitting? Is it an Ermeto™ fitting? 


Weatherhead is the world’s largest 
producer of tube fittings and offers 
you a complete line for every pur- 
pose. These fittings are made in 
brass, steel, stainless steel, and alumi- 
num from bar stock and forging. 


2. Be sure it’s made of the best 
possible materials. Typical 
Weatherhead fittings are machined 
from extruded brass bar stock to 
eliminate any danger of sand holes 
or other casting flaws. All have flat 
sides, making them easy to tighten 
or loosen with an open wrench. 
Acid baths and solution washes at 
the end of the high precision pro- 
duction lines delivers them bright 
and clean. 


3. Buy it from a reliable manu- 
facturer. The Weatherhead Com- 
pany is the leading parts producer 
in more than a dozen industrial 
fields and manufactures thousands 
of different products which are 
described in numerous catalogs. 
Write us today and let us know 
what your needs are. We'll send you 
a catalog, promptly, which will 
cover all your tube fittings, flexible 
hose, hose assemblies or other needs. 
® Trade Mark Reg. U.S. Pat. Off. 





) 


Weatherhead Products Include: 


Power Brake Units * Jet Fuel 
Control Valves * Liquefied 
Petroleum Gas Regulators 
Relief Valves * Flexible Hose 
Assemblies * Tube Fittings 
* Refrigeration Valves 
* Dehydrators 
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Building Profitable Business 
for YOU 


The extra values and the extra sales appeal of 
Sonneborn “Building Savers” are featured in advertising 
that blankets the building and maintenance markets — 
homes, business, architectural, contractors, engineers, 
industrial, institutional, and others. 

Each Sonneborn “Building Saver” is a needed spe- 
cialty, each one a door opener, each one a profitable item. 
Stock the complete line of Sonneborn “Building Savers” 
and use Sonneborn sales promotion material to get the 
fastest turnover. 

Are you using a/l the promotional material listed 
below? If not, write Dept. M-7, right away. 





Window displays Mat service 


Counter displays Shelf cards 

Product literature Wall cards 

Blotters Samples 
Estimating guides 


NEW DISTRIBUTORS! Ask to see the SONNEBORN 
‘‘BUILDING SAVERS’’ DISTRIBUTOR PLAN 


SONNEBORN __ 


‘*‘BUILDING SAVERS'"’ 


e 
Floor Treatments © Woxes * Paints and 
Protective Coatings * Concrete ond Mor- 
tor Admixtures * 


Waterproofing and 
Dompproofing * Coulking Compounds 
Roof Coatings 


Building Products Division, L. SONNEBORN SONS, INC., new vor 16, w.¥. 


In the Southwest: Sonneborn Bros., Dallas 1, Texas 
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IF IT'S 
WORTH BUILDING 
IT’S 
WORTH SAVING 








Smith of Boyer-Campbell Co., Detroit. 
who introduced Russ Duncan, president, 
and Harry Rinehart, executive secretary, 
of the National Supply & Machinery 
Distributors’ Association. A morning 
business session was followed by a round 
of golf and dinner. A. J. Sparks of 
F. Raniville Co.. Grand Rapids, presided 
as toastmaster. 

E. I. Leighton of the Leighton Supply 
Co., Fort Dodge, Ia. his wife and 
several friends returned from a 7,750- 
mile motor trip through western states. 

C. Guy Stevens was made manager of 
the Elizabeth store of the Elizabeth 
Hardware Co., Elizabeth, N. J. 

E. K. Welles of the Charles H. Besley 
Co., was elected chairman of the Chi- 
cago Mill Supply Association. Oscar 
Iber of O. Iber Co., was named vice- 
chairman. J. G. Christie, Barrett- 
Christie Co.; William Pedersen, Peder- 


| sen Brothers Tool & Supply Co., and 


F. W. Copeland, H. Channon Co., were 
elected directors. 

A. R. Nicolas was made sales manager 
of the Kester Machinery Co., Winston- 
Salem, N. C. Mr. Nicolas was formerly 
a salesman for Lombard Iron Works & 
Supply Co., Augusta, Ga. 

J. D. Huey, E. C. Cooper, E. C. 
Beard, E. D. Patterson and W. N. Chap- 
man, salesmen from Wessendorf-Nelms 
& Co., Houston, Tex., were guests of 
the Independent Pneumatic Tool Co.. 
in Chicago following a fishing trip in 
the North Woods. 


WYER 


LOOKS AT 


Composite opinion of purchasing agents 
who comprise the N.A.P.A. Business 
Survey Committee. 








The statistics on continued high pro- 
duction and sales are confirmed in the 
May reports. The few who report les- 
sened business activity about balance 
those showing increases, the latter in 
seasonal production and from the avail- 
ability of previously short materials. On 
the down-side, soft goods predominate 





















PRODUCTS 





In over 30 years’ experience manufacturing 













belt lacing equipment exclusively, Clipper 


has developed the world’s finest belt hooks. Clipper No. 9 Port- 
able laces belts up to 6 


These are made of the highest quality belt ate wile in one 


quick, easy operation. 


hook wire. Hooks hold with firm, sure grip— 
give longer satisfactory service. When these 
top quality hooks are applied with a modern 
belt lacer such as the Clipper No. 9 Portable, 
you have the right combination—one which 
saves money for your customers— 
BUILDS REPEAT SALES! 


Designed to Meet Present Day Production Demands 


_™ 
 — 


The Clipper No. 9 Portable Lacer develops pressures up to 16 
tons. With such pressure, hooks can be embedded flush with 
the surface of any kind of belt, and points clinched. 





The scientific action of the jaws forms a perfect line of well 
rounded loops permitting the use of maximum diameter 
Lubrihide Pin, also providing equal distribution of pulling Scientific action of jaws forms 


strain on every hook. A belt joint so made will outlast by two 
to three times one made with an old-style portable lacer. Ge 
CLIPPER BELT LACER COMPANY, Grand Rapids 2, Michigan a perfect loop for connecting pins 


i) 


- = 


“BELT LACHES “Bae EQUIPMENT 
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it makes... : 
and SENSE a 

















You make more money when you handle a complete 
and full line—the Victor line. In the Victor line there's a 
blade for every job a hack saw or band saw can do. And Victor hack saws, 
frames, and band saws are fast-sellers because they’re known and 
accepted and preferred: they've given users faster cutting, cleaner cutting, 
economical cutting on metals, plastics and other non-metallics. 

Ask anyone: they'll tell you that Victor is the complete line of 

fast-selling saws and frames...the line with the fast 
turnover. If it’s dollars you're after, it makes 
sense to handle the Victor line. 














HAND BLADES 











POWER BLADES 


OWCTOR 38 




















BAND SAWS 
including Skip-tooth) 








Free booklet 





of metal cutting facts. 


VE , Send for it. 


——— seid only through recognized distributors. 





xy; 
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—luxury items, cosmetics, some house- 
hold goods—with a few machine tool 
slack-offs mentioned. Automotive and 
refrigerators report orders: on hand 


| would warrant higher production if 
| more sheet steel was obtainable. Most 


noticeable is the absence of depression 
pessimism in the reports. While a buy- 
ers’ market is not here, it seems indi- 


cated for the near future. 


Commodity Prices 


Purchasing agents do not expect a 
straight-across-the-board percentage re- 
duction in industrial material prices. 
They look for adjustments as prices find 
their level through rapidly increasing 
competition, which is developing as de- 
mand is reduced to production require- 
ments and supplies come into better bal- 
ance with that demand. 


Inventories 


The goal of lower inventories is being 


| reached by more and more companies. 


The April reports showed 33% as 


| lower; May, 45%. and many who show 


“no change” comment that inventories 
are not too high for present programs. 
Some with unbalanced, high inventories 
are disposing of surplus items. Indus- 
trial inventories are considered to be in 
the best condition reported so far this 
year. With supply pipe lines filling 
up, many report it is now possible to 
make purchases of production materials 
after the sales department gets the busi- 
ness. There is every indication that in- 
ventories will continue downward to the 
lowest possible workable level. 


Buying Policy 


Hand-to-mouth to 60-day commit- 


_ ments appear to be the general policy, 


with 90 days the maximum. Some few 
on longer terms advise coverage is for 
future production of firm orders on 
hand, requiring materials in the less 
speculative classes. Price stabilization 
is being encouraged by regulating pur- 
chases to immediate needs. 


Commodity Changes 


As this report is written, copper is in 
the unusual position of having three 
prices—2114¢. 24¢, and an average of 
the two—this in the face of producer, 
selling and consumer general agree- 
ment that the price of copper is too 
high. The shrinkage in brass mill prod- 
uct backlogs makes earlier deliveries 




















Ball Bearing Swivel 
and double ball race, 
type. 
tings in wheels as well as in hangers. 
Large balls in upper race take load 
as well as side thrusts. One of many 
Buftalo casters. 


Caster, Single 
non-binding 


High pressure lubricating fit- 


Write for catalog 


Some of the products we 
make for you to sell: 
Ball Bear:ng Swivel Casters 

Ball Bearing Stem Casters 

Rigid Casters 

Double Wheel Casters 


Rubber Tired Wheels or Metal 
Wheels. 


BUFFALO CASTER 
& WHEEL CORP. 


187 Breckenridge Buffalo, N. Y. 


























“A GIANT IN 
YOUR HAND” 


Seymour $mitx 


snap-lock 


Y.. PLIER-WRENCH 


- 


Serves As 

A PLIER 

A WRENCH 

A HAND VISE 
A CLAMP 


NEW MULTI-USE TOOL for 
HOME—FACTORY—FARM 
WELDER—REPAIR SHOP 


Tremendous gripping and holding 
power—locks when closed for hold- 
ing pieces for drilling. welding, 
scribing. grinding, etc. Easily and 
quickly unlocked. Used also without 
locking as a plier. Thousands of 
uses wherever mechanics werk. No. 
1607, 7” size: No. 1610, 10” size. 


Full details on request. 
SEYMOUR, SMITH & SON, INC. 
OAKVILLE, CONN., U.S. A. 

Sales Rep.: JOHN H. GRAHAM & CO.., Inc. 
105 Duane St., New York 8, N. Y. 











It’s possible to cut chain costs 
50%, when you use TM Alloy 
Steel Chain. It has five to fif- 
teen times the life of wrought 
iron chain (depending on the 
type of work)... because it 
has twice the tensile strength... 
far greater resistance to shock, 
to grain growth and to work- 
hardness. It never requires an- 
nealing. And it’s tougher... 
Brinell Hardness Tests show 
270 to 300. It all adds up to 


Taytor Mave 


\ 


less than half the replacement 





costs...less than half the main- 
tenance costs and twice the 
safety factor of ordinary chain. 
TM Alloy Steel Chain is quick- 
ly recognized by its double 
weld. Nationally advertised in 
leading industrial publications. 
Write the factory today for 
specifications and prices. 


S.G. TAYLOR CHAIN CO. 
Dept. M-7, Box 509, Hammond, ind. 








ALLOY hot “THE BEST BY TEST SINCE 1873." 
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Ma AMIDEE e TOOL OF 


Reg. U.S. Pat. Off 4 a SES 


JACK OF ALL TRADES 


AND MASTER OF PLENTY 

It's quick, it's deft, it's conveniently 
small, yet the Handee Tool packs a terrific 
wallop! 

Handee is the original, single hand con- 
trolled, electrically driven tool—and it's 
the finest today. It can be used at the 
bench or carried right to the job. It 
reaches hard-to-get-at places on machin- 
ery, touches up perishable tools, grinds 
dies, chip breakers on broaches, re- 
moves burrs, etc. Runs at a cool 
25,000 r.p.m. AC or DC. 
Weighs 12 oz. 

Combined with its accesso- 
ries and exclusive attach- 
ments, the Handee Tool per- 
forms more operations with 
greater accuracy than any 
other portable electric tool at 
any price. 

PRECISION ATTACHMENTS Fit 

Handee only. Offhand carving, rout- 

ing, shaping is exact as to depth of 


cut, accuracy of line. Indispensable to 
pattern shop. Set of 6, postpaid, $7.95. 


HANDEE KIT W—Strong, compact steel 

carrying case holds the Handee Tool steel 

and a complete assortment of accessories. 
Postpaid, $27.50. Handee with 7 accessories 
only, 50. 


GRINDS, DRILLS, CUTS, SAWS, ROUTS, 
POLISHES, ENGRAVES, CARVES, SANDS, ETC. 



















CHICAGO ACCESSORIES FIT ANY POWER TOOL 








OVER 500—ONE FOR EVERY JOB 


DISTRIBUTORS—This advertisement is appearing in leading industrial publica- 
tions. Write for Catalog and Engineering Survey Forms helpful in solving your 
customers’ grinding problems. 


CHICAGO WHEEL & MFG. CO. 


1101 WEST MONROE STREET, DEPT. MB CHICAGO 7, ILLINOIS 
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possible. The demand for wire bars is 
heavy and is expected to continue. Cor- 
rugated containers have been reduced 
and are easier to get. Other items on 
the down-side: camphor, cotton linters, 
drying oils, electric cable, some fats and 
oils, glycerine, lumber (particularly 
lower grades) manila rope, scrap paper 
and scrap steel, rubber, resin, starch, 
cotton fabrics, tallow, tung oil, turpen- 
tine. wire-bound boxes. Increases 
noted were alcohol, electric motors, non- 
ferrous castings, some papers, titanium, 
wire rope. 

A report from the International Con- 
ference is that tin will be very short 
for the next two years, due to the slow 
comeback of producing areas that were 
held by the Japanese. A similar report 
on rubber was made a few months ago 
but now supplies are ample. 


Employment 


There is not much change from April 
when reports indicated the uptrend had 
stopped. A few report normal, seasonal 
changes up and down. More competent 
help is available, and a surplus ef com- 
mon labor is noted in some districts. 


Canada 


The Canadian picture more closely 
resembles that in the United States this 
month. Production is high, prices tend 
to level off except on recently decon- 
trolled items; the direction of inven- 
tories is downward; employment is 
high; buying policy is tight. 


Stanley Knives 
In New Package 








Trimming knives made by Stanley 
Tools, New Britain, Conn., are now be- 
ing packed in a colorful new box. The 
box is silver foil, printed in black, white 
and reddish brown. A quantity of these 
boxes can be arranged with some of 
the knives for an attractive window or 
counter display. The knife is used in 
shops, offices and in homes to cut fiber 
composition board, auto top and up- 
holstery materials, oil cloth, linoleum, 
rubber, rope, paper, cardboard, photo- 
graphic negatives and other soft ma- 
terials. Six blades are held in the han- 
dle compartment and the knife is made 
of lightweight aluminum. 
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heres a LUs Le 


on which you'll get plenty of calls! 











fe 
= ay, -L- - S\A ~y 
VA Uwe > spestos om Brock” “ 
i 
*cov vet ation = ing 
_— AP High Me for NE as 
. P ‘ . e “in s 
ar asBest en manta adapta t of all npet® 
“+e if " ireit 
A favorite alt 5€ eat require ons he 
ture of : snsulati mak = up to 20 
Seger yens, cures 
electri yining ONT” | fut: 
a for * appins = 
ng gaskets we Flexible: = AQ EN 
1 ies, F 
nace pipe sent “- “iw 50 ynsut lating 
ugh, ffict < re maxim tough 
tous , Here ° ombin dwn exce 
ealue © ae as on 
= AR ys hhardnes® pro per tie Sprit e , non- 
ih // a + le} 7 yea- , yfear 5 { ‘ 
WY, 5 mite yica = t tick MB, \ly apple and Bre a comm. 
4, < asBest le 0 ap \ \ent 1a quit y ors fe measure 
in ~> multitude greens fast flo atety ™ eprools 
SV Has am cluding fi ‘pin 2 sense plant. Fit ; 
ions ; range ’ any = ‘ every axpens!® 
ations, f° 4 me Av TING cient, ne 
ti oe ane ; Nts : SULA FACIE, 
par recess¢ at resis”, 3 -l 10S \ €c 
oe where material SSS ASE CEMENT at insule 
other - epro i ~ wpes OF BEN ting =~ fv 
nn at, fret For all tyP from ” a <3, alt pal - 
pequites rion yor’ = tO §nal suf vecial FE My ae c wet ighest 
rings ay S$ ; $ of 1 
up fit ‘ Many : re ; *1p varl y - ane 
“=p, /4 G oF gulatl \ sec fe ‘ q A wide “ne h \t paints " 
<= wy, A cK packin \ oe { \ ality asph oofing CO" 
a a ano WI 1 mate ryt qarings 1 TO aie and 
UTI : 2 ROPE asketing \k- ments coatit i rep! : 
JV ideal for cau ction any 
- A\so guitadl \ ovens, 1 “ “ qrenranic’ ; 
\ il ee es an me 77 -L- cE men an sof 
- “ < for ype re 
steam AV Sz ggptstO8  ccreci es ’ 
= PevelOPe” ¢ yrnaces Also 
ing S- 
mou an flue P Pepin 
yletS © a 
1es ¢é XP 
‘ actor! ac 6s 
re ats 2M egble 
your a Suita ir 
nck: to + 
speratres up 











Ne 
© 


_ 


IN 
A 





THE PHILIP CAREY MANUFACTURING CO., CINCINNATI 15, OHIO 


In Canada: The Philip Carey Co., Ltd. 
1557 MacKay Street, Montreal 1, P. Q. 
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Sy) check your stock — 
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Corrugated Asbestos Roofing and Siding 
Asphalt Shingles & Roofings « Built-up Roofing 
Careyduct * Asbestos Wallboard & Sheathing 
Roof Coatings & Cements * Pipeline Felt 
Asphalt Tile Flooring * Waterproofing Materials 
Expansion Joint > Asbestos Shingles & Siding 
Industrial Insulation + Rock Wool Insulation 
Miami-Carey Bathroom Cabinets & Accessories 
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YOU 
CAN 
DEPEND 
ON 
Darnell 


DARNELL 
CASTERS 


Increase efficiency 
of employees. 


Eliminate wracking 
of equipment. 


Save time, speed up 
production. 


Free DARNELL MANUAL 


DARNELL CORP. LTD 60 WALKER ST NEW YORK 13 NY 
LONG BEACH 4 CALIFORNIA 36 N CLINTON CHICAGO 6 ILL 
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& 
Former lieutenant of infantry, 
Clyde Short is doing inside sales 
at Rogers, Bailey Supply Co., Chat- 
tanooga, Tenn. Mr. Short was in 
the Army for four and a half years. 





Durables Sales Offset 
Non-Durables Declines 


While sales of non-durables have 
fallen off in recent months, as reported 
in our last issue, supplies and sales 
of hard goods are on the increase. 
Total durables sales, which were 17 per 
cent in 1945, have risen to 22 per cent. 
Consumer demand continues to support 
factory output and the further growth 
of durables inventories. Manufacturers 
inventory accumulations are high but 
still below the 1946 rate. 

What may account, in part, for the 
recent spurt in durable goods buying 
is the fact that earnings of factory 
workers in the auto, steel and electrical- 
equipment industries are now at a rec- 
ord average of $1.19 an hour. The 
cost-of-living rise has been halted, at 
least for the time being, and food 
prices at wholesale continue their down- 
ward trend, adding that much more 
buying power to the worker’s weekly 
paycheck. 








LaMonte Dodgson, of the Chapin- 
Owen Co., sales staff in Rochester, 
N. Y., checks over some figures on 
an estimate for a customer. 























~ WHITNEY 
PUNCHES 


bench channel Iroa 
hand angle 

hammer close corner 
square thinner round 
button skylight 

flange ventilating tank 


@ There is such a wide variety of types and sizes 
In the WHITNEY line of Punches that sales oppor- 
tunities arc unlimited. Each Punch has individual 
characteristics which make it most adaptable for 
its special fleld of work. For neat, good looking 
finished work sell them WHITNEY Punches, Send 
for descriptive circular, 


W. A. Whitney Mfg. Co. 


636 Race St. Rockford, Ill. 








Magic Type Chuck 


COLLET 
EQUIPMENT 
(aa) for Standard 
Type Tapor 
Shank Dril 

(a) for Standard 
Type Taper 
Shank Drills 

(e) blank 

(f) blank 


for Hand Taps D 
h for Hand Taps 

for Straight 
Shank Drills 
(u) for using wu 

drills wi 

twisted tangs 

or broken 

shanks 

® Taper Tools made ) 

by men experienced #7) 
in their manufacture 
—we can give imme- 
diate attention to your 
customer’s orders. 


THE COLLIS COMPANY 


















Its a 4-Star 
Product for you 
and Your Customers 


% Super Surface 
Finish 


*% Straight and 


Concentric 


Write for the new 

B&L Price-a-lator. A 

—— guide for figur- 
e 


ing the extras on Cold % Close Tolerances 
Finished Bar Steels. 
% Free from injurious cold 
working strains 


B&L TURNED or GROUND ROUNDS are carried as 
regular items in distributors’ warehouse stocks from coast 
to coast ... available in all standard sizes . . . to standard 
or special accuracies. . .. Turned and Ground; or Turned, 


Ground and Polished. 


B&L production methods assure quality shafting of flawless, 
mirror finish . . . tested for concentricity and straightness 
. . . true in size and section. This fine product is recom- 
mended for precision applications, requiring the highest 
manufacturing standards. 


COLD FINISHED BAR STEELS AND SHAFTING 








CLINTON, IOWA 








(BLISS & LAUGHLIN, INC.| 


4 
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in this series. We will gladly send 
you reprints of any you may miss 








of a series of questions and answers 

designed to highlight the extensive and 

0 amazing uses of graphite—from pencils 
to atomic bombs. 


SOURCE AND PROPERTIES 
OF GRAPHITE 


QUES. What is graphite? 


ANS. One of the softest minerals of the carbon 
family—believed to be an end product of natural 
processes involving heat, pressure and time— 
extremely lubricous or slippery, non-metallic, 
non-magnetic, non-toxic and non-odorous. 


QUES. Where are the principal commercial 
sources of graphite? 


ANS. Madagascar, Ceylon, Mexico and Korea. 
Some are found in the United States. 


QUES. Is there more than one type of 
graphite? 


ANS. Yes. The natural crystalline type is found 
in laminations of very thin flakes and in vein- 
like strata of fibrous structure. The natural 
amorphous type is of rather earthy structure. 


QUES. Which type of graphite is obtainable 
in the highest purities? 


ANS. The crystalline varieties, after refinement, 
run highest in graphitic carbon. 


QUES. In what average particle sizes are 
processed graphites available? 


ANS. Over an extremely wide graduated range 
from an average of 2 microns to large flake sizes 
containing particles from % to 2 millimeters. 


TO MILL SUPPLY SALESMEN—The more you know 
about graphite the more you'll sell. These 
educational ads, now appearing in leading in- 
dustrial consumer publications, will also run 
in “Mill Supplies” for your benefit. 
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A few of thousands of widely 
used products containing 
Dixon's Graphites. Those 
starred are Dixon products, 
many of them sold by supply 
houses everywhere. 





* Ticonderoga Flake 
Graphites No.1 & No.2 





* Lubricating and 
Penetrating Oil 


Now may we receive 
your questions on how 
graphite can help you ? 





borsey City 3, M. 3. 


JOSEPH DIXON CRUCIBLE COMPANY 


Ow. 71-9-7 
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V. T. Alexander, general sales man- 
ager of Taylor-Parker Co., Nor- 
folk, Va., dictates to his secretary, 
Mrs. Mary Jane Thompson. 





Phospher Bronze Smelting 
Elects Lueders President 


P. E. Lueders was elected president 
of The Phosphor Bronze Smelting Co., 
Philadelphia, Pa., at its annual meet- 
ing held on Tuesday, March 25th. 
Other officers elected at the meeting 
included A. J. Seiler, executive vice- 
president, K. S. Lueders, vice-president, 
J. M. Baxter, treasurer, and H. S. 
Thrasher, secretary. 

Directors who were elected included: 
P. E. Lueders, K. S. Lueders, T. H. 
Lueders, A. J. Seiler, A. J. Betus, D. P. 
Beaver and J. M. Baxter. 


Williams Handles 
Flange-Jacks 


The J. H. Williams & Co. line of 
drop-forged tools has been broadened 
by the addition of the flange-jack as a 
stock item. The tools were formerly 
manufactured by T. G. Persson Co., of 
Bloomfield, N. J. 

The flange-jacks are sold in pairs 
and are available in two sizes. 














T. F. Hepburn, store manager of 
Raub Supply Co., Lancaster, Pa., 
has his desk at one end of the store 





where he can overlook activities. 




















the FIRST TOLEDO 


This is the 1903 Ford —the first of a long line of 
production cars which Henry Ford built. It was in 1903 
that he organized the Ford Motor Company. Previously, 
as chief engineer of the Detroit Automobile Company, 
he had produced several outstanding racing cars. 

The recent death of Henry Ford marked the passing of 
one of the great leaders in motor car progress. 


* * * 

It was in those early days of “horseless carriages’ — 
45 years ago—that TOLEDO Pipe Tools were first 
being produced. In their field... they, too, became 
leaders. Demand for these easy-threading, dependable 
Pipe Tools has grown steadily through the years. The 
line of four basic threaders introduced in 1902 has ex- 
panded to the wide range of TOLEDO-Engineered Pipe 
Tools and equipment of today. The Toledo Pipe 
Threading Machine Company, Toledo, Ohio. New 
York Office, No, 2 Rector Street Bldg. 

















@ 





y 


Toledo SIMPACT—an example of out- 
standing design and performance! A self- 
contained, adjustable threader for 1” to 
2” pipe. Sizes changed instantly with 
one set high speed steel dies. Accurate, 
dependable. 


“TOLEDO” 
wy 


Teaot wane 


‘Do PRECISION PIPE TOOLS 
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KIT 


with interchangeable 


SOCKETS 





These rugged, handy 
Kits contain 6 and 12 
pt. hex sockets .. . pre- 
cision-made of high- 
grade steel alloy... 
for most all hex nuts 
and bolts from #4 to 
'/,". All sockets fit into 
convenient, tread-grip, 
hollow, red plastic 
handles that are non- 
conductors of electricity 
and corrosion-resistant. 
Swivel head with square 
drive . .. locks securely 
in any one of five posi- 
tions . . . enables you 
to reach “hard-to-get- 
to" places more easily, 
permits the application 
of greater leverage. 


Available in two sizes 
#75 and #100. Obtain- 
able at Industrial Dis- 
tributors and Hardware 
Dealers throughout the 
country. If there is no 
Supplier near you, or he 
is sold out, send us his 
name, along with yours 
and you will be taken 
care of promptly. 


An ideal gift, premium 
or prize, 

e 
Kits: Pats. Pend. 


STANDARD PRESSED STEEL CO. 
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Safety 
BELT 


It's Safest 
to Standardize 
on Safety Belt Hooks 


Safest because hooks are rigidly held in accurate 
alignment by patented steel binder bars before, 
during and after application. This tension is dis- 
tributed uniformly across the belt giving maximum 
traction with minimum wear. 

When applied, _ the 
binder bars lap over 
belt ends, prevent 
fraying, prevent hooks 
from pulling out, add 
to belt life. 


Safety Belt Hooks come in sizes for all belts, cost 
no more than ordinary belt hooks. Can be ap- 
plied with any standard lacing machine. 


Write for circular. 


SAFETY BELT-LACER CO. 


5380 N. Menard Ave. Chicago 30, U. S. A. 

















WHERE THERE IS METAL CUTTING 
There's Need for the 


SAWMASTER 


PORTABLE POWER HACKSAW. 


Low price for outstanding quality gives you an immediate sales advantage. 
Then there is that widely known SAWMASTER ability to speed work, to 
cut costs, and to deliver accurate, clean cuts that clinch sales. Plus this 
is the portable feature and long blade life. The unit featured is 6" x 6” 
capacity, 14” blade length, and 5” blade stroke. We also make two 
4" x 4" models. 





Deaiers every- 
where are enjoy- 
ing an excellent 
volume of sales 
and profits on 
the SAWMAS- 
TER line. Write 
us for informa- 
tion. 








MILLER-KNUTH MANUFACTURING CO. 


MACHINE TOOLS 





2814 North Twentieth St. Omaha 10, Nebraska 
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OBITUARIES 


John Bertram, Ex-Head 
of Topping Bros. 


John Bertram, 89, of Malverne, for- 
mer chairman of the board of directors 
of Topping Bros., Inc., and previously 
president of that concern, died after a 
long illness. 

Born in New York City, Mr. Bertram 
started with Topping Bros. as a sales- 
man of heavy hardware. When World 
War I broke out, he went to Washing- 
ton where he was placed in charge of 
the purchasing of heavy hardware for 
the U. S. Army quartermaster Corps. 

Retired for the past 26 years, Mr. 
Bertram is survived by a son and daugh- 
ter, a grandson and granddaughter, and 
a great-grandson. 


John W. Hubbard, 
Pittsburgh Executive 


John Winslow Hubbard, of Pitts- 
burgh, Pa., died after a brief illness 
at the age of 84. 

Mr. Hubbard was chairman of the 
board of Hubbard & Co., producers of 
railroad tools and other hardware. He 
was also a director of several firms, in- 
cluding the City Ice & Fuel Co., New 
York Air Brake Co., Continental Foun- 
dry & Machine Co., Ames, Baldwin & 
Wyoming Co.; Sands Level & Tool Co., 
and the Empire Trust Co., New York. 

Surviving are a sister, a daughter, a 
stepdaughter and a grand-daughter. 


Clare Hofiich, 
Oregon Supply Co. 


Clare Hoflich, son-in-law of Joseph 
W. Lind, owner of the Oregon Supply 
Co., Eugene Ore., died on May 22. Mr. 
Hoflich was 32 years old, and in line 
to take over the entire management 
of the company’s business, just before 
his death. 

He leaves a wife and one child. 


Frank J. Vichek 
Tool Company Head 


Frank J. Vichek, president of the 
Vichek Tool Co., died in Cleveland at 
the age of 76. 

Mr. Vichek went to Cleveland in 1888 
as an immigrant boy and founded his 
company, now regarded as one of the 
largest producers of small-tool kits in 


the world. 
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PUTNAM LINE 


ln ball end mills, as in every type of end 


mill, Putnam's line is complete. Illustrated are but 
four of the 42 different ball end mills produced by 
Putnam. They range in size from Ye” to 1%” in 
diameter—in extended or regular lengths each in 
right or left-hand cuts. 


All 42 are standard end mills which you can supply 
your customers immediately from your full-main- 
tained stocks. The completeness of the Putnam line 
makes it possible for Putnam Distributors to supply 
end mills of every type and size to meet the require- 
ments of their customers promptly, completely. Put- 
nam End Mills enjoy “top” customer-acceptance in 
the metal-working field because of their superior 
cutting qualities, longer life and proven performance, 
Increase your end mill sales volume—and_profits—with 


the fast-selling Putnam line. Catalog illustrating and de- 
scribing the full Putnam standard line mailed you on request. 





298! CHARLEVOIX AVENUE 
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GOOD DISTRIBUTOR SALES 


MORGAN swsnx VISES 


@ No matter what your customers manufacture you can supply the 
proper MORGAN Vise for the job and you will get the wholehearted 
approval of the man who is responsible for keeping production moving 
and expenses down. MORGAN VISES are modern but their accuracy, 
precision, rigidity, and strength have been an established fact for 
more than ha!f a century. The complete MORGAN story will get you 
started on good business—send for it. 





@ Machinists’ Bench @ Solid Nut Continuous 
@ Combination Pipe Screw 

@ Coachmakers @ Quick Action 

@ Woodworking @ Lightning Grip 


MORGAN VISE C0 108-112 N. JEFFERSON ST. 
=» CHICAGO 6, ILLINOIS 














MATERIALS. 
(UY HANDLING 
) ( WN EQUIPMENT 


A top quality line of hoists and trolleys 
that will cut materials handling costs in 
any plant. Sell Conco units with full | 
confidence of long-life and quality per- | 
formance. Conco has been a leading 
name in the materials handling equip- | 
ment field for a quarter of a century. 
Write for full information on this profit- 
able line. | 
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Differential H oist 


Torpedo Electric Capacities one-half, I-Beam Trolley in Spur Gear Hoist. 
Hoist. Capacities and one-ton. A fast- four models, plain High speed, high 

. and 1000- selling low-cost or geared types in quality, in capaci- 
lbs.; hook. bolt or ho'st, with a large capacities from 1, ties onaing, from 
trolley suspension. market. through 10 tons. Yq through 20 tons. 


GenGD ONC ee ee 


Mendota. Illinoi 
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shovels, SCOOPS, 
spades. Sturdy 
and tough. Meeting 


all needs. 







MAGOR 


CAR CORPORATION 
SHOVEL DIVISION 


| 50 CHURCH ST., NEW YORK 7,N.Y. 
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Ernst G. Griffith, 
Haseltine Salesman 


Ernst G. Griffith, city salesman for 
12 years with J. E. Hastline & Co., 
Portland. Ore., died on May 13th. 

Formerly Mr. Griffith had been a 
salesman for the Marshall-Wells Co., 
and was well known to the industrial 
trade throughout the Portland area. 


Walter H. Curry, 
Galigher Executive 

Walter H. Curry, vice-president of the 
Galigher Machinery Co., Salt Lake City, 


Utah, died on May 7. Mr. Curry was 
58 years old. 














L. H. Travis 


Formation Of 
Travis Belting & Supply 


Travis Belting & Supply Co., formerly 
Sibley & Travis Distributing Co., Grif- 
fin, Ga., has been organized with L. H. 
Travis as president, John Halpin, vice- 
president, and R. L. Fulghum, secre- 
tary and treasurer. J. F. Sibley has 
retired from the firm. 

Mr. Fulghum, Atlanta distributor of 
bearings and drives, was formerly with 
Taylor Iron Works, Macon, and with 
Pye-Barker, Atlanta mill supply firm, 
before opening his own company in 
Atlanta. 

Mr. Travis has been in the mill sup- 
ply business for 20 years. He had been 
with Lind Hardware Co., and Hibbard 
Spencer Bartlett & Co., in Chicago, be- 
fore he became associated with Boykin 
Tool & Supply Co., in Atlanta. 








THE THERMOMETER 
THAT REMEMBERS! 





all metal 
MAX-MIN* THERMOMETER 


What’s the present processing tem- 
perature? 

What was the highest tempera- 
ture reached since last reading? 

You want the answers to both these 
questions—and the MAX-MIN gives 
them... accurately! 

The red index pointer on the MAX- 
MIN is manually set to either the low 
or high side of the main indicating 
pointer. When set on the high side, for 
*Registered Trade Mark 


example, it moves as the temperature 
increases, always remaining at the ex- 
treme temperature reached, until man- 
ually re-set. Thus one quick reading 
gives both present temperature and the 
peak temperature since last reading. 

For complete details see your job- 
ber or local Weston representative. 
Weston Electrical Instrument Corpo- 
ration, 682 Frelinghuysen Avenue, 
Newark 5, New Jersey. 
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The two couplings described below are 
not only quick-acting and interchange- 
able; they have additional features, ex- 
clusive with Dixon, that enhance their 
utility and safety. 


“AIR KING" 


Quick-Acting, Universal Type 
HOSE COUPLING 





A strong, durable coupling for outdoor 
work, as well as shop and facto 

service. Made of malleable iron, cad- 
mium plated, or bronze Shanks for hose 
ends are long, well corrugated and 
smoothly finished, for easy insertion 
in hose and tight grip under clamp 


pressure. 
LEFT — Threaded 
1.P.T. Female End. 
Sizes ,” to 1”. 
RIGHT—Threaded * 
1.P.T. Male End. 
Sizes 4" to i”. 


Locking heads are same in all sizes of 
hose and threaded pipe ends. Any 
two sizes of hose, or hose and pipe, 
within the coupling’s size range, can 
be quickly coupl without extra fit- 
tings of any kind. 


PATENTED LOCKING ARRANGEMENT 





This feature, desiqned for extra safety 
in services involving excessive twist or 
vibration, fast the locking ends to- 
gether in such a way that they can- 
not come apart until the locking device 
is removed. 





“DIX-LOCK" 
Quick-Acting 


AIR HOSE COUPLING 
With Renewable Sleeve and Spring 





Made of cadmium plated steel, or 
bronze. Licht weight, yet strong and 
durable. Streamlined design—no pro- 
jecting parts. Snap-lock action—quar- 
ter turn against spring tension. Re- 
verse quarter turn to unlock. Hose 
ends; male and female I.P.T. ends. 
Sizes up to %”. 


Sold in Accordance With Our 
Established Distributor Policy 


VALVE & COUPLING CO 


MANUFACTURERS OF The Decidedly Line 
BOSS DIXON KING AIR KING ‘DIX-LOCK 
HOSE COUPLINGS. NIPPLES, MENDERS CLAMPS 


Main Office and Factory, PHILADELPHIA 22, PA 


BRANCHES mIC AG BiRMNC HAM S ANGELES ~ 











C. F. McCoy (right, background) explains the mechanics of a Budgit hoist 
to a prospective buyer at the Manning, Maxwell & Moore “Hoisting Clinic” 
held at Manufacturers Selling Co., New Jersey, as H. J. Wrigley, Rosalie 
R. Daley and Arthur B. Muschert (foreground) discuss the fast-dwindling 
supply of literature on display for interested visitors to take along. 


New Jersey's First "Hoisting Clinic" 


The first “Hoisting Clinic” to be dis- represented by Mr. Moore, Frank Sher- 
played in New Jersey was held recently rer and W. F. Cisco. Manufacturers 
in the showrooms of the Manufacturers Selling Co. had their full staff of in- 
Selling Co. at 80 North Olden Ave., dustrial salesmen on hand as well as 
Trenton, N. J., in conjunction with other members of the firm, including 
Manning, Maxwell & Moore, manufac- Messrs. C. W. Blakesley, sales manager; 
turers of hoisting equipment. The ex- H. J. Wrigley, Walter Zamerovsky, Ar- 
hibit extended over a three-day period thur Muschert and Edwin Good, indus- 
and implemented the hoisting company’s trial salesmen; and Charles F. McCoy, 
policy of presenting their tools and ac- vice-president and John E. Mueller, 
cessories in all territories. On display purchasing agent. 


were most of the Shaw-Box and Budgit “Clinics” have also been held in the 
Hoists and Cranes which are stocked New York area at Kasper & Koetzle, 
by the distributor. Inc., mill supplies distributors located 


Prior to the opening of the Clinic, in Brooklyn, and at the Bronx Hard- 
invitations were sent to all industries ware & Supply Co. Questions were an- 
within an area of 30 miles, and repre- swered on materials handling problems 
sentatives of many of these industries re- and solutions were demonstrated by 
sponded by attending the Clinic. The factory-trained experts of the Manning, 
Manning, Maxwell & Moore Co. were Maxwell & Moore Co. 





New Package For Mansfield Joins 
Socket Screw Products Gardner and Meredith 
A new heavy duty royal blue package J. Norman Mansfield, of Chattanooga, 


for “Blue Devil” Socket Screw Products Tenn., has joined forces with A. L. 
has been announced by Safety Socket Meredith and W. S. Gardner, manu- 
Screw Company, Chicago. Made of facturers’ representatives in the south- 
heavy chip board, the vertical edges of east. Mr. Mansfield has a broad back- 
both top and bottom sections are rein- ground of selling experience in the field, 
forced with continuous metal strips. having been associated with Shapleigh 
Telescoping construction helps make Hardware and, more recently, with 
this a package which will withstand the Belknap. 
roughest handling and usage. The Gardner-Meredith combination, 
The new companion label for the closely affiliated for over 25 years in 
new “Blue Devil” packaging makes the southeast, have represented such 
identification of contents easier and en- __ firms as Kester Solder Co., Wood Shovel 
ables quantity on hand to be checked & Tool Co., Bridgeport Hardware Mfg. 
more quickly. Corp., and Charles Parker Co. 
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JACK UPS 


CONSTRUCTION WORKERS 


Need Jacks To— 

@ Load and unload 
heavy equipment 

@ Brace and shove 
sections 

®@ Shove, lift and hold 
plates for welding 
or riveting 

@ Repair mobile 
equipment 

®@ Tear down old 
structures 


CITIES 


Need Jacks To— 

@ Brace trenches 

@ Force pipe 

@ Remove street railway 
track 

@ Pull poles 

@ Hold cable reels 

@ Use as fire emergency 
equipment 

@ Repair trucks and 
equipment 


FOUNDRIES and 
FORGE SHOPS 


Need Jacks To— 

@ Move heavy die 
changes 

@ Move hammers and 
equipment 

@ Repair cranes 


DRILLERS 


Need Jacks To— 

@ Make and break 
tool joints 

@ Line up pumps, 

_ engines and other 

equipment 

® Hold cable reels 

@ Force pipe 

® Brace and raise 


rigging 
®@ Repair mobile 
equipment 


' 


with DUFF-NORTON JACKS 



















Watch that profit curve zoom 
upward when your salesmen 
start pushing Duff-Norton jack 
sales. Continuous—hard hitting 
advertising and sales promotion 
constantly keeps your customers 
informed of Duff-Norton’s com- 
plete line of Jacks—making it 
easy for them to choose the 
right jack for each application 
—and easy for your salesmen 
to pick up jack business on 


every call. 





It will pay you to get the 
complete facts on Duff- 
Norton Jacks. Write today 
for Bulletin 203-A and 
other jack sales pror>?- 
tional material. 


DUFF-MORTON 


THE DUFF-NORTON MANUFACTURING CO. 


PITTSBURGH 30, PENNA. 
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‘GUARANTEED PHILADELPHIA CHAIN HOISTS 


‘|| offer EXCLUSIVE SALES FEATURES 


T0 SPUR GEAR TYPE 


These safe, economical and efficient hoists meet all hoist- 


| FIT THE NEED ing capacity needs from '/4 to 20 tons. 
Equipped with roller bearings (Timken) on load sheave, 


stepping up running efficiency and effecting savings in 
operating cost from 15 to 30%. 


Other features: hollow load sheave shaft of bronze bushed 
malleable iron; solid steel one-piece driving pinion shaft, 
heat treated and ground; completely enclosed bearings. 


LOW HEADROOM 
CHAIN HOIST 


These hoists—in capacities from | to 10 
tons inclusive—incorporate the same high 
quality exclusive features of all Philadel- 
phia Timken Equipped Spur Gear Hoists 
and Trolleys but are designed particularly 
for use where headroom Is limited. Head- 
room requirements are about 75% less 
with these hoists. 




















* 
Write for 18-page Catalog 4-A covering 
the complete "Philadelphia" line of Trol- 
ley, Screw and differential Hoists. 





A line featured by leading industrial distributors. 











PHILADELPHIA 
CHAIN BLOCK & MFG.CO. 


MASCHER & NORRIS STS., PHILADELPHIA 22, PA. 























MOVING FREIGHT 
Still a Major Problem 











It takes more freight cars than are available to 
ship and re-ship necessary commodities. You can 
help in one way to relieve some of this—BADGER 
Car Movers can shift and move cars from loading 





and unloading platforms and make them avail- 
It costs no more to use the able for more loads. BADGER Car Movers are 


RIGHT marker. American Mark- easy to handle, se‘e to use, and need practically 
ers are guaranteed by a company 
that has been in business 112 years. 


Send for FREE Industrial 


no maintenance attention. Look over your stocks 





and have them ready for instant shipment. 


Crayon Guide—complete infor- © Widely advertised for the benefit of 
mation about our extensive indus- the Distributor 
trial line. 

Dept. ML-23 


men MDVANCE CAR MOVER COMPANY 
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Former Coast Guardsman G. H. 
Haas, Jr., is one of the _ sales 
trainees at Dehler Bros.,_ Inc., 
Louisville, Ky. Mr. Haas studied 
at the University of Indiana. 





Air Express 
Tops "46 Figure 

International air express shipments 
for the first quarter of 1947 were up 
34.1 percent compared with the similar 
1946 quarter, according to an announce- 
ment by the Air Express Division of 
Railway Express Agency. 

Traffic consigned to foreign cities ex- 
ceeded air imports by better than 5 
to ] during March, the Agency reported. 
This ratio compares with a balance of 
6 to 1 in February, 1947, and a ratio of 
3 to 1 in March a year ago. 


Strattman To Manage 
Sales for Bauer & Sons 


Henry S. Strattman was named gen- 
eral sales manager of George W. Bauer 
& Sons, Inc., Utica, N. Y. distributor. 
Mr. Strattman resigned from Sargent & 
Co., New Haven, Conn... to assume his 
new duties at Utica. He joined Sargent 
in 1927. 








The stock department of Miller & 
Stern Supply Co., San Francisco. 
Back row, left, are J. A. Molon- 
ghaney, Guy Peckham, John Hell- 
man, John Martin and Toombs 
Crawford. Front, left: Edward 
Fleming, Edward Convey, Peter 
Rusake and Louis Sanches. 











-V BELTS ARE SHARPER 
-V BELTS ARE COOLER 
V BELTS HAVE GREATER CUTTING AREA 








MANUE Cj 
LOT .OUALTTY 
aC DATED ABRASIVI 


Production increases of 3 and 4 to | are the usual result of 
conversion from abrasive set-up wheels to factory-coated abrasive 
belts through the use of idler backstands. And the reasons for 
this margin of improvement are simple engineering facts. 


Belt coatings are sharper because each individual abrasive grain 
on a belt is twice anchored in true cutting position with a uniform, 
controlled coating of adhesive. 


Belts cut cooler because each cutting grain travels a longer orbit 
between work contacts, thus permitting complete air cooling 
action at each revolution. 


Belts have greater cutting area because of the additional length 
required for traverse from work wheel to idler pulley, and return. 


Let us demonstrate the production improvement of the belt- 
backstand method in your plant. Our Field Engineers are equipped 
with portable bench units for just that purpose. Your Industrial 
Distributor salesman will gladly arrange a con- 
ee . venient date following his next call. 





For 


SET An Nae B E H R M A N N | N G 
we VEARS - 
ng’ j 4 \\ 


A ENP MANNIN 
1B7L-194 


(DIVISION OF NORTON COMPANY) 
y 


TROY, N.Y. 


y 
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Ytew-Seal 


T.M. Reg. U.S. Pat. Off. 


worm drive 


HOSE CLAMPS 


eS 





practical applications 
WHEREVER AIR, FUEL, COOLANT LINES EXIST 


Urge each of your salesmen to carry an "Aero-Seal" hose clamp in his pocket. 
Showing it to plant operating and maintenance men will stimulate business — 
and profits. Because "Aero-Seal” is leak-proof and vibration-proof ... because 
it exerts uniform all-around pressure ... because it has extra-long take-up and 
reduces inventory requirements ... because it lowers maintenance costs... be- 
cause it can be re-used many times... it's on the job" in many plants in a wide 


range of fields. You'll find a definite demand for "Aero-Seal” right now. 


ee _— — — — — — —~ wens Toteateahidl = 
SEND FREE SAMPLE 9 iene | 














| Company | 
| Street Address. | 
| City State | 


AIRCRAFT STANDARD PARTS CO., INC. 
1708 19TH AVE. ROCKFORD, ILL. 
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Twist Drills In 
New Plastic Case 
The Cleveland Twist Drill Co., Ohio, 


has adopted a handsome case of clear 
Tenite plastic to sell a graduated set of 
nine bit-stock drills manufactured by the 
company. The transparent plastic shows 
the contents at a glance. Grooved re- 
tainers keep the drills in orderly posi- 
tion, and the case can be carried, 
shipped, or stored without danger of 
breaking the drills. ; 

The lid opens on two hinges and is 
snapped shut by means of a flexible 
plastic lug which closes against a small 
metal pin. Manufacturers’ name and 
the name of the set are printed on the 
Tenite lid. 


New Campaign By 
Federated Metals 


The Federated Metals Division of 
American Smelting and Refining Co. 
has launched a new trade mark and 
slogan which is intended to point up 
the scope of the company’s products, 
application-engineering work, research 
development, distribution network and 
technical-service facilities. 

The new trade mark and slogan will 
be heavily accented in trade paper ad- 
vertising, display, sales and engineering 
correspondence, and all other contacts 
with non-ferrous metals users, even to 
the extent of its use on delivery trucks, 
plant structures and the like. 


District Representatives 
Appointed by Automatic 


Automatic Motor Base Co., Pater- 
son, N. J., has announced the appoint- 
ment of the following district represent- 
atives: Bettis Corp., Houston, Texas; 
W. E. Mettler, Detroit, Mich.; Transmis- 
sion Engineering Co., Boston, Mass.; 
and H. H. Yeager, Cleveland, Ohio. 














@ Customers are always well pleased with 
Circle © Bolts and Nuts. . . because these 
nationally-advertised fasteners are always 
of uniform size and strength . . . always fit 
exactly right. Pleased customers are prof- 
itable customers ...they’re the kind of cus- 
tomers you'll have more of if you stock 
and sell the Circle © line. 


(B) BUFFALO BOLT COMPANY 


NORTH TONAWANDA, N. Y. - SALES OFFICES IN PRINCIPAL CITIES 
Export Sales Office: Buffalo International Corp., 50 Church Street, New York City 
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The 3 Lodge Brothers 


WY ay Your factory is their meeting 
\ a A ‘ 
Pus, \ 


ADVERTISING 
LIKE THIS 











place, your machinery is the 
place they lodge... the 
place where they do dam- 
age, where they release their 
powers of destruction. You 
know them as Dirt, Dust and 
Grit . . . and you can rout 
them out quickly, completely, 
with the easy-to-use 
portable electric 
CLEMENTS - CADIL- 
LAC CLEANING 
TOOL. 





FSICNED TO 
STIMULATE 
TING INTEREST 
S THIS NEEDED 
AND MUCH IN-DEMAND 
CLEANING TOOL 































TIME - MONEY 
MACHINERY 
EQUIPMENT 






POWERFUL, EASY-TO-USE 
CLEMENTS 


CADILLAC 


portable electric 


CLEANING TOOLS 


GET DAMAGING DIRT OUTOF =, a! 
HARD-TO-GET-AT PLACES BY (Em a p 
BLOWING & SUCTION % 


Manufactured by 


CLEMENTS MFG. CO. 
6624S. NARRAGANSETT AVE. 
CHICAGO 38, ILL. 


ASK YOUR MILL SUPPLY DEALER OR WRITE US FOR COMPLETE DATA 


APPEARS MONTHLY 
IN LEADINC 
INDUSTRIAL 
MAGAZINES 








IF YOU 
WANT A 






SELLER 
WRITE US 
FOR DETAILS 


HP 
ILLUSTRATED 














1F YOUR MEN ARE FORCED 
TO STAND AROUND LIKE THIS - 
BECAUSE YOUR PUMPS ARE 
SLOW AND INEFFICIENT..... 


THEN DON’T WASTE TIME! 


Investigate 


VIKING ROTARY PUMPS 


Today! 


It's Viking for fast and positive delivery, self-priming, 








no pulsation, dependable long 


life. 


LURE} §6Write for special Bulletin 








SE: Series 46SMM. It will be 
SLi sent to you by return mail. 
een 





Catalod 


oe VIKING PUMP COMPANY 


CEDAR FALLS, IOWA 
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ALBANY 





LUBRICATING 
PRODUCTS 3 





{ 








<I) 


YOUR STEADY 


PROFIT BUILDERS! 


Continuous customer prefer- 
ence for over 79 years of the 
high quality line of Albany 
Lubricants, today adds up to 
quicker turnover and steady , 
PROFITS. Display the full line! 
Promote the full line! Watch 
your sales—and profits—go UP. 





@ ALBANY GREASE 


A cooling lubricant for operating tem- 
peratures from 110° F to 200° F. 














@ ALBANY PRESSUREGREASE 


A superior waterproof mineral oil 
grease of high viscosity. Comes in 
Liquid, Soft, Medium, Hard. Graphite 
Pressuregrease comes in Soft and 
Medium. 





@ ALBANY BEARING LUBRICANT 


(Ball or Roller Bearing) 
—Will not separate or oxidize assur- 
ing long life to bearings. May be 
used in hand grease guns. 





@ ALBANY GEAR LUBRICANTS 
Retards wear, quiets gears. Water- 
proof. Will not drip when gears are 
idle or in motion. 





@ ALBANY ROPE DRESSING 
Penetrates the strands thoroughly. 
Lubricates and preserves the core. 
Waterproof. 





@ ALBANY PENETRATING OILS 
(Clear or Graphite) 


Quick-acting. Cuts rust as well as 
lubricates. Loosens sticky valves, elimi- 
nates squeaks. 





FREE: 
Send For Your Copy Of The 
Albany Recommendation Wall 
a It's Helpful And Informa- 
tive. 





ADAM COOK’S SONS,» 


Urs of Wlbany Ludbucaling Pro hac 
LINDEN, NEW JERSEY 














Carl Petrie fills out a requisition 
slip for a new supply of fittings in 
the stockroom of the Atlas Supply 
Co., Winston-Salem, N. C. 





Bethlehem Appoints 
W. E. Stephenson 


The Bethlehem Supply Co., Tulsa, 
has promoted W. E. Stephenson to dis- 
trict manager of the North Central 
Texas district, with headquarters in 
Wichita Falls. 

Mr. Stephenson has six years ex- 
perience in the oil field supply business. 
Prior to his affiliation with Bethlehem 
he was employed by Bridgeport Ma- 
chine Works and Bovaird Supply Com- 
pany. 


Swope Joins 
Hughes Supply 


Tom C. Swope has become associated 
with the Hughes Supply Co. of Beau- 
mont, Texas. Mr. Swope, who has been 
associated with firms selling oilfield, re- 
finery and industrial equipment in the 
Sabine area since 1936, was sales repre- 
sentative for the Maintenance Engineer- 
ing Corp. of Houston, before the war. 











The orderly appearance of Cleve- 


land L. Grandsen’s desk was 
“planned that way,” but not for 
the photographer. It’s the result 
of organization of his work-day as 
president of C. L. Grandsen & Co., 


6 sers 


OF BEARINGS 


TIMES THE 


Desmond 
Hex Dressers 


Six-hole bearing blocks make 
this item easier to sell 


The Desmond Hex Dresser, with the 
six-hole hardened steel bearing blocks 
in the head, is the most durable me- 
chanical dresser made. Six sets of 
bearings multiply service life six times 
and eliminate wear on the handle. 
Made in five sizes. 

Desmond makes the only complete 
line of grinding wheel dressers on the 
market. To you, this means selling 


THE DESMOND-STEPHAN MFG. 






SERVICE 


. and, 


the right tool for every job. . 


in turn, providing your customers with 
the means of getting better perform- 
ance and longer life from their grind- 
ing wheels. 

Stock Desmond Dressers and Cut- 
ters—cash in on the resulting, steady 


repeat business. 


COMPANY e@ URBANA, OHIO 











the only complete line of grinding wheel 


DRESSERS & CUTTERS 





e— 2 & & 


REVOLVING 
DRESSERS 


DIAMOND HAND TOOLS WHEEL TYPE 


SIMPLEX 








Detroit, Mich. CUTTER TYPE DRESSERS AND NIBS DRESSERS STEEL-SLIDE VISES 
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FOR-MORE TOOL MILEAGE 






University of Pennsylvania students, most of them war vets, get practical 
information on ball and roller bearing manufacture at SKF Industries, 
Inc. Dr. Rexford Hersey, (arm on machine) shows here how roller paths 
are ground on the inner races of large spherical roller bearings. 





DeLong Heads A.S.M. Norma-Hoffmann 
Oregon Chapter Elects Mesinger 

Rex E. DeLong, of the Pacific Ma- F. W. Mesinger, vice-president of 
chinery & Tool Co., Portland, has been the Norma-Hoffmann Bearings Corp., 
elected chairman of the Oregon chap- was elected to the company’s board of 
ter, American Society for Metals. He directors at a recent meeting of stock- 
succeeds H. H. Hewitt, Jr., of the holders. Mr. Mesinger has been with 
Steel Tank & Pipe division of American the corporation for 28 years and is in 
Pipe & Construction Co. charge of sales. 





DODGE NEWARK 


SUPPLY Co, 











SS 

A good example of how effectively both small and large mill and factory 
U T ® equipment can be displayed together was demonstrated recently at the New 
DROP FORGE rom mele) a Jersey Society of Professional Engineers’ Exhibit. The showing, held in 
CORPORATION conjunction with the society's 22nd Annual Convention, attracted wide 
UTICA 4. NEW YORK attention among the profession. Seen in the background are A. D. Boice 
: and George J. Roden, sales engineers of the Dodge-Newark Supply Co. 
Arrangements have been made to hold another similar exhibit next year, so 

successful was this initial showing. 
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What do industrial leaders th 


Are we hea 


ink about f 


ding towar 


uture business? 


da depression? 


Can today’s high business levels be maintained? 


Will we soon be overstocked with quality merchandise? 


341 business leaders have written us about 
the ad at the right which recently appeared 
in this publication. Their comments are 
summarized as follows: 


(1) The greatest enemy of business today 
is fear—born of irresponsible loose talk. 
Business will remain good if we discount 
false rumors spread by attention-seekers 
and calamity-howlers. 





» cA talk 
Loos aii 
sank ships... 
scuttles business 


R. MOR FACTORIES are still working 
overtime. Self-styled prophets claim we'll 
suddenly wake up tomorrow morning and 


find our shelves overflowing with merchan- 


man hour, can anyone anticipate big price 
cuts—soon? 


Loose talk is dangerous because it's 


, always believed by someone. And when this 
a ise—and no buyers at any price. someone begins to fear for his future, he 
(2) Rising payrolls (61% of the total Such talk is silly and dangerous. popones buying things he really needs= 
b i a b- It's contrary to fact. In no single indus like washing machines and automobiles 
income of American companies) make su trial marker has production begun to catch Multiply this someone by hundeeds, show 


stantial price cuts impossible in the near 
future. 


(3) Production is far behind customer de- 
mand. There is no possibility of overstocks 
of quality merchandise in '47. 


(4) America’s greatest need now is for more 
production per man-hour. This will counter- 
act higher wages and enable manufacturers 
to reduce prices. 


(5) Industry's backlogs are inflated. But a 
large percentage of the nation’s most sub- 
stantial buyers have declined to actively enter 
today’s markets. When they begin to buy, 
their mass purchasing power will make 
present backlogs insignificant. 


(6) Industry should plan now for tomor- 
row’s aggressive selling. Too many com- 
panies have shelved their sales plans to 
concentrate wholly on production. 


These are the opinions of men who manage 
typical American industries...62 presidents, 
83 vice presidents, 60 sales managers, 136 
other top executives. 


We believe their predictions will prove 





up with buyer demand. Do you know of 
any distriburor or dealer who is overstocked 
with quality merchandise? 


Today 61% of the total income of 
American companies is paid out to work: 
men as wages. How, in view of present 
payroll wends and lagging production per 


Chain production in the 
fext few months will continue 
at about ics present level-in- 
sufficient for present demand, 
To produce more chain, we 
must have more seel No large 
lacrease in available steel sup- 


plies is currently anticipated. 


Since TDR} 1869 
Nis 


sands, millions. 

Then we have a depression. 

Today is the time to think straight, tall 
straight and /isten straight. Business is good. 
It will grow progressively better if we cutout 
loose talk—produce more... sell more...and 


meet the greatest buyer demand in history. 
rerum 


VE an SQOr ea 


Vue Porn. Chora of bate 


THE CLEVELAND CHAIN &MFG.CO. 
c land 5, Obie 





Security in every link 


oo! 





We have prepared a brief digest of the comments of the 341 
business leaders mentioned above. A copy is yours for the asking. 


CLE VELAND ([[HAIN 








THE CLEVELAND CHAIN &MFG.CO. 
Cleveland 5, Ohio 


Associate Companies: David Round & Sons, Cleve- 
land 5, Ohio * The Bridgeport Chain & Mfg. Co., 


more accurate than will the sensational and 
widely publicized morbid forecasts of to- 
day's bumper crop of self-styled economic 


: Bridgeport 1, Conn. * Seattle Chain & Mfg. Co., 

experts. par-sess Since ‘ 1869 Seattle 8, Wash. * Round California Chain Co., 
Ce So. San Francisco and Los Angeles 54, California 

Vy wo” Woodhouse Chain Works, Trenton 7, New Jersey 


What do you think? 


Security in every link 
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BECAUSE 


LE-HI is easy to sell —tThe Le-Hi line is estab- 
lished. You're sure of high dollar volume when 
you sell LE-Hi—the Hose Couplings that are 
known and wanted everywhere. 


LE-HI means top quality—tThere's no 
“skimping” in LE-HI couplings. Only the best 
materials and the finest workmanship PLUS 
extra-heavy construction! 


LE-Hi has advanced design—No obsolete 
““dead-heads” in the LE-HI line. You're out 
ahead with the latest in Hose Couplings — such 
as the amazing new Series 150-B, LE-HI's 
Universal Type Coupling with the SAFETY- 
LOCKING feature. 


LE-H!I is a complete line—There's a LE-HI 
coupling or fitting for every industrial need. 
You don't have to sell ‘“‘makeshifts” or substi- 
tutions if you sell LE-HIl 


LE-HI has branch warehouse stocks —LE-HI 
branches supplement your stock, make it easy 
for you to give your customer what he wants, 
when he wants it. 


LE-HI gives you real sales help—good 
trade advertising, fine catalogs, plenty of free 
sales literature—like the outstanding new 
LE-H! Hose Coupling Handbook, a luabl 
manual on the care and use of hose and cou- 
plings that will really “win friends” for you. 


Don’t delay ... write today! 





SERIES 150-B. THE UNI- 
VERSAL TYPE COUPLINGS 


with the **Safety- 
Locking’’ Feature for 
jobs demanding quickly 
detachable couplings. 
Patented built-in lock- 
ing feature permits 
couplings to be readily 
detached when desired, 
but completely pre- 
vents accidental un- 
coupling. 


Remember . . . 
LE-HI MAKES 
A GOOD 
CONNECTION! 


HOSE ACCESSORIES CO. 


2714 N. 17th Street, Philadelphia 32, Pa. 











NOSE 
"COUPLINGS 
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to handle a Full Range of 
Tool, Die and Machine Shop Work 
.. . At Low Cost! 


The WUdwaukee DIE FILER 


is designed primarily for straight-line, sharp- 
corner filing, sawing and lapping in the softer 
metals preparatory to hardening. It is used ex- 
tensively in the making of tools, dies, jigs and 
fixtures. It is highly efficient, sturdily construct- 
ed, has few moving parts. Adjustments are extremely simple. Saw overarm is 
quickly attached. 


The Adlwaukee PROFILE GRINDER 


permits a high degree of precision in grinding interior 
and exterior profiles having curved, odd and irregu- 
lar surfaces. It is especially adapted to the precision 
finishing of hardened steel parts. Spindle revolves at 
20,000 R.P.M., reciprocates vertically 100 times per 
minute. Takes grinding wheels from Ye” to 12” in 
diameter. Many new construction and 
operating features. 
Write For Illustrated Bulletins 
* 


Both Machines are Stocked and Sold 
Exclusively by Industrial Machinery 
and Mill Supply Distributors. 





CHAPLET & MANUFACTURING CO. 
1031 $. 40th ST.. MILWAUKEE 4, WIS. 




















ee *PRECISION BRAND 
ee 


e WASTE 
¢ BOTHER 






4 IN 1 ASSORTMENT 

BRASS or STEEL -> 
Contains an assortment in most 
popular sizes of Precision Brand 
Shim Stock. 4 separate thick- 
nesses 6x50” each. Total 1200 
squore inches. Put up in easel 
type display dispensers cello- 
phone wrapped. 














t SHIM PACKETS 
BRASS or STEEL 
Flat Stock—Total 6 Pieces. Each 33/¢7x6” 
—120 sq. in. 2 pieces each .001, .002, 

-003. 48 packets to the box. 


SINGLE ROLLS 
BRASS or STEEL 
Single rolls 6”x100” 
each. 600 sq. in. to 
the carton. All popu- 
lor thicknesses. 
Cellophane wrapped— 
moisture-proof. . 


SHIM STEEL 
HEAVY SIZES 


6”x100” and 12”x120” in 200 Ib. 
test corrugated paper cartons. Thick- 
nesses up to .031”. Complete range. 


CONSULT YOUR JOBBER 


@ REG.U.S.PAT OFF. 


PACKAGE GOODS DIVISION 


PRECISION STEEL WAREHOUSE, INCORPORATED 


425 WEST KINZIE STREET CHICAGO 24, ILLINOIS 
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Employee Relations 
Means "Friendliness" 


(Continued from page 95) 





camp on a nearby lake. They have spe- 
cial privileges, too, within the firm’s 
building. Warehouse and other per- 
sonnel who may want to clean up before 
they leave have shower baths available 
to them, and similar conveniences. Out 
back of the plant a recreation area large 
enough for a fast game of softball in- 
clues a tidy little horse-shoe pitching 
court. Here, also, is the firm’s parking 
space and loading platform, with room 
to spare for trucking maneuvers. 
Facilities for the girls include a 
lounge, fitted out with refrigerator, 
davenport. stove and lunch counter. The 
office space in the long, low building 
in which they work has been laid out 
for efficiency of function, well-arranged, 
with a pleasant contrast of colors. 


Sound-proofed ceilings in the offices and | 


counter area shut out the noonday 
summer heat as well. 


Sales Direction 


The sales force is directed by general 
sales manager Rossiter R. Holt. Mr. 
Holt, whom Mr. Silliter considers one 
of the company’s most fortunate recent 
acquisitions, was employed for 15 years 
by a large cutting tool manufacturer 
and served that company for the past 
ten years as sales engineer. Working 
under Mr. Holt are four inside and four 
outside salesman. Mr. Silliter and Mr. 
Holden are salesmen too, of course, and 
they make frequent, regularly-scheduled 
visits throughout their sales area. More- 
over, many of the salesmen have spe- 
cialized knowledge and _ mechanical 
talents and these are available to the 
customers of all, thus eliminating any 
rivalry that might impair the work of 
a sales organization. With all these 
facilities to back them up, the salesmen 
can concentrate on machine and tool 
sales. 

Salesmen are given every physical 
advantage to make new customers and 
sell big to the old. The first thing the 
buyers sees when he steps in the front 
door is the display and counter area 
that occupies the front right half of the 
building. It’s large, it’s well-lighted, and 





Because 


are ground to a 
true ball joint 


Since the two non-corroding bronze seats are precision- 
ground to form true bearing surfaces, Darts close easily 
. . . without excessive wrench pressure .. . without 
jammed-joint damage... to a drop-tight connection. 
When needed in another location, they uncouple easily and 
may be used economically again and again. Body and nut 
are made of high-test, air-refined malleable iron and are 
practically indestructible. 


Sell Darts for steadier profits and greater customer satisfac- 
tion. Write today for the Dart 
Jobber Policy. 


E. M. DART MFG. CO. 
Providence 5, Rhode Island 








their two bronze seats 
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DEMING PUMP SCHOOL 


prepares men for “buyer's market” 





214 





+ 





"Off with the coats—on with the mechanics’ aprons!" 


That's what happens when Distributors’ Salesmen go into 
action at the DEMING PUMP SCHOOL, Salem, Ohio. 
Photo shows a few of the men attending one of the 4-day 
courses in Practical Hydraulics as applied to Deming Pumps. 


Courses include practical information on Shallow Well 
Pumps, Deep Well Reciprocating Pumps, Centrifugal Pumps, 
Jet Pumps, Deep Well Turbine Pumps, Motors and Switches. 


Organized in 1944 “with an eye to the future", Deming 
Pump Schools have helped hundreds of Distributors’ Sales- 
men to increase their knowledge of hydraulics, pump con- 
struction, operation, and application to specific problems. 


Graduates of Deming Pump Schools are in a stronger posi- 
tion to meet the highly competitive conditions of the 
"Buyer's Market" now looming up on the business horizon. 


For complete information about Deming Pump Schools, write: 


THE DEMING COMPANY - 189 BROADWAY ~- SALEM, OHIO 


DEMING 


INDUSTRIAL PUMPS 
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it’s arranged with an eye to buyer-ap- 
peal. It includes band-saws, surface 
grinders, and drill press, wheeled cen- 
ters, small and large vises, electric and 
air power tools, glass-encased hand 
tools; all set out with plenty of “walk- 
ing space” between them, each with its 
own electric outlet to demonstrate how 
it operates. 

Directly adjoining and behind the 
display area, running down to the foot 
of the L-shaped building, are the stock- 
rooms and warehouse. Customers may, 
and do, wander at will among the high 
tiers of neatly stocked shelves. It’s one 
of Mr. Holden’s theories that has proved 
itself over long practice. To put it in 
his words: “When it’s properly main- 
tained, shelf stock can serve the same 
function as display in reminding cus- 
tomers of their needs.” With the same 
idea in mind, the company displays its 
manufacturers’ literature in neat piles 
on a long table. It has been found that 
customers take more when the literature 
is easy to pick up. 

Silliter & Holden now has twenty-one 
employees on its staff, a sizable in- 
crease over the group who started with 
the firm in 1935. Business failures were 
numerous during that and the following 
two or three years. But ask the two 
partners what was their biggest prob- 
lem during those first days, or their 
worst fear, and they will say they hadn’t 
any. As Mr. Holden tells it: “We had 
nothing on our minds but what to call 
our new company. We'd get a call from 
one of our manufacturer friends who’d 
ask whether we’d decided on a name 
for our place yet? And when we said 
no, he’d tell us to hurry it up because 
he had a couple of orders he wanted to 
place with us.” 























"It must be that guy from ABC Supply 
—he said he'd get to see me by hook 
or crook!" 
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Power Packed Promotion to Sell 
SIMPLEX Hydraulic Jacks and Jennys... 


A line of hydraulic Jacks and Jennys that's really complete, plus advertis- 
ing beamed at your customers in all major markets! That's the combination 
Simplex offers to alert distributors who like action that means SALES. 

These distributors will cash in again on another Templeton, Kenly 
promotion—with this new campaign following hot on the heels of the sales- 
making Util-A-Tool program. 

Simplex Hydraulic Jacks operate with ease and safety, vertically or 
horizontally. The Simplex-Jenny Center Hole Puller makes the Simplex 
line truly complete. Rugged and versatile, it performs ordinary jack jobs of 
all kinds and, in addition, cuts hours off time required for many main- 
tenance, repair and production jobs. 





Easy to Sell—Immediate Delivery 
Completely new in design, both Simplex 
Hydraulic Jacks and the Simplex-Jenny 
boast nine outstanding features that produc- 
tion and maintenance men are quick to 
recognize. These features include Neoprene 
packing seals, pressure tested bases, a 
safety factor of 50% over rated capacity 

. and many others. 

Eight models of Hydraulic Jacks are 
available in capacities from 3 to 100 tons; 
five models of Jennys from 30 to 100 tons 
capacities. 

WRITE TODAY -—Put yourself out in front 
on this drive that will mean a new high in 
Hydraulic Jack and Jenny sales. Ask for 
complete information on prices, discounts 
and new sales help materials. 


The 


SIMPLEX - JENNY 
HYDRAULIC CENTER 
HOLE PULLER 


Here's a Jenny able 
and ready to take ona 
wide variety of jobs— 
pulling, pressing, or 
asaconventional jack. 
The Simplex-Jenny 
saves hours on such 
jobs as pulling wheels, 
gears, propellors, pis- 
tons, valve seats, cylin- 
der shafts, boiler tubes 
and ship stern tubes. 

















TEMPLETON, KENLY & CO. 


1036 South Central Avenue 
Chicago 44, Illinois 
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CAPITAL ‘‘RED CAPS” 











Your selling oppor- 
tunities are as broad 
asthe need for 
CAPITAL Brushes 
and Brooms. Fac- 
tories, railroads, 
mills, mines, 
houses, public build- 
ings of all kinds... 


just to name a very 


ware- 


small number . . . are 
constant users of 
cleaning and maintenance equipment. The best of 
this type of equipment will wear out BUT if you sell 
CAPITAL your customers will get their money's worth 
Get 


—they outlast and outwear any like equipment. 
the whole story and prove our claims to yourself. 


CORNER BRUSH AND BROOM STS. 





INDUSTRIAL 


BRUSHES and BROOMS 
WITH FINE PROFIT POSSIBILITIES .. . 


Beef Washing Brooms 

Hide Brooms 

General Industrials 

Fibre Brooms 

Whisk Brodéins 

Textile Brooms 

Warehouse Brooms 

Coach Brooms 

Janitor Brooms 

Parlor Brooms 

Push Brooms 

Street Sweeping Brooms 

Wire Brushes 

Floor Brushes 

Window and Car 
Washer Brushes 

Counter Brushes 

Scrub Brushes 

Special Brushes 

Street Rolls 


INDIANAPOLIS 
BRUSH AND BROOM MANUFACTURING CO. 
Est. 1890 


INDIANAPOLIS 7, IND. 














LAMINATED SHIM COMPANY 


ide) tae) bat) 
58 Union Street ° 


Glenbrook, Conn 
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_ A couple of New Yorkers get to- 


gether for an early breakfast at 
the Eastern Hardware Golf Asso- 
ciation tourney: A. P. “Art” Hen- 
ricks (manufacturers’ agent) and 
E. W. Cook (Masback, Inc.). 





sa 


Former State Senator from Con- 


necticut Ed Fenn (Millers Falls 
Co.) still keeps in touch with his 
constituent in the tool business, 
Geo. M. Eckhardt (John H. Gra- 
ham Co.). 


Eastern Hardware 
Holds Annual Outing 


WINNERS AND RUNNERS-UP at the Eastern 
Hardware Golf annual 
tournament, in addition to the cham- 


Association’s 


| pionship flight winner. W. N. Dixson, 





Jr., (see photos on pages 98 and 99) 
were as follows: 

Second flight: Geo. J. Kohler (The 
McKay Co.) and John Davey (Russell, 
Burdsall & Ward); Third flight: Henry 
Funk (Albany Hdwe. & Iron Co.) and 
Kenneth Komp (Billings & Spencer 


Co.) ; Fourth flight; E. T. Fraim (E. T. 


Fraim Lock Co.) and H. L. Gilliam 
(Wood Shovel & Tool Co.); Fifth 
flight: Sherrill Sherman (Roberts 


Hdwe. Co., Inc.) and F. W. Berdan 
(National Carbon Co., Inc.); Sixth 
flight: Leonard May (May Hdwe. Co.) 
and John J. Gillis (John J. Gillis Co.) ; 
Seventh flight: J. E. McIntyre (Ben- 
nett-Ireland Inc.) and W. M. Stout 
(American Hdwe. Supply Co.) ; Eighth 
























































ECONOMY. 
PRODUCTS 


% Smooth running assembly is very 

important to plant managers. They 
want to get the most efficient methods 
for greater production and ECONOMY 
Screw Machine Products will help them 
to accomplish this. Stock them for 
good business—be ready to supply 
Hollow Set Screws—Socket Head Cap 
Screws—Headless Set Screws to your 
customers. 


STEEL BELT LACING 


OR use on leather, rubber, balata, stitched canvas or 
solid woven belting, giving a smooth, flexible joint 
excellent for general service, high speed and heavy duty. 
Efficient separable hinge lacing of extreme strength. 
Protects ends of fabric belts. Operates successfully with 
an idler or on serpentine drives. 




















List Prices per Box of Alligator Belt Lacing 
Moneland Belt 

Size | Steel Everdur Contents Thickness 
00 {$1.40 $5.50 6 sets for 6" belts Up to 1/16” 

1 1.60 6.00 6 sets for 6" belts | 1/16" to 3/32” 

5 1.80 6.50 6 sets for 6” belts | 3/32" to 1/8” 
15 1.90 6.75 4 sets for 12" belts | 1/8" to 5/32” 
20 2.00 8.00 4 sets for 12" belts | 5/32" to 3/16” 
25D | 2.50 9.75 4 sets for 12" belts | 3/16" to 7/32" 
2SF | 2.50 6 sets for 8" belts | 3/16" to 7/32" 
25G| 5.00 8 sets for 12" belts | 3/16" to 7/32" 
27K | 2.65 11.50 4 sets for 12" belts | 1/4” to 9/32" 
27L | 5.30 8 sets for 12" belts 1/4" to 9/32" 
35M} 2.30 4setsfor 8" belts | 9/32" to 5/16” 
35N | 3.40 15.00 4 sets for 12" belts | 9/32" to 5/16" 
4SU| 4.50 19.50 4 sets for 12" belts | 5/16" to 3/8” 
SSW] 5.20 29.00 4 sets for 12" belts | 3/8" to 7/16" 
65X | 6.00 36.00 4 sets for 12" belts | 7/16" to 1/2” 
75 8.80 $7.00 4 sets for 12" belts | 1/2" to 5/8” 























For belts wider than 12 inches always use continuous 
lengths for best results—Furnished to order in any length 
for any width of belt. 


Corrugated pins supplied regularly with Nos. 00, 1 and 5 
Alligator tape fasteners. These pins are also used with the 
larger size fasteners for conveyor and elevator belt service. 
Sectional steel rocker hinge pins supplied regularly with 
Nos. 15 to 75, inclusive, for transmission service. Rawhide 
hinge pins supplied with Nos. 00 to 45, inclusive, only upon 





ECONOMY MACHINE PRODUCTS CO. 


5217 LAWRENCE AVE., CHICAGO 30 
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|FLEXCO|HD 








Whitney-Woodruff 
TYPE KEYS 


Lower Production Costs 
and Provide Greater 
Ease of Assembly 





Check These Advantages 

¥ Eliminate skilled labor in key-seat 
cutting and key-fitting operations. 

¥ Flat key bottom and starting radius | | 
on the edges simplify assembly. | 

¥ Key reaches deep into shaft and is 
firmly imbedded, enabling it to 
withstand greater strain. 





¥ Greater resistance to shaft fracture 


nent key fit. 
Made in American standard sizes and 
Whitney standard sizes for special 
application. 
Available from Whitney Distributors 
throughout the country. Or write: 


WHITNEY CHAIN & MFG. CO. 
HARTFORD 2, CONN. 











due to shape of key seat and perma- | | 





ALG UL OAT OFrice 


BELT FASTENERS and RIP PLATES 
for Conveyor and Elevator Belts 


The Compression Principle. Scientific design and construction of 
Flexco HD Belt Fasteners provides the maximum application of the 
principle of compression to the belt ends and is by far the most 
successful method of mechanically joining heavy duty conveyor 


and bucket belts. 


Notice that the plates are cupped to receive the nuts and bolt 
heads. The finished tight butt joint is leak-proof, practically flush 
with the belt and will operate satisfactorily through trippers and 


take-up pulleys. 


The Rip Plate is an outgrowth of the Flexco HD Fastener. It is 
longer, for a better grip on irregular tears, while the center bolt 
keeps the fastener from bulging. Used only for repairing length- 
wise rips. Not to be used to repair breaks or tears across belt width. 

















Thickness Price per 

of Belts Min. wt. box of 10 

( | Size No. for which Pulley| Per Sets Steel 

suitable Diam. Box Fasteners 
1 1/4" to7/16"| 12°] 1 = Ibs.| $ 6.00 
Ne 1-1/4 5/16” to 1/2” 14” | 1.8 lbs. 6.50 
£ | 1-1/2 3/8" to9/16"| 18°} 2.31bs.| 7.00 
E 2 1/2"to 3/4" | 30°13 Ibs.| 8.00 
ti | 2-1/2 | 11/16" tol” 42" 16 lbs.| i2.00 
3 7/8" and up 48" | 6.6 lbs.| 13.00 
a2| RPl 1/4” to 1/2" 1.8 1bs.| 10.40 
& 2 RP2 3/8" to 3/4” 4 lbs.} 12.30 























ALLIGATOR 
V-BELT FASTENERS 


Alligator V-Belt Fasteners make possible the use of open 
end or non-endless V-belts on installations where replace- 
ment of endless V-Belts requires dismantling oi line shafting 
or machinery. They are to be used only for joining specially 





JUST A HAMMER 
TO APPLY IT 


ECONOMY PACKAGES 
FOR THE SMALL USER 


In five sizes packed 10 pack- 
ages of a single size to a carton. 
Each package contains one set 
of lacing complete with gauge 
and hinge pins for a 12-inch 
belt. Easily broken to length for 
narrower belts. Avoids the ne- 
— of “breaking” a standard 

x. 















Size List per 
No. Carton 
15-E $4.75 
20-E $5.00 
25-E $6.25 
27-E $6.65 
35-E $8.50 














Bulletin A-60 gives complete 
details on Alligator lacing. 





ALLIGATOR BELT CUTTER 


Will cut any belt (except metal 
stitched) up to 1/2 inch thick by 
8 inches in width. Used in a 
horizontal position on bench or 
up-ended on floor. 

























View above shows how the belt 
ends are compressed. 
Flexco Fasteners are also made 
of Monel (acid-resisting), Ever- 
dur (non-sparking) and Promal 

(abrasion resisting). 

Flexco Tools should be used in 
the a of these fasten- 
ers. Bulletin F-100 gives com- 
plete information. 











constructed V-belts having cross-woven fabric or “duck ten- 
sile’’’ center. They are not to be used tn shorten or repair 
the conventional endless V-belts of cord center construction 
for such belts do not have the “carcass” to hold the fastener 
und make a sufficiently strong joint. 


PRICES SUBJECT TO DISCOUNT 

























For Belt box, 
Section | Size |Boxof 10} Ibs 
B B437| $13.00 0.6 
Cc C625 15.00 1.4 
D D750 19.00 2.5 





Alligator V-Belt tools should be 
used when owe these fas- 
teners. Bulletin V-200 gives com- 
plete information 





& your customers have a 
HANDLING PROBLEM 

















... de FORD TRIBLOCS 


Wherever things are made or repaired, 
they have to be moved. That’s what we call 
a “handling problem”. And if what has 

to be moved doesn’t weigh more than 

40 tons, chances are we can help solve 

the problem. FORD Chain Hoists and 
Trolleys are well-designed —with 

fewest possible moving parts. And they’re 
ruggedly built—for hard work and lots of it. 
Capacities from 250 pounds to 40 tons. 


SOLD THROUGH DISTRIBUTORS 
¢ York, Pa., Chicago, Denver, Los Angeles, Philadelphia 
Portland, San Francisco, Bridgeport, Conn. 


FORD CHAIN BLOCK DIVISION 
AMERICAN CHAIN & CABLE 


In Business for Your Safety 
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ball player in his youth, W. D. 
Kirkpatrick (American Chain DI- 
vision of American Chain & Cable 
Co., Inc.) is still a rugged athlete 
on the golf course. 


flight: John Earle (North Wayne Tool 
Co.) and Lloyd VanBuskirk (Behr- 
Manning Corp.); Ninth flight: E. W. 
Dugan (Thos. W. Kiley Co.) and Wm. 
G. Steltz, Jr. (Supplee Biddle Co.) ; 
Tenth flight: J. S. Sherman (Roberts 
Hdwe. Co., Inc.) and L. A. Hoeflich 
(Supplee Biddle Co.) ; Eleventh flight: 
Archie A. Birmingham (John H. Gra- 
ham & Co., Inc.) and Geo. Kohlmeier 
(J. M. Kohlmeier, Inc.). 


Geist Elected At 
Annual Allis Meeting 


Walter Geist was elected for his sixth 
term as president of the Allis-Chalmers 
Mfg. Co. recently at the annual meeting 
of the stockholders and the board of 
directors. In addition to Mr. Geist, the 
officers elected are J. A. Keogh, vice- 
president and controller; H. W. Story, 
vice-president and general attorney; 
W. E. Hawkinson, secretary and treas- 
urer; E. H. Brown, vice-president in 
charge of engineering development; 
W. C. Johnson, vice president in charge 
of the general machinery division; 
W. A. Roberts, vice president in charge 
of the tractor division and James M. 
White, vice president in charge of manu- 
facturing. 

The directors elected by the stock- 
holders are Mr. Geist, W. C. Buchanan, 
Walter Kasten, Alfred J. Kieekhefer and 
Louis Quarles, all of Milwaukee; Arthur 
W. Butler, New York; John H. Collier 
and James D. Cunningham, Chicago; 
Ernst Mahler, Neenah, Wis., and Leigh 
Willard, Cleveland, Ohio. 

The company has also announced the 
appointment of J. H. Burrus as assist- 
ant manager of the Allis-Chalmers 
Portland district office. Mr. Burrus, a 
member of the American Institute of 
Electrical Engineers, was previously 
associated with Allis-Chalmers Char- 
lotte, N. C. office. 





| 
| 














BELMONT 
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AND ... BELMONT ADVERTISING does 3 jobs for the distributor. 1... Creates 
demand for Belmont Packings by promoting the extra values in the Belmont line 
through specific references to Belmont features. 2... Directs the reader to the 
Belmont distributor. 3... Develops definite sales leads for Belmont distributors. 





BELMONT #930 For High Pressure 
Steam Rods and Expansion Joints. 
Center block pleated on itself (accor- 
dion fashion) at approx. 90° angle 
with rod, affording, high resiliency 
and flexibility, extra take-up, extra 
“edge wear” if packing wears toward 
=> = == the rod. 


J ~ 
~ 7 >a~—- 


tha 


You’re a jump 
ahead with Marsh 


The Marsh advertisement reproduced 
above is one of a series pointing out 
the well-supported fact that Marsh is 
the pressure gauge preferred by the 
most discriminative gauge users in key 
industries. 

Straight-aimed at your customers 
through leading publications, these 
advertisements are heightening the 
already well-established preference for 
Marsh instruments—a preference that 
makes the Marsh line the most profit- 
able for you to handle. 

Yes, the Marsh line is the most ac- 
ceptable line of instruments —the line 
that puts you a jump ahead. Ask for 
convincing information and prices. 


BELMONT + 189 For Hot Oil Rods and 
Plungers. Has extra resistance to 
penetration. Long-fibre asbestos yarn 
is firmly braided, each strand treated 
with a special compound so that satu- 
ration and penetration are minimized. 


BELMONT #19 Hollow Center Pack- 
ing For Intermediate and Low Pres- 
sure Steam: Hot and Cold Water Rods 
and Plungers. Hollow Center permits 
expansion and contraction. Packing 
“breathes” toward the hole, so fric- 
tion is kept at minimum point created 
by the working pressure itself. 


JAS. P. MARSH CORP. 
2041 Southport Ave., Chicago 14, Ill. 
Export Dept.: 155 E. 44th St., New York 17 














the gauge 
with the J 

“RECALIBRATOR 

— quickest and 


that has been 
the finishing 


Your customers and prospects see Belmont 
advertising in the best read industrial magazines 





“Recalibrator’ 
uge 

ay to correct & 9° & 
aaah out of adjustment . 
touch to @ superlative gauge. 


The Marsh 
THERE’S A BELMONT PACKING FOR EVERY SERVICE 






Steam, Water, Oil, Rings, Spirals, Coils, 
Gas, Air, Acids, * Reels, Spools, Sheets, 


Reman ore on Gaskets. 


THE BELMONT PACKING. & RUBBER COMPANY 
BUTLER AND SEPVIVA STREETS « PHILADELPHIA 37, PA. 


Alkalies, Ammonia 


GAUGES *® VALYES © TRAPS 
DIAL THERMOMETERS 
HEATING SPECIALTIES 
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Quer 


For oilers of exceptional quality, pick GEM! 
The Oilers shown here feature (as do all 
GEM Oilers) welded steel construction 
throughout. Bushings and necks have machine 
cut threads. Necks are welded to the oiler 
body. Bodies are heavy gauge drawn seam- 
less steel, polished and lacquered. Bottoms are 
made of high carbon tempered spring steel. 
Body and bottom assemblies are cape 
welned, triple thickness, guaranteed —— 
The flexible spout shown on the left 
interchangeable with GEM rigid spouts a 
features a cold rolled steel tip, brazed on. 

















Sell production 
dependability... 


GEM manufactures a 
complete line of Sup- 
ply Cans, Tallow 
Pots, Torches and 
Heavy Welded In- 
dustrial Oiiers. Write a 
for price lists and ‘ 


When your prospect has a tough 
lifting job that’s a vital link 
his maintaining continuous pro- 








duction — one where a_break- distributor plan. v 
down would be costly, if not 0 
ruinous—tell him about the . 0 
‘Load Lifter’ Electric Hoist. How GEM MANUFACTURING COMPANY tl 
. he can depend upon the ‘Load 1229-1243 GOEBEL ST., NORTH SIDE STA. PITTSBURGH 12, PENN. P 
Lifter to lift loads within its SUPPLY CANS °* TALLOW POTS ° TORCHES ° HEAVY WELDED INDUSTRIAL OILERS d 
capacities many times every hour c 


in the day— and his swing shift, 
too — every day in the year. 














Should he ask how such per- 
formance is possible, your answer 
lies in pointing out the many spe- 
cial built-in features of the ‘Load- 
Lifter’ that assure dependable 
service all the time. Other selling 
facts are the low-operating costs 
of ‘Load Lifter’ Hoists, minimum ; 
upkeep, adaptability to any diffi- ee gee ae aes & ne 
cult installation, wide range of eee. ee 
lifting capacities — from 500 to SHVER ant : ECS a | 
40,000 Ibs., safety features that AN wwe SALTS Ree 
protect the operator and the load. | 

You might show him all the in- 
stallation photos of ‘Load Lifter’ 
Hoists in Catalog 215 to give him 
an idea of the universal use of 
this hoist. 





rT i -z- 


If you need more copies 
of Bulletin 215, write us. 


fell LOAD LIFTER 


Hoists 


MANNING,MAX WELL & MOORE, ING. 
MUSKEGON, MICHIGAN 

Builders of ‘Shaw-Box' Cranes, ‘Budgit’ and 

‘Load Lifter’ Hoists and other lifting specialties. 

Makers of Ashcroft Gauges, Hancock Valves. 

Consolidated Safety and Relief Vaives and 
‘American’ industrial instruments. 





Sa xelUlUC SCS 
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Bob Melius 
Awarded Radio 


Robert P. Melius, director of sales, 
Delta Manufacturing Co., has been 
awarded an Emerson table model radio 
by Mitt Suppiies. The award was 
made as part of MiLt Suppiies’ conven- 
tion activity in Atlantic City in May. 
All those who attended Mitt Supp ties’ 
parlor were eligible for the award. 


New Sage Quarters 
Increase Production 


The recent acquisition of larger quar- 
ters by the Sage Equipment Co. of 
Buffalo, New York, is expected to aug- 
ment its facilities for the production of 
a full hand _ trucks, 
gravity wheel conveyors and_ portable 


line of casters, 
power boosters. 

Until the past month the newly or- 
ganized company had been concerned 
solely with the manufacture of all- 
welded steel hand trucks. Completion 
of production planning and availability 
of proper materials now makes possible 
the additional manufacture of a com- 
plete line of gravity wheel conveyors, 
designed to solve most standard carton, 
crate and box handling problems. 








Watching the golfers finish up at 
the W. S. Wilson outing were R. 
B. Fitzsimmons and Charles Mc- 
Kenzie (both of Standard Tool). 


a 
e - 





The “Day of Reckoning” arrived at 
the W. S. Wilson outing right after 
a golf match involving Norman 
Good (Clipper Belt) and Jack 
Sturges (W. S. Wilson). 











RAWHIDE gives you more in soft hammers and mallets. And 


Chicago Rawhide gives you exceptional power and maximum protection. 
C/R hammers and mallets absorb shock, deliver powerful blows, protect 
finished surfaces and stand up under tough use. For hammers and mallets 
that never split, crumble or mushroom, always ask for Chicago Rawhide. 


bm | 
fs 






wn m4 
a6 
ny 





/ 
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C/R Hammers have 
malleable iron heads 
with replaceable 

coiled rawhide faces. 





CHICAGO 


1205 ELSTON AVENUE CHICAGO 22, ILLINOIS 


Other C/R maintenance products are: round, flat, twist belting; belt pins and lacings; gears, pinions, 
geor blanks; aprons, hand leathers; hydraulic packings. 
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(\ Tye A- 31 


S) (3 way) 
stented turing 
o> SPECIALISTS 






Bulletin No. 144, 
available on request. 


STOCK..-CATALOGUE..-SELL 





The tiny pressure re- 
ducing valves built by 
CASH-ACME are easy to 
maintain on the job. All 
working parts of these 
bronze valves are renew- 
able without even taking 
a valve off the line. 





CASH-ACME = Products, 





6662 EAST WABASW AVE 
DECATUR 


ILLINOIS 









NOW! SELL FAST CUTTING 
ROTARY MASONRY DRILLS 


* Cut Holes 4 Times Faster 

* Stay Sharp Up to 50 Times 
Longer 

* Drill Concrete, Brick, Plaster, 

¢ Slate 

:: © Fit Any Rotary Drill, Drill 

Press or Hand Brace 


@ Offered at the lowest prices in history 
and advertised to a market of millions, 
new Carboloy* Masonry Drills represent a 
booming market for aggressive merchan- 
disers. No other masonry drill can match 
its advantages in design, durability. The 
construction rush isn’t coming—#t’s bere! 
Cash in now on Carboloy’s profitable re- 
sale plan. Send for details today! Carboloy 
Company, Inc., 11131 E, 8 Mile Ra., 
Detroit 32, Mich. 














15 POPULAR SIZES 


3he" y%,", 5A’, 
%", 14", AND %” 
IN FREE CANVAS KIT 
$13.70 

















Solid round shank tipped with 
eR Carboloy Cemented Carbide — 


hardest metal made by man. 


CARBOLOY* MASONRY DRILLS 
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ELLIOTT 


Ft = 
The last word in accurate, 


MACHINES 


economical performance; 
ready to be tested for 
efficiency by your 
industrial clients 
under their 
conditions. 


Elliott Flexible 
Shaft equipment 
is ready to go to 
work on many 
and varied in- 
dustrial opera- 
tions—from bur- 
ring to buffing; 
drilling to die 
finishing; as 


versatile as it 
is valuable wherever 
constant power in a 
portable tool is need- 
ed. Write for Bulle- 
tin 44-B. 


et 
. S54 
e 
















fs, 


7932 MANUFACTURING COMPANY 
212 Prospect Avenue © Binghamton, N.Y. 
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William France 


Anchor Sanitary Co. 
Issues New Catalog 


A new 495-page catalog has been is- 
sued by Anchor Sanitary Co., Pitts- 
burgh, Pa., according to William 
France, sales manager of the industrial 
supply division. The catalog has a blue 
cloth cover with silver lettering. 

The book is divided into four sections. 
Section A lists pipe, valves and fittings; 
Section B, plumbing fixtures and spe- 
cialties; Section C, heating apparatus 
and accessories; Section D, industrial 
supplies. 

Engineering data and information use- 
ful to purchasing agents and production 
men are included in each section. 


Honeywell Moves 
In Chicago 


The Chicago regional office of the 
Minneapolis-Honeywell Regulator Co. 
and its industrial division, the Brown 
Instrument Co., has moved to its new 
quarters at 351 East Ohio Street. The 
new location provides 30,000 square ft. 
of floor space, three times the space 
available in the company’s old quarters. 

The Chicago regional office super- 
vises activity in branch offices in various 
cities of Wisconsin, Illinois, Michigan, 
Indiana, Kentucky, Tennessee, Missouri, 
Arkansas, Kansas and Iowa. 





LeMaire Tool Company 
Acquires Patent Rights 


The LeMaire Tool and Manufactur- 
ing Company of Dearborn, Michigan 
has acquired the patents and manu- 
rights of the Sunstrand 
3-wheel Grinder, formerly manufactured 
by the Sundstrand Machine Tool Com- 
pany of Rockford, Illinois. 

The new owner will service any of 
these grinders now in the field and wil] 
furnish any replacement parts. 


facturing 








BOLTS 

NUTS 

CAP SCREWS 
LAG SCREWS 
RIVETS 


é 


The Types and Sa 
You Need 
And the High Quality 


You Demand 


Your customers are happy—your 
sales greater—your repeat business 
better—when you sell Oliver In- 
dustrial Fasteners. The complete 
line of types and sizes enables you 
to quote on a large variety of jobs, 
and the high quality of these well- 
known products pleases your most 
critical customers. 


South Tenth and Muriel Sts. 
Pittsburgh 3, Pa. 


MILL SUPPLIES © JULY, 1947 








Cord Covered 
STEAM HOSE 


For High Pressures 
and Temperatures 











ts mn oe 


TOOLS YOU CAN’T BEAT 


Made of the finest steel obtainable . . . electrically tempered and 200 Lbs. 
diamond point tested for hardness. Dasco Tools are beautifully 


finished and individually numbered for identification. rt 
SOLD BY LEADING JOBBERS IMPERIAL NEW 


DA 5 re re PROCESS 


Snnged Maal tae STEAM HOSE 


STYLE NP-46 

1—ASBESTOS LINING—insu- 

DAMASCUS STEEL PRODUCTS CORP., ROCKFORD, ILLINOIS sulates tube against charring 

action of super-heat steam 

temperatures. Forms bed for 

continuous spiral reinforcing 

wire which prevents buckling 

or collapsing of tube and 
liner. 


2—TUBE— High-quality heat- 
resisting rubber compound. 


3—ALL - ASBESTOS CAR- 
CASS—Layer-upon-layer of 
selected woven asbestos 
forming a strong, thick wall 
and providing thorough insu- 
lation for the hose. 7 


4—METAL LACING — Multi- 
ple layers of tightly braided 
galvanized steel wires give 
superior strength to the hose 
without impairing flexibility. 
5—"NEW PROCESS" CORD 
COVER — Tightly braided, 
hard-twisted cotton cord, im- 
regnated with a special lu- 
bolas that surface dries, } 
yet remains permanently flex- | 
ible and saline: 


Write for Further Details 
and Prices. 


MULCONROY COMPANY 
Hose Specialties Since 1857 ; 
| 5329 JEFFERSON ST., PHILA. 31, PA. 


inn nisl 
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Strand machines provide PORTABLE 
rotary power at CONSTANT speeds 
with dependable results and less oper- 
ator fatigue. Ruggedly built for years 
of steady use. Hundreds of attachments 
easily interchanged—125 types and 
sizes—vertical and horizontal models 
from % to 3 H.P. 


DISTRIBUTORS IN ALL PRINCIPAL CITIES 
Send for CATALOG showing complete liné 


Kea go N. A. STRAND & CO. 
Cl Strand 5014 NO. WOLCOTT AVE. 


aa et CHICAGO 40, ILL. 
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Carborundum Advances 
Division Personnel 


The Carborundum Co., Niagara Falls, 
N. Y., has announced the appointment 
of Clarance E. Hawke as director of 
domestic sales; Edwin B. Forse, as man- 
ager of the Carborundum refractories 
division at Perth Amboy; Boyd H. John- 
son, as manager of refractories sales 


at Perth Amboy and Russell G. Albert- 








son as division manager, Canadian Car- | 


borundum Co., Ltd., Niagara Falls, 
Ontario. 

Mr. Hawke’s appointment is in line 
with the company’s plan to co-ordinate 
all its sales activities under the func- 
tional direction of Vice-President and 
General Sales Manager, F. J. Tone, Jr. 
Mr. Hawke will direct all domestic 
sales activities, including those of the 
refractories and Globar divisions, as 
well as the Canadian Carborundum Co. 
Ltd. division. 

Mr. Johnson, who succeeds Mr. 
Hawke as manager of refrctories sales 
at the Perth Amboy plant, has gained 
a high reputation for his work in the 





basic engineering of the development of | 


applications for refractories products. 
Mr. Forse, who joined the Carborundum 
organization in 1917, has played an im- 
portant part in the development of re- 
fractories, their manufacture and appli- 
cations, and in his new post as manager 
of that division will be in charge of 
all activities, including plant manage- 
ment, production, sales and administra- 
tion. Mr. Albertson, as manager of the 
Canadian division, will direct all activi- 
ties of the Niagara Falls, Ontario plant, 
including manufacturing, production, 
plant management, administration and 
sales. 





“And they sent it RUSH too!!" 





| 
| 










































As long as there's industry there'll be 
HOISTS... 


As long as there's a need for HOISTS 
there'll be COFFING HOISTS to suit 
the job... 


7 As long as there are COFFING 
HOISTS you'll have the opportunity 
to SELL all requirements... 


As long as you SELL COFFING 
HOISTS you'll be rewarded with 
good, steady, profitable returns . . . 




















EO, OR) OR OE 










SPUR “SAFETY- “QUICK- 

GEAR PULL” LIFT” 

CHAIN RATCHET ELECTRIC 

HOIST LEVER HOIST ) 
HOIST 





COFFING HOIST COMPANY 


RATCHET LEVER HOISTS - SPUR GEAR HOISTS - ELECTRIC HOISTS 


LOAD BINDERS - DIFFERENTIAL HOISTS - TROLLEYS 


DANVILLE, ILLINOIS 
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We keep your trade 


REMINDED 


Month after month Smooth-On Iron 
Cements are advertised in more than 
two dozen industrial publications cover- 
ing every industry and reaching over 
half a million readers. 


Month after month Smooth-On adver- 
tisements bring in thousands of inquiries. 


This evidence of industry's interest 
gives mill supply houses one of the most 
logical reasons for stocking this steadily 
moving staple. 

Practically every one of your customers has 
repeated uses for many-purpose Smooth-On 
No. 1. For more than fifty years it has been 
the repairman’s first aid in emergency and 
routine repair work—ctopping leaks and seal- 
ing cracks in plant apparatus, equipment and 
nipe lines, and tightening loose parts. 

Be sure always to keep an ample stock of 
Smooth-On No. 1. Have your salesmen remind 
customers regularly of Smooth-On. 


SMOOTH-ON MFG. CO., 
Dept. 256 


570 Communipaw Ave. Jersey City 4, N. J. 


Say to Your Customers: 
Do it with 


SMOOTH-ON 


IRON CEMENT 
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742 West First Street 


Davenport lowa, U. S. A. 
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BETTER TRACTION AND 
LONGER LIFE FOR FLAT 
BELT DRIVES..... 











©lL-PROOF 


CANTOL BELT WAX 








© Belts are much more expensive than good belt dressing 
so you distributors who sell CANTOL Belt Wax have the 
advantage. It is made of the purest ingredients—in fact 
CANTOL Wax can be chewed like gum with no ill effects— 
it is just as harmless to flat belts and pulleys. It will make 
belts last from 2 to 5 times longer—it can be applied while 
belt is in motion—just a slight stain is sufficient. There is 
lots to tell you about CANTOL Belt Wax and what it means 
to you to sell it—send for our circulars for the complete 
story. 


@ We urge users to buy from Distributors 


CANTOL WAX COMPANY 


BLOOMINGTON -¢ INDIANA 









WATER-PROOF 









i 
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Between them, these three basic 
types of STARRETT Dial Indica- 
tors handle all but the most 
special multiple measuring and 
production inspection jobs. 
Along with increasing use of 
STARRETT Dicl Indicators go 
opportunities for attractive vol- 


THE L. $. STARRETT CO. - ATHOL - MASSACHUSETTS - 
World's Greatest Toolmakers 


ume and profit. Be sure to fea- 
ture STARRETT Dial Indicators 
in your selling. New STARRETT 
Dial Indicator Catalog “EG” 
(Third Edition) describes the 
complete line. Do you need 
copies? 
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AAunouucement! 


NOW OFFERS A COMPLETE STOCKING 
PROGRAM ON WIRE ROPE SLINGS 


a 


> 


All Standard 


Lengths ... Diameters 
Give Sling Service STRAND-LAID AND 


Mill supply jobbers sell 67'2% of re- CABLE-LAID WIRE ROPE 
placement wire ropes. And 22% 
of your customers use these wire 
ropes for slings. One out of five 
buyers your salesmen call on is 
ready to order slings ... and they 
need the slings NOW. 


You can meet this tremendous de- 
mand. You can carry popular diam- 
eters and lengths of Acco Registered 
Wire Kope Slings and accessories in 
stock. Parts needed for hundreds of 
sling combinations can be selected 
quickly from non-technical chart. No 
engineering is required. 

There’s good profit in Acco Regis- 
tered Slings. Investment is NOT 
large. Turnover is rapid. Offers extra 
sales volume from your present cus- 
tomers. Write today for details of the 
Acco Registered Wire Rope Sling 
Sales Plan. Address Acco district of- Stock these Standard Parts 
fice nearest you. Assemble them as 

1, 2, 3, or 4-Leg Slings for 
Basket, Bridle or Choker Service 
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7) In Business for Your Safety 
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